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Advertising 


NOT ONCE...BUT 4GA/W 
AND AGAIW IN 1955... 
AHEAD OF THE SEASON AND 


DURING THE SEASON 


The most vigorous, all-out campaign ever 

put behind these two famous products. 

Beautiful new two-tone designs that sparkle 

on display. Cash in on this top quality, 

full profit, easy to sell line. Order early, AIRE KE 

order plenty from your jobber today. TOO ; reerate Oe 7 

Re AX 
80 MILLION 2-COLOR 
SALES MESSAGES IN 

NATIONAL MAGAZINES 


2-COLOR ADS SEEN BY 
OVER 16 MILLION ny ™ 
NEWSPAPER READERS / / 


ALL ACROSS THE 


COUNTRY 
FROM YOUR JOBBER 


FOR LITERATURE 
MANUFACTURED BY 


HEMP AND COMPANY, INCORPORATED 


PRODUCERS OF QUALITY METAL PRODUCTS FOR 92 YEARS 
5501 MURRAY STREET «© MACOMB, ILLINOIS 
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No. 8210 


$19% 


cover $3.00 
additional 


» scsi 
Thermo-Controlled Heat. 
Dial any heat from a hot 420° toa 
positive ‘‘off’’. Thermostatic con- 
trol keeps exact heat constant over 
the entire cooking surface. 


“UNIVERSAL automatic 
rying Pan 


with Thermo-Controlled Heat 


More saleable features make Universal’s new Automatic Frying Pan 

the hottest item in the industry. Big in cooking area with 

Thermo-Controlled Heat, it’s a natural for every modern kitchen. 

Perfect for table-cooking, ideal as an extra unit in the kitchen when be a 
. Hand okin ide. 

the range is over-crowded. And it has the top feature women SREY SOGEENG SUISe. Chant 
: gives recommended heats for per- 

want ... #’s washable! So get set for profits ahead — 


fect cooking of various foods. 


— . : . Signalite shows when the correct 
get your stock of new Universal Automatic Frying Pans in NOW! semiparsiece hes been sinthed. 


LOADED WITH EXTRAS! ) 
® Signalite ® Detachable Cord | 
® Square Surface ® Rounded Corners 
® Cool, Plastic Feet ® Light, Balanced Weight 


sal 


it’s Waterproof. It's washable! 
You can immerse the entire pon 


in woter up to the line below the 


LANDERS, FRARY & CLARK, NEW BRITAIN, CONN. Signalite for easy cleaning. 
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'\HHIR ACCO’s Chain Sales-Maker 


products 
“NEWLY IMPROVED 
TO MAKE YOUR SELLING JOB 
EASIER THAN EVER! 


e The popular ACCO CHAIN SALES-MAKER—the con- 
venient display stand that has given a big boost to chain 
sales in hardware stores everywhere—has now been im- 
proved by the addition of a handy, quick-action Chain 
Cutter. This makes it easy to snip off just the amount of 
chain your customer wants. It saves time and steps on 
every sale. 

This sturdy, attractive ACCO CHAIN SALES-MAKER 
permits you to display a wide assortment of chains in 
very little floor space. It puts your chain stock out where 
your customers can see it—feel it—buy it! Get your 
Sales-Maker and watch your chain sales rise. Shipped 
complete with your choice of chain assortments; chain 
comes on reels, as shown at left. 
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_ ASSORTMENT NO. 38 (7 REELS) 


175 Ft. 2/0 Tenso Chain, Bright Zinc Plated 
125 Ft. 3/0 Lock Link Chain, Bright Zinc Plated 
200 Ft. 3 Tenso Chain, Bright Zinc Plated 
75 Ft. 2/0 Twist Machine Chain, Bright Zinc Plated 
100 Ft. 35 Sash Chain, Bright Zinc Plated 
200 Ft. 1/0 Brass Safety Chain, Bright Finish 
200 Ft. 16 Double Steel Jack Chain, Bright Zinc Plated 
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_ ASSORTMENT NO. 42 (7 REELS) 


175 Ft. 2/0 Tenso Chain, Bright Zinc Plated 
200 Ft. 3 Tenso Chain, Bright Zinc Plated 
75 Ft. 2/0 Twist Machine Chain, Bright Zinc Plated 
125 Ft. 2/0 Straight Link Elwel Coil Chain, Bright Zinc Plated 
100 Ft. 35 Sash Chain, Bright Zinc Plated 
200 Ft. 1/0 Brass Safety Chain, Bright Finish 
220 Ft. 16 Single Steel Jack Chain, Bright Zinc Plated 
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ASSORTMENT NO. 43 (7 REELS) 
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175 Ft. 2/0 Tenso Chain, Bright Zinc Plated 
200 Ft. 3 Tenso Chain, Bright Zinc Plated 
75 Ft. 2/0 Twist Machine Chain, Bright Zinc Plated 
150 Ft. 2/0 Passing Link Chain, Bright Zinc Plated 
, 100 Ft. 35 Sash Chain, Bright Zinc Plated 
\ 200 Ft. 1/0 Brass Safety Chain, Bright Finish 
~ \\220 Ft. 16 Single Steel Jack Chain, Bright Zinc Plated 





Order from your Distributor 
American Chain Division 
DEALERS: AMERICAN CHAIN & CABLE 


lf you now have an ACCO Chain Sales-Mcaker ——— 





of the type shown above, order a Chain Cutter tYork, Pa., *Atianta, Boston, *Chicago, *Denver, Detroit, 
from your Distributor. Clamps on easily *Houston, *Los Angeles, New York, Philadelphia, Pittsburgh, 


—no holes to drill. Trane 
(NOTE: Do not use Chain Cutter to cut case-hardened chain) _— 


*Portiand, Ore., *San Francisco, Bridgeport, Conn. 
*WAREHOUSE STOCKS ?#FACTORY 
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Just Among Ourselves 


Informal Editorial Comments 


By W. A. Phair 


Make the most of it... 


The big push is on. Your sales experience between now and Christmas may 
well determine the extent of your profits for the full year. From now on through 
the holidays, you will reap the benefits of your earlier planning. Or, you will 
suffer because of the lack of planning. At this point it’s too late to do any plan- 
ning; it should have been done months ago. 


If you have been farsighted enough to have set up a merchandising program 
for the Christmas season, the important thing at this time is to stick to the plan. 
If you are getting good traffic, don’t start reducing your advertising schedules in 
an effort to save a few pennies. You may kill the goose that’s laying your golden 
eggs. 


If you are getting good sales volume, don’t let your salespeople get careless in 
their treatment of customers or in keeping track of stock. Remind them that 
volume can drop off just as quickly as it rises. 


You, yourself, can’t afford to get careless, either, just because it looks like a 
good season. If you have a newspaper promotion set, or are planning to use a 
direct mail catalog, don’t fail to order enough stock to back up the sale. You may 
not get a second chance to order. Deliveries from wholesalers are going to get 
slower during the holidays and you may miss out on some profitable sales, if 
you fail to order an adequate supply of merchandise now. 


If you are putting on a promotion, don’t stint on backing it up with store and 
window decorations. A good store promotion is never the result of any one 
action. It is the consequence of many elements, all working together toward the 
one purpose of selling goods. 


Experience over the years has pretty thoroughly demonstrated that your busi- 
ness for the holidays is going to be largely-a reflection of the quality of the pro- 
motions you put on. The lines that will bring you the greatest volume at Christ- 
mas are also the lines in which you have outstanding competition from department 
stores, supermarkets and other outlets. 


This competition is very much promotion minded. If you want to meet this 
competition, and you can meet it, then you will have to be promotion minded, too. 
There is no escaping this fact. 


When we speak of being “promotion minded,” we are not talking about the 
dealer who mails a consumer catalog, then sits back waiting for customers. The 
mailing of a promotion piece is only the first step in building a real sales event. 
It must be accompanied by adequate buying of the promotion item and also related 
items. 


It means decorating the store and windows to tie in with the mailing piece. [t 
means building feature displays that emphasize not only the promotional items, 
but also related and sell-up mechandise. It means keeping bins and shelves filled 
to take advantage of the additional traffic. It means taking a few moments to 
prepare the sales staff so that they wi!l be able to answer questions on the pro- 
motion items and will be able to intelligently sell up. It also means setting store 
hours to meet customers’ convenience, not your convenience. 
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Just Among Ourselves 


informal editorial comments 


Of course, you don’t really have to bother with any of this. You can just sit 
tight and hope that you will get some business. But customers have a strange 
habit of ending up in the store that tries the hardest to attract them and to make 
their visit worth while. 


Yes, it will be a busy season. And it will be an important season. So make the 
best of it. 


Don’t sell them short. . . 


It is very doubtful that any ostrich ever saved his tail feathers by hiding his 
head in the sand to get away from an enemy. It is equally true that no retailer 
ever eliminated competition by pretending it didn’t exist, or by selling it short. 


The problem today of the hardware dealers’ competition is very complicated 
and, in some instances, most confusing. Cross distribution of lines, the growth 
of new types of outlets, and the expansion of non-hardware outlets into hardware 
merchandise are but a few of the factors that contribute to dealers’ headaches. 
This competition is formidable. But you will never succeed in meeting it by 
attempting to ignore it or by underestimating its strength. 


We have noted a tendency in some of our conversations and correspondence 
with dealers to underestimate the strength of their competition. The most com- 
mon attitude is that of “give them enough rope and they’ll hang themselves.” 


Unfortunately, that does not work. Far from hanging themselves, a large 
proportion of the competition is prospering and growing fatter. The fringe 
fanatics of this competition, who make much noise and know little of retailing, do 
eventually cut their own throats. But this group represents only a small part of 
your competing outlets; the others are not noisy and are doing a good job of 
staying in business and prospering. 


If you fail to acknowledge this, you are being your own worst enemy. If you 
attempt to avoid unpleasant facts by burying your head in the sand, you are only 
hurting your own chances to meet and beat the competition. 


There is a big difference between knowing all about your competitors and 
being afraid of them. You will usually find that when you know all that it is 
possible to know about their operation, you can more quickly locate their weak 
points and capitalize on them. If you study their operations you may even pick 
up some worthwhile ideas that can be used in your store. If you try to ignore 
this competition and assume it doesn’t know anything about retailing, you may 
someday awake with a rude shock. 


None of us has a monopoly on brains or ideas. The other fellow is usually 
pretty smart, too. If he develops a new or better way of handling a situation, 
don’t hesitate to use it in your store. He wouldn’t hesitate to use your ideas for 
his own benefit. 


If you try to make believe he doesn’t exist, you will not be able to take advantage 
of any good ideas he may have, nor will you ever learn his weak points. 


The extent of today’s competition for the consumer’s hardware dollars is not 
unusual. You have always had competition in one form or another. Each genera- 
tion feels, quite understandably, that it has the toughest competition. But, genera- 
tion after generation, the independent hardware trade has been able to meet 
its competition. 


We can predict that this generation will do the same. although it will not be 
an easy task. The first step in meeting and beating your competition is not to 
underestimate its strength; do not sell it short. 
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Now... distinctive, decorative rose plates 
tor the Finest of all Standard Duty Locksets 


LOCKWOOD’S NEW ‘S’ SERIES 





These beautifully designed, 
new auxiliary rose plates are 
available in wrought brass, 
bronze or aluminum. They re- 


quire a minimum of 5” backset 


No. 571 (52 diam No. 572 (5/2 diam 
Shown with ELDORADO DESIGN Lockset Shown with ELDORADO DESIGN Lockset 


In its new ‘S’ Series LOCK WOOD has created a line of Standard 
Duty Locksets superior in appearance and performance to any 


on the market. Now, a final touch of distinctive beauty has 
been added. 


Compare these features with other Non-cylinder sets reversible without 
Standard Duty sets: change. Cylinder sets reversed in sec- 


Screw-on roses both sides enable per- onds, when necessary. 
fect centering and equal knob projec- Easiest to install (with Lockwood 
tion, regardless of thickness of door. SPEEDRIL). 


@ Extra long bearing of knobs on sleeves Available in wrought brass, bronze or 
prevents knob-wobble. aluminum. 


@ Latch bolts have a full 2” throw. Unconditionally guaranteed. 


LOCKWOOD HARDWARE MANUFACTURING COMPANY 
Fitchburg, Massachusetts 
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NEWS and VIEWS 


By Washington Bureau of 
HARDWARE AGE 


October Housing Starts Dip 
9 Pct As Credit Tightens 


Construction of new houses dipped 5 percent from 
September to October to 107,000 units. At the same 
time, the Government imposed a new round of higher 
bank loan discount rates which construction men claim 
will severely damage the homebuilding industry. 

Government officials claim the reduced October build- 
ing rate was about as expected for this time of year, 
although it was 4 percent below a year ago and below 
the previous month. 

October housing starts brought the 10 month total 
this year to 1,161,000 units, second only to 1950. Indi- 
cations are that the 1955 total of new starts will ex- 
ceed 1.3 million. 

The dip in housing starts in October was particularly 
severe in the north central and southern areas of the 
country. 

The new tighter lending rules, the fourth “hard 
money” action by the government this year, was 
aimed more at curbing overuse of credit by consumers 
for Christmas buying than at home buying. 


OUTLOOK—Raising the bank discount rate 
makes it more expensive for banks to make 
loans, and thus makes credit tighter for busi- 

> ness as well as consumers. Businessmen seek- 
ing credit activities can expect an easing after 
January 1. 


Congress Studies Claims Of 
Unfair Discount Practices 


Congress and the Federal Trade Commission are 
studying new laws and regulations to more effectively 
control the competitive advantage of retailers who buy 
directly from manufacturers and get large discounts. 

A house small-business committee is looking into 
charges that the laws need clarification to cover a 
manufacturer who charges one price to wholesalers 
and a slightly higher price to retailers who buy direct. 

In this case, the small merchant who must buy from 
a wholealer is at a competitive disadvantage over the 
store which gets a better price by buying direct. 

The Federal Trade Commission is looking into the 


10 





possibility of taking action against mass retailers 
which have allegedly forced some manufacturers to 
permit them to buy at the wholesale prices, although 
volume doesn’t warrant the extra price cut. In both 
cases, the charges are filed by small businessmen who 
want more protection. 


OUTLOOK —The problem of functional, 
trade and discriminatory price differentials is 
he complicated and always subject to criticism by 
the courts. Should either Congress or FTC 
come up with a new law, it will not be as strin- 
gent as small businessmen are seeking. 


Government Seeks Comments 
On “Model” Compensation Law 


The U. S. Commerce Department is seeking com- 
ments on a proposed new “model” workmen’s compen- 
sation law which is expected to cost businessmen more 
if the states adopt it. 


The new model law, over a year in the drafting, 
would cover all types of physical, mental, accidental 
and non-accidental ailments. 

Damage to an artificial limb or eye could even be 
grounds for collecting payment. The model law would 
prescribe no legal limit on compensation for medical 
bills, total permanent disability, or death. 


It suggests that maximum benefits be two-thirds of 
the average gross wage of a covered worker. 


The model law would permit courts a great deal 
of leeway in deciding what constitutes injuries result- 
ing from employment, even though they do not occur 
on the job. An employee who is injured on the way 
home after overindulging at a store party might even 
be eligible for payments under the proposal. 


OUTLOOK—Workmen’'s compensation laws 
are adopted and administered by the states. 
But the proposal by the Federal government in 
» its final form will carry a lot of weight with 
the state legislatures. “Liberalizing” such laws 
will be attractive to state politicians in 1956, 
an election year. 


(Continued on page 80) 
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y Notionally advertised in Saturdoy Evening Pest, Life, Look, This 
“ Week, Field & Stream, Pepwlier Mechanics, Ehony, Boys’ Life 
Trve, Form Jocrnal, American Girl 


af Master Padlocks 


Master Jock Company. Milwaukee 45. Wis. 


World ¢ Largest Padlock Manufacturers 
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LATEST 


Lightweight Wheelbarrow 


This home and garden wheelbar- 
row, light in weight but durable, 
features 
which provide support to the full 
length of the tray bottom. Wheel is 
placed to carry larger portion of 
load, thus improving balance and 
reducing operator fatigue. One- 
piece seamless tray with rolled edge. 
Capacity is 3 cu ft and wheel has 
steel disc, self-lubricating bearings. 


Tire is 10x1.75 heavy duty, semi- 
pneumatic and puncture-proof. 
Parts are packaged and trays are 


shipped nested. Jackson Mfg. Co. 
For more data circle Neo. 1 on postcard, p. 99 


Candle-Making Kit 


For candle-making at home dur- 
ing the Holidays, this make-your- 


newly-designed handles 


INFORMATION ON NEW PRODUCTS 


own Fancy Candle Kit comes com- 
plete with three 1 lb bars of Gulf- 
wax paraffin, 8 crayons for color 
tinting, 36 in. wicking and a step- 
by-step instruction book telling 
how to make a variety of candles 
for mantlepiece and table decora- 
tions. Gulf Oil Corp. 


For more data circle No. 2 on postcard, p. 99 


Wood Veneer Tape 


To help solve the problem of ex- 
posed plywood edges, an inch-wide 
tape of wood veneer is available. 
Tape is thin and flexible enough to 
be packaged in rolls. Called Weld- 
wood Flexible Wood-Trim, materia] 
is offered in mahogany, oak, wal- 
nut, birch, and Korina to match the 


Fa. 


- 


— 


most popular plywood faces; veneer 
is 1/85 in. thick, is flexed by a 
patented process and mounted on 
Latex impregnated paper backing. 
Wood-Trim may be cut with scis- 
sors, knife, or razor blade and ap- 
plied with any quality wood glue; 
no heat or clamping is required. 
Product may also be used for lum- 
ber edging and decorative purposes 
in the home. Trim is sold in rolls 


Tas 


of 8 ft. packaged in reusable plastic 
containers, and retails at 79¢ a 
package. United States Plywood 
Corp. 


For more data circle No. 3 on postcard, p. 99 


Outdoor Metal Furniture 


Gay decorator colors, for both 
frames and fabrics, highlight the 


1956 outdoor metal furniture line, 
which will also have a variety of 
patterns. Eight of the 21 models 
are aluminum, including one con- 
tour-type and two folding chaises, 
two all-purpose chairs, a rocker 
(illustrated), leisure chair and 
stack-type chair. The balance, 13s 
models, are steel pieces and fea- 
ture all-purpose and leisure chairs, 
chaises, a rocker and a tray-top 
model. The line was styled by Walt- 
man Associates, Chicago designers. 


Arvin Industries, Inc. 
For more data circle No. 4 on postcard, p. 99 


Clothes Prop 


Featuring rounded corners and 
material of light-weight lumber 
surfaced on all four sides, the Kant- 
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Nant more information on these 
products ? Then use free post 


ard on page 
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in hardware merchandise... 
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Fall clothes prop has patented con- 
struction that locks to clotheslines 
so that they can’t slip, slide or fall. 
Storable in less space than is re- 
quired for a broom, prop helps 
avoid housewives’ problem of fallen 
wash. Suggested retail is $1.50. 
The Arrow Products Co. 


For more data circle Ne. 5 on postcard, p. 99 


Cooler Glass Set 

Packaged eight of a kind in black 
and white gift cartons, three Party- 
time Cooler Set patterns are offered 
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FOR THE HARDWARE DEALER ~~ 


on 14-oz glasses. Left to right, the 
(illustrated) are: Grand 
Tour, Galaxy and Old Coins. Sets 
of the Grand Tour design retail for 
about $2.50; Galaxy and Old Coins 
sets, approximately $3 each. Libbey 
Glass, Div. of Owens-Illinois Glass 
Co. 


For more data circle No. 6 on postcard, p. 99 


designs 


Roofing, Linoleum Knife 

With interchangeable and 
placeable blades, this two-in-one 
roofing and linoleum knife has been 
designed for use with a low-cost 
standard point, straight carbon 
blade, or Hurloy alloy steel long 
point blade, for tough jobs. Blades 
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on this Model No. 500 knife may be 
removed in a few seconds by loosen- 
ing thumb nut. R. Murphy Co. 


For more data circle No. 7 on postcard, p. 99 


Half-inch Power Drill 
Streamlined in design and with 
die-cast aluminum housing, the 
Model 510 % in. power drill fea- 
tures a removable pipe handle for 
better control of drill in 
tion. Designed for easier handling 
in close-quarter use, the drill is 


opera- 


(Continued on page 96) 
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Threshold Displuy 
A portable, self-selling island dis- 
play rack, requiring 4 sq ft of space, 





stocks 48 visible threshold cartons. 
Constructed of light aluminum tub- 
ing for easy moving, the display 
provides room for advertising mes- 
prepared by the 
plus for 
brochures. Display racks are sup- 
plied to dealers free of 
DURA flex Co. 


Fer more data circle No. 8 on postcard, p. 99 


manufac- 
instruction 


sayes 


turer, space 


charge. 


Tape Rules Packaging 


To help promote the new pull- 
push steel tape rules, see-through 
(Continued on page 110) 
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adjusted) 


{in billions) 


Source: U. 8. Dept. of Commerce 
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» Returns Indicate New Holiday Sales Record 


» Business Boom Forecast To Continue In ‘56 


>» Westinghouse Has New Policy On Co-op Ads 


Westinghouse States Cooperative Advertising 
Position Concerning Portable Appliances 


In a letter to dealers, J. J. Ander- 
son, manager, portable appliances, 
Westinghouse Electric Corp., Mans- 
field, Ohio, stated a new company 
policy concerning co-op advertising. 
Westinghouse recently abandoned 
fair trade pricing on electric house- 
wares and bed coverings. 

“Effective Dec. 1, Westinghouse 
will not participate in the cost of 
co-op advertising which offers 
Westinghouse portable appliances 
at less than current factory sug- 
gested list prices,” Mr. Anderson 
said. 

“A few retailers have recently 
advertised Westinghouse portable 
appliances at extremely low prices. 
We believe that condoning this ad- 
vertising by participating in a 
share of its cost will have an ad- 
verse effect on your business, upon 
the business of a great mass of 
dealers upon whom you and we 
must depend for volume, and upon 
the vast majority of consumers. 

“By establishing this policy of 
Westinghouse participation in only 
that co-op advertising which quotes 
factory suggested list prices on our 
items, we hope to discourage those 
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who might be inclined to use West- 
inghouse portable appliances as 
‘loss leaders,’ a practice that is 
contrary to the laws of a number 
of states and is generally regarded 
as an unfair trade practice that 
violates both law and business 
ethics,” he concluded. 





Early Reports Indicate 
Record Christmas Sales 


The 1955 Christmas selling sea- 
son was off to an early and heavy- 
spending start, and indications 
now point to the most profitable 
season yet for hardware dealers 
promoting toys and giftwares for 
the holidays. 

(Continued on page 126) 


Government Predicts Continued Record Breaking 
Business for ‘56; Babson Warns of 5 Percent Decline 


Secretary of Commerce Sinclair 
Weeks, describing the American 
economy as “in the pink,” says that 
it should set new records in 1956. 

“Old Man Prosperity just keeps 
rolling along,” according to Mr. 
Weeks. 

He predicts an all-time high for 
Christmas sales and points out that 
inflationary pressures are less 
dangerous than several months ago. 

However, he adds that “we must 
watch carefully the quality of 
credit and be aware of the possi- 
bility of a moderate price rise.” 

“Business never was better,” 
comments Mr. Weeks. “Workers 
never had it so good.” 


He notes that general confidence 
is high and the desire for a higher 
standard of living “is keener than 
ever.” 

Looking ahead to next year, the 
secretary anticipates that 1956 will 
show a higher rate of business ac- 
tivity than record-smashing 1955. 

Some consultants, he says, fore- 
see a “modest slide-off” in the final 
half of 1956, following a build-up 
of inventories by industry. But 
each quarter in 1956, he notes, is 
expected to top business activity 
for its comparable 1955 quarter. 

. = + 
Business activity will dip 5 per- 
(Continued on page 120) 


HARDWARE AGE, DECEMBER 8, 1955 











You ean boost 





tool sales! 


New P «aC 


Etornet 100 


Self-Selling Tool Merchandiser 





Builds repeat business! 
Snares impulse sales! 
Simplifies inventory! 

Speeds turnovers! 
increases profits! 


P&C pioneered rapid-turnov cr tool displays —over 10,000 
in use today. Now P&C brings you the most efficient, 
most modern, fastest selling display in tool selling his- 
tory,the P&C Hornet 100. This is the merchandiser smart 
hardware men said was needed. Now it’s ready for your 
store! 


100 Pac “Best Sellers” in 20/2" 


Here is IMPACT at point-of-sale! One hundred “most 
wanted” P&C tools neatly displayed in only 20'/2 inches 
of counter space, each one clearly priced, shadow marked 
and numbered. Makes it easy for your customers to buy. 
Colorful blue, yellow and white display revolves, has 
flashing beacon which draws 14° more customers. Here 
is a complete line of top quality, nationally advertised, 
guaranteed P&C tools. 


Your small investment yields Big Profits: 
Your cost of tools and H-100 unit . $145.95 
Your PROFIT per year. .... . $396.00 


(Based on your cost and a proven 6 turnovers a year. Many P&C 


dealers are getting 6, 8, 10 and more per year. Are you?) SUCCESSFUL DEALER SAYS: ‘I'm certoinly pleosed with 
the PAC Hornet 100. We've sold a lot of teols from it; ond 
it soves time. We don't hove te bother with pricing, ond it 


Send Today for complete information! gets dowa in a price range | con afford. Wt simplifies inven- 


tery @ let, tec. | can check the P&C display quickly and 
easily. it's just right for my store.” 


Mer. Walter Reisner, Oswego Hordweore, Oewego, Oregon. 


Pec HAND FORGED TOOL COMPANY 


DEPT. A3, BOX 5926 = tina taliniecsins * - ORE Sos 


4 ; *. ia, ‘ ah ares Sis 
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two new 


outing jugs 


featuring 
“LO-K’ * 
THERMDs 


OUTING JUGS 


@ Two-Tone baked enamel finish. 


@ Heavy “lo-K” Fiberglas® insulation—hoids 
cold and heat for hours. 


@ Insulated chrome plated faucet—large cap 
—patented “Tempseal” stopper. 


@ Liner: White, double-coated acid-resistant 
porcelain enamel on heavy gauge steel. 


No. 7747 FAUCET JUG. One No. 7787 FAUCET JUG. Same as 

gallon capacity — polished alu- 7747, but in 2 gallon capacity. 
minum cap—rubber covered 
handle—insulated faucet. 


im 
© 





“IMPORTANT—FOR YOUR CUSTOMERS! 
K factor is the accepted measurement of in- 
sulation efficiency ...the lower the K factor, 
the more efficient the insulation. However, 
_ while Fiberglas” insulation is efficient, it is 
not the same os vacuum insulation. For best 
results, oll outing ivgs should he pre-chilled No. 7744 SPOUT JUG. One gal- No. 7757 “SUPER-K" JUG. Five 
sr prekewed fore Wew $10 10min Ee eee 


lated faucet. Has certified tem- 
perature chart 








make more profits! 
and ask our salesmen about ICY-HOT and 


THE AMERICAN THERMOS BOTTLE COMPANY, NORWICH, 
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VACUUM WARE AKhRnnHhRnounces 
lines... 


and ice chests 


exclusive 


insulation’ 
THERMDs 


SBS FRAN ODO 


ICE CHESTS 


Hot-dipped galvanized interiors 

Exclusive 2-piece deep-drawn construction 
Lustrous two-tone green baked 

enamel finish 

Double-thick “Lo-K”’ insulation 

Watertight rubber lid seal 

Sturdy plated hardware—stop hinge and 
improved positive safety latch 

Slip-in food tray, ice pick and opener 


No. 7719 CHEST—10" wide, 19" long, 12° high. 
Capacities: 40 ibs. crushed ice. 24 twelve-ounce 
bottles. Outside drain. 


No. 7722 CHEST—12'2" wide, 22” lena, No. 77286 CHEST—12'2" wide, 28° lena, No. 7716 CHEST—10° wide, 16" long, 12” 
15° high. Capacities: 70 ibs. crushed ice; 15° high. Capecities: 85 ibs. crushed ice; high. Capacities: 32 Ibs. crushed ice; 20 
40 twelve-ounce bottles. Outside drain 50 twelve-ounce bottles. Outside drain twelve-ounce bottles 


stock the full THERMDS line! 


KEAPSIT lines of outing jugs and ice chests 


CONN. Thermos Bottle Company, Ltd., Toronto. Thermos (1925) Limited, London 
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Modern Truek Features 
That Mean Business! 


Chevrolet trucks have got it! A full list of modern features 
that mean better business—on the job today and at trade- 
in time tomorrow! 


When you get right down to it, any truck 
without all of Chevrolet’s Task-Force features 
is still living in the past. Why risk losing money 
with an old-fashioned truck—both on the job 
and at trade-in time—when you can get a 
Task-Force model with the industry’s most 
advanced features? 


Most modern power—V8 or 6. There’s longer life in 
Chevrolet V8’s (extra cost in most models). 
With their short-stroke design—shortest of any 
leading truck—you can count on less friction 

















and wear per mile. If you go for sixes—Chev- 
rolet’s gas-saving valve-in-head sixes are famous 
for their dependability. All engines are sparked 
by a modern 12-volt electrical system for quicker 
starting and smoother going! 


Most modern comfort and safety features. New efficiency 
boosting advances like panoramic windshield, 
High-Level ventilation, softer seat action and 
concealed Safety Steps! 


Most modern chassis features. New suspensions; new, 


more rigid frames; tubeless tires standard on 
l4-ton models! 


See your Chevrolet dealer for details. ... 
Chevrolet Division of General Motors, Detroit 
2, Michigan. 


NEW CHEVROLET 
ae Jask-Force TRUCKS 
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@ End drive... 

no untilled center 
strip. 

@ Spring steel 
slicing-type tines 
gvaranteed against 
breakage. 

® 2% hp famous 
Briggs & Stratton 
Engine. 

® Rugged com- 
pactness gives 
unexcelled balance; 
reach-easy controls; 
independent rotor 
clutch. 

@ Tills 16” swoth 
in selective depths 
to 6 inches. 


Make your own * 
job - for- job comparison 
against 
competitive units 


Yes, compare this great new 1956 Midland 
Rotary Tiller against all competitive makes. 
Stand them side by side! See the terrific 
sales appeal that will make your prospect's 
eyes pop. Work them side by side! See 

for yourself that a new Midland tills best, 
maneuvers best and offers the finest, 

rugged features at lowest retail price 

of only $145.00*. Your enthusiasm 

will convince prospects, turn them THE MIDLAND CO. DEPT. 2 
into customers. South Milwaukee, Wisconsin 
So, get the facts. Fill out coupon and 

mail it now ... start now to make your 


jane F- — send information on self-propelled 2 ' 

: 

: 

i 

bankroll bulge this spring. Volume sales Name sseeesmtnenneenanne tn 
i 

: 


5 hp tillers, including riding model. 


mean volume profits through Midland’s Sereet 
very attractive discounts. Mail coupon today! 


If you always sell quality, you'll sell Midland. City 
*FOB foctory 
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ONaltonals De luxe adding machine 


Live keyboard” with keytouch adjustable to each operator! 





Saves up to 50% hand motion — and 
effort! Never before have so many time- 


and-effort-saving features been placed on 
an adding machine. 

Every key operates the motor—so you 
can now forget the motor bar. No more 
back-and-forth hand motion from keys 
to motor bar. 


Keys are instantly adjustable to each 
operator's touch! No wonder operators 
are so enthusiastic about it. They do 
their work faster with up to 50% less 


effort. New operating advantages, quiet- 
ness, beauty! 

“Live” Keyboard with Adjustable Key- 
touch plus 8 other time-saving features 
combined only on the National Adding 
Machine: Automatic Clear Signal . . 
Subtractions in red . . . Automatic Credit 
Balance in red . .. Automatic space-up of 
tape when total prints . . . Large Answer 
Dials . Easy-touch Key Action .. . 
Full-Visible Keyboard with Automatic 
Ciphers . . . Rugged-Duty Construction. 


THE NATIONAL CASH REGISTER COMPANY, varron 9, on1o 


977 OF FICES IN 94 COUNTRIES 


She saves 


half 
the time... 


Boss saves 
all 
the cost. 





Ge Se a GP GS GP 6 GP GP 6 GP > 


| A National “De luxe” Adding Machine 


piys for itself with the time-and- 
effort it saves, continues savings as 
yearly profit. One hour a day saved 
with this new National will, in the 
average office, repay 100% a year 
on the investment. See a demon- 
stration, today, on your own work. 
Call the nearest National branch 
ofhce or dealer. 





oe 


*TRADE MARK REG. U. 6. PAT. OFF. 
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CHAIN MERCHANDISER 

















THEY BUY YOU PROFIT! 


YOU can step up your chain sales and profits—by 
putting the Hodell Merchandiser out front in your store 
traffic. Send for four-page, three-color folder describing 
the merchandiser and showing actual profits based on 
sug gested selling prices. Just write “MERCHANDISER”, 
your name and your address on a post card, and mail 
it to us. Why not do it now? 


AND 


Hodell Pailettes 
FAST SELLING SIZES 
OF WELDED CHAIN 


Proot Coil and BBB Coil chain 
are always in demand. Pailettes 
are the handiest way to sell 


PROOF COIL CHAIR | them. Data sheet in color will 
Paitetts- be included with your Mer- 


— chandiser folder. 


HODELL CHAIN COMPANY, Cleveland 3, Ohio 
Division of The National Screw & Mfg. Co. 


V * : 
/Valionad » 


Poastettind Fasteners b 7 Hodel! Chains 
&y 





A 
4 J 
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Save Space...Save Time... SELL MORE ROPE / 





Make 4 sq. ft. of Floor Space Pay 
Off in High Impulse Sales with 
COLUMBIAN 
COLPACK DISPLAY RACK 
















Combines neat, handy Colpack Cartons 
of all sizes in a single compact, eye- 
compelling display! In 20” x 29” of 
floor space, rack holds one Colpack 25, 
two 50's and one box of 100 ft. con- 
nected coils. Comes completely as- 
sembled, ready to use. 


Columbian Displays Make Money 
. » » Ask Your Jobber to Prove It! 


Sturdy, easy-to-handle Colpack Car- 
tons dispense Columbian Pure Manila 
or Radium Sisal in diameters from s” 
through %4”. Rope stays properly 
coiled at all times. Each foot is in 
prime condition as it leaves the box! 


Octagonal shape of the carton adapts 
it to your storage and display space. 
Place it anywhere —on floor, on coun- 





ter, under counter, or in basement — 
and it serves as storage bin, display 
unit and dispenser. 


Order Columbian Pure Manila and 
Radium Sisal Rope in 25, 50, 75 and 
100 pound Colpack Cartons from 
your jobber. Price per pound same as 
ordinary coil. 



































TAKES LESS ROOM 


Compact cartons sove room, 
moke room for complete 
stock, preventing lost soles. 


dust, oils, 
Store or display onywhere. 


LOOKS BETTER 
Aiwoys cleon, compact, 


neatly coiled. 
abrasives. No end, cut 
lashings to cuf. 





EASIER TO DISPENSE 
Simply punch out hand hole 
at top of carton. Pull! rope 
Remaining end 
alwoys easy to reach. 


Free from 


COLUMBIAN ROPE COMPANY, Auburn ‘The Cordage City”, N.Y. 


THE ROPE WITH THE RED, WHITE AND BLUE MARKERS 
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Gold Strand’s special reinforced selvages are a | 
compelling sales feature for customers who want to do a beffer | 
The special selvages assure long screen life .. . flat Ten Wire Selvage § 
screening so important to the do-it-yourself beginner and the es | 
screening that won't pull out of the molding. 
Gold Strand is offered with special ten round wire selvages T @ 
selvages (five flat and seven round wires). And you can ey Se | 
give your customers a choice of Galvanoid, Antique or rai 
| 
job requirement—to fit every purse. i] : 
Best of all, you don’t have to carry a large inventory. hq aa 
insect wire screening—offers speedy delivery from i tt it i 
near-by warehouses. Contact your jobber today, 336) 
| Tei 
INSECT WIiRE SCREENING | ie "a r UP 
PRODUCT OF WICKWIRE SPENCER STEEL DIVISION eR | a | 
THE COLORADO FUEL AND IRON CORPORATION 
WICK WIRE SPENCER STEEL DIVISION—Atlenta © Sesten © SBulfele o Chicege © Detroit « Hew Oriecns © Hew York © Philedsiphia « THE COLORADO FUEL 
AND IRON CORPORATION—Albuquerque © Amarille o Billings « Seise © Butte « Casper © Deaver « El Paseo « Ft. Werth @ Heusten © Lincois (Heb.) 


for a better screening job 
screening job. Here’s why! 
professional alike ...a@ good body for tacking ... ' 
| i 
or, for even greater strength, special twelve wire 
Bright Bronze, or Aluminum screening—to fit every | A. a 
Gold Strand—made by the largest producer of | 
LLL} 
| | | 
GOLD STRAND 
BeBBBte a 
- 1 7 | ) 
les Angeles @ Ocklend © Okichome City © Phoenix o Portland © Pueblo « Seltleke City © Senfrencixce « Secttlie « Spekese « Wichite 
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Androck is the complete line of 
Outdoor Cooking Equipment. 
First choice of the trade. 


On display at the National Housewares 
Shows, Chicago, Illinois, Jan. 19, 1956. 
Booth Nos. 260....264 ....266 


See your wholesaler for full details. Buy early 
for the big season ahead. 





ANDROCK 
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No. 701 


Operates from either 
side at all times. No 
locking mechanism. 
For use on halls, 
kitchen and similar 
doors. 





nassage 


361 x 55 


Operates from either 
side at all times. No 
locking mechanism. 
For use on halls, 
kitchen and similar 
doors. 









No. 703 (Bedroom) 

No. 704 (Bathroom) 

Pushbutton releases 
automatically when 
inside knob is turned. 
Exclusive “Life- 
saver’ emergency re- 
lease in outside knob. 


2 
WY No. 725 KEY SET with 
“fixed” interior knob. 

é Turnbutton must be 

manually released be- 

fore inside knob will 

turn and unlock door. 

Eliminates acciden- 

tal lockouts. All 

standard key set var- 
iations available. 


The new ShurLok 700 line is a quality product 
you can depend on. Available in all standard 
finishes. 


Low Cost 


Durable Quality 


Speedy Installation— Automatic Alignment 
Solid Brass Knobs and Rosettes 
Smooth, Trouble-F ree Operation 


Smart, Modern Styling 
All Knobs Identical Style— 
Exterior and Interior 





bath, bedroom 





Metallon Products, Inc. 
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361 x 57 (Bathreem*) 
361 x 57 (Bedroom) 
(*Bathroom Set hae 
chrome interior trim) 
Locking button 
and mechanism is 
in interior rosette. 
Patented invisible 
release permits 
emergency entry 
from outside when 
locked. 


Also available with 
No. 538 Metal Knob 


Tegco tubular sets are avail- 
able with a wide choice of 
glass and metal knobs. The 
most popular are the No. 361 
glass and No. 538 one-piece 
brass knob shown here. 





Tegco tubular sets, with beautiful glass knobs, 
are the top sellers in their field. Available with 
trim in all standard finishes. 
e Economical— Quality proved 
e Ideal replacement for plastic knob sets 
e Available as: (1) complete sets; 
(2) knobs and spindle or 
(3) knobs only 


Write for complete catalog and 
prices and name of nearest Jobber. 





2050 EAST 48TH STREET, LOS ANGELES 58, CALIFORNIA 


self-display package is everything dog owners need 2. The newest item in the Empire 
for complete pet grooming ... pet comb, steel pin 7 pet brush line! Made with 
brush and oval brush. ._ = smooth, polyethylene bristles 
. eS which can't scratch. Attrac- 

tively boxed for display. 





Firm but flexible, thanks to its rwust- 


resistant steel pins set into an air- Pet Brush Assortment #5078 
cushioned pod. (3 : All grooming necessities for pets as- 
sembled in one combination. Ideal 

og % for multiple unit sales since display 

Oval Brush oO SE holds four completed sets. 

+5065 ag i 

For use on short-haired 

pets. Strong vinyl! strap 


mokes this brush con- 
venient to hold. 

















Brush #5076 
All Purpose Double-Duty 


Pet Comb #K<311 gusiproot mog- | ree Empire Pet Brush with flexible 
nesium teeth set in an attractive hardwood £1; steel pins on one side; fibre 
hondle. brush on the other. 


All your brushes from one dependable source 
EMPIRE BRUSHES, INC. EMPI OE 
Port Chester, New York 
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Use these FREE Booklets to 


Attract “Do-it-Yourself” customers 


American free booklets are just the thing “‘do-it-yourself’’ customers are 

looking for. They contain step-by-step instructions on ‘“‘How to Build a 

Winter Garden,’ ‘“‘How to Replace a Broken Pane,”’ “‘How to Install a 

Picture Window,” and “‘How to Install a Floor-to-Ceiling Window.” 
Order today. Please specify how many of each booklet 

you want. Be sure you have a complete set. And be sure you have 

plenty of clearer, whiter, flatter glass 


LUSTRAGLASS and LUSTRACRYSTAL. 





AMERICAN WINDOW GLASS CO., DEPT. HA 

Box 746, Pittsburgh 30, Pa. 

Gentlemen: Please send me advertising helps checked below. 

[_} Copies of D-1 “How to install a Picture Window.” 

[") Copies of D-2 “How to Install a Floor-to-Ceiling Window.” 

[] Copies of D-3 “How to Install a Winter Garden.” 

[} Copies of D-4 “How to Replace a Broken or Cracked Window Pane,” 


A 8 — 























Company a — 
¥ ’ 
WINDOW 4 dé COMPANY «ER Shea ek SE ppt 
/ 
Speciolists in the manufacture of sheet giass since 1899. City Zone State 





9 West Park Way «* Pittsburgh, Pa. 
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WHICH ONE OF THESE 
BEST-SELLERS 
IS YOUR BEST-SELLER! | 


LJ NEW! WELDWOOD® PRESTO-SET* GLUE! 
Reports from every section of the First white glue worthy of the Weldwood name. 
ime: pres et soca Ready-to-use . . . sets fast . . . bonds like magic. 
Riches whe Me ith Ge erectent , Recommend it for home, hobby bench, school- 
ad drive in glue history, are selling all i : work, and industrial USES. 25¢ and 45¢ tubes, 
5 in stepped-up volume, the year Wage” pint, quart and gallon jars; also squeezer bottles. 
‘round! WELDWOOD Tie-In Displays 
—— L_] New! WELDWOOD CONTACT CEMENT! 
Bonds without nails, clamps or presses, in- 
stantly on contact! For applying Micarta. For 
putting up plywood paneling without nails. 
1001 other uses in home, garage, shop. Bottles 
with brush 25¢, 60¢. Also in 35¢ tubes and 
pints, quarts and one and 5 gallon sizes with 
applicator. 


LJ WELDWOOD PLASTIC RESIN GLUE 


Deservedly, America’s fastest selling wood 
glue. Highly water-resistant. Makes joints 
stronger than the wood itself. Easy to use — 
just mix with water, as needed. Widely used 
by professional cabinetmakers. 15¢, 35¢, 65¢, 
95¢; also 5, 10, 25 Ibs. 


LJ FIRZITE® 
, White—for woodsy blond or pickled finishes 
Biggest Ad Drive on any wood. (Also wonderful as an under- 
in Glue History! 4 coat on fir plywood and soft wood paint jobs, 
hag alae to help prevent grain raise and checking.) 


, a SF Clear—to tame wild grain on all soft woods 
Wil or fir plywood. 


We'll Refer Live Leads to Your Store! In pints, quarts, gallons, 5 gallons. 


Thouso tes ask us “Who is my 
Recent coed doater?™ We refer all 


ighborhood to your Gam 
inquiries vou're registered with us oF © LJ satintace 


this FREE service, . 
en - dpli pa which Weldwood Brings out and preserves the natural beauty 


items you carry. <<, J of any wood. a = _— rt 
Write to Dept. HA 125 Sony rubbed” look. Won’t darken or yellow. Dries 


UNITED STATES PLYWOOD CORPORATIO out of dust in 20 minutes, ready for next coat 
55 WEST 44th STREET * NEW YORK 36, N.Y. in 3 or 4 hours. Pints, quarts, gallons, 5 gallons. 


ORDER FROM YOUR JOBBER! * TRADE MARK 
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Each and every item in the quality line 
of CYCLONE HARDWARE PRODUCTS 
means extra business all over your store! 


Every time you sell something from the 
Cyclone line, you can pick up addi- 
tional business. For instance, the man 
who buys fencing, is also in the market 
for a gate, posts, staples, and perhaps 
even tools; your screening customer 
will need tacks, protective hardware 
cloth, and some will want new door 
frames and hinges. So it goes. A single 
sale grows into many. And, it keeps 
growing over the years, as the satisfied 
customer you originally sold that Cy- 
clone Hardware Product to, keeps com- 
ing back to your store for other home 
and garden needs. 


Yes, when you feature Cyclone Red 
Tag Hardware Products, you not only 
make the easiest sales you ever made, 
but you stand to sell that same customer 
numerous other items he needs to com- 
plete his job. This top quality line in- 
cludes Cyclone Lawn Fence and Gates, 
Flower Bed Border and Trellis; Cy- 
clone Insect Wire Screening (Galva- 
nized, Bronze and Aluminum ); Cyclone 


Hardware Cloth; Cyclone Catch-All 


Baskets; and Cyclone Flexible Steel 
Mats. All bear the nationally recog 
nized, enthusiastically accepted USS 
Cyclone Red Tag label—the greatest 
little business-builder you could have! 
To be sure that you don’t miss a sale 
or lose a customer, check your stock 
now. And if you're short on anything, 
get in touch with your Cyclone jobber 
at once. To sell Cyclone Hardware 
Products, is to sell the very best. 


CYCLONE FENCE DEPT., AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL CORPORATION 


WAUKEGAN, ILLINOIS + SALES OFFICES COAST-TO-COAST 


+ UWITED STATES STEEL EXPORT COMPANY, NEW YORK 


See “THE UNITED STATES STEEL HOUR” —Televised alternate weeks—Consult your local newspaper for time and station. 
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CALKING & GLAZING 
COMPOUNDS 


GOIN' GREAT eyNSs! \1 





The ‘Original’ CALKING LOAD 
dressed up ina BRIGHT NEWLABEL! 


M-D SPEED LOADS are available in Off-White or 
Pure White Color. Also available with or without 
Plastic Nozzle. Off-White Load shipped without noz- 


zel unless specified. Meets Federal Specifications 
TT-C-598 (Grade 1). 


i 22 
MLK 


yn? 
tor Calking GY 


k o F 
S¢als Cree) iw Packed 10 SPEED LOADS to a carton or 
ale Wine a | in cases of 40 loads. Please specify 
“*d Door Fre case or carton 
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FOR REAL GARDEN SUPPLY VOLUME 


This is the line that'll add real PUSH to your Garden Supply Business! 
Better design, better made, better prices . . . it all adds up to more 
sales and more profits for you. For more information and prices ask 
your jobber. 


qi LAWN SWEEPERS GHD = DUNHAM® LAWN ROLLERS 


* TWO MODELS 
20° Sweeping Width A variety of models to meet 
24° Sweeping Width the needs of Home Owner, 


Golf Courses, Lorge 
BIG BASKET CAPACITY Estotes, etc. 


20° Model 5'/, Bushels 
24°’ Model 7'/, Bushels 


RUGGED all steel 
frame Fill with water or sand 


Heavy duty brush | Drum edges are rounded 
* Ball bearing brush reel 
® Rubber tires Self cleaning adjustable 
scraper 
This is the finest lown sweeper you 
con sell. It's built for easy Oilite bearings 
handling and long service life. 
Everything about it is rugged, 
everything about it is modern. 


LAWN AND GHD HOME AND GARDEN 
GREEN CULTIVATORS WHEELBARROW 


* BUILT RIGHT 
* The Best Aerator \ * PRICED RIGHT 


\ Big Deep Drawn 
* E-Z does it push pull > | 3 cubic _ a 
ee capacity, vy 
ection . 18 gouge tray, 
a, ee tubular steel 
* Big seller to i Randien, ncture 
homeowners a oof rub tire, 
il bearin 
wheel... all BIG 
sales features. 
Available with 
Red Painted or 
Armco Zinc Grip 
Non Rust Trays. 


Manufactured by 
OHIO MACHINE PRODUCTS, Inc. 


COLUMBUS, OHIO 


This is it for seeding and Manufacturers of the Dunham Hand 
feeding. and Fairway Woter-Weight Rollers 


* Rugged, heavy duty 
construction. Exclusive Scales Agent 


‘en een x JOHN H. GRAHAM & (CO. INC. 


for every lown. 
105 Duane Street, New York 8, N. Y. 
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OW: Dynalite shovels have 
turned steps 


Standard on all round-point 
models at no extra cost 


The world’s finest shovel value is now better than 
ever. True Temper is now forging forward-turned 
steps on all round-point Dynalite shovel blades. This 
feature is standard at no extra cost. 


Forward-turned steps make Dynalites easier to use. 
They save wear and tear on shoes. They make shovel- 
ing easier and faster. It’s a big sales feature that 
customers want, have asked for. 


Now the Dynalite has everything that makes for 
value and sales appeal. It’s the only lightweight, 
low-cost forged shovel. Costs only a few cents more 


than ordinary stamped hollow-back shovels. 


Dynalites have straight handles, can be rehandled 
in eight minutes if ever necessary. Balance is right 
down the center—shovel hangs straight in the hand. 
Blade has smooth forge finish, scours easily. 


Push Dynalites. Show this ad to your sales clerks. 
You'll profit more, and make more satisfied customers. 
True Temper Corporation, 1623 Euclid Avenue, 
Cleveland 15, Ohio. 


These Dynalites have forward-turned steps 


Dirt irrigating & Rice Garden 
shovel “pading shovel shovel shovel 
DLR, DR ID-1, 1D-2 RD DGS 


Also in square-point models without steps 


TRUE TEMPER. °°" © = 


Fines! quality in Shovels - Garden, lawn and farm tools - Shears - Hammers, hatchets, axes + Fishing tackle - Golf-ciub shafts 
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Take a walk behind the new Lawn-Boy. Only twenty 
feet or so over any turf, rough or smooth. You'll 
know then how far out front Lawn-Boy remains in 
the power-mower field. 

Others have copied, by now, many of the skin- 
deep teatures of Lawn-Boy. But the “know-why” 
engineering that invented Level Cut, Staggered 
Wheels, Turf Rider, Safety Wall Housing, the Lawn- 
Boy Engine—this Lawn-Boy know-why is still work- 
ing from the inside out to produce a superior cutting 
mower, and only incidentally a beautiful mower. 
Lawn-Boy engineers strive to keep making an even 
better grass-cutting power mower—and the eye-catch- 
ing “skin-deep” features just follow naturally. 

No wonder, then, that Lawn-Boy still cuts best, 
looks best—sells best! 

Be sure you have enough Lawn-Boys for °56, so 
that you can share in the terrific profit picture 
planned for you. Call the Lawn-Boy jobber-salesman 
and place your order early! 


LAWN-BOY 


ftront—for good 
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So selling Lawn-Boy 


tried it on the grass! 





LAWN-BOY, best of power mowers, 
backed by biggest of promotions 


Biggest year yet in Lawn-Boy advertising 
and sales will feature Lawn-Boy twice a week 
on Steve Alien’s famous NBC-TV show 
“TONIGHT.” Big full-color ads in The 
Saturday Evening Post, Better Homes & 
Gardens, and the top outdoor magazines will 
help send traffic into your store for Lawn- 
Boy. And there’s a flock of good merchan- 
dising material to help you sell Lawn-Boy 
for "56. Get your Lawn-Boys, get your sales 
aids, and tie in to the national promotion! 

















LAWN-BOY, Lamar, Missouri. Division of Outboard, Marine & Mfg. Co., 
Makers of d@hasan ad Evinrude Outboard Motors + In Canada: LAWN-BOY, Peterborough, Ontario 
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ING keeps Lawn-Boy way 
ahead of the rest of the 
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“f others may go through 
the motions, but they just 
can't build power mowers 
to come near Lawn-Boy. 
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Fig. 1—The new Crystal self-service store. 


We opened our first self-service store 


by Ray Ohlson, Branch store division manager 
Warner Hardware Co., Minneapolis, Minn. 





What kind of fixtures are best for self-service? How will we 
handle charge accounts at the checkout? Will we do any pack- 
aging ourselves? How will we handle customers that want 
service? How can we minimize pilferage? These are some of 
the questions Warner Hardware asked themselves when they 
planned their store. How these questions, and many others, 
were answered is told in the article on the following pages. 


Fig. 2—A checkout station. 

























We opened a self-service store .. . 


continued 


Editor's note—We are indebted to Warner 
Hardware Co. and the author of these articles 
for their cooperation in making it possible to 
present, for the first time, such a complete and 
detailed report on the thinking and planning that 
goes into the setting up of a self-service hard- 
ware store. The experience of Warner's, as re- 
ported in these articles, will be extremely useful 
to other dealers planning a self-service store. 

Warner Hardware Co. operates a large down- 
town store end seven branch stores in the 
Minneapolis shopping area. The store described 
in these articles is the first Warner store planned, 
fixtured and displayed for self-service. The 
author of this article undertook extensive re- 
search into self-service before laying out this 
store. He is a director of Warner's and has been 
associated with the firm for 20 years. 


“Exactly why did Warner’s go into self-ser- 
vice?” That question was asked us recently by a 
visiting hardwareman and it is probably a ques- 
tion that a great many other hardwaremen are 
asking. 

The answer, from our experience, is not a 
simple one. It actually consists of three answers. 

The first answer, and perhaps the most im- 
portant, is that Warners went into self-service to 
reduce operating expenses, that is, to reduce 
selling costs. If we can do this, our stores will be 
more profitable. 

We believe that self-service will enable us to 
operate our new store with fewer full-time 
employees. The most important sales cost saving 
should be in the elimination of a number of the 
part time employees that have been necessary in 
some of our other stores. It is also our expecta- 
tion that the encouragement of leisurely self- 
selection shopping will increase sales. 


Two young /adies are assisted on opening day by 
Leon C. Warner, president. 






A second answer is that we believe self-service 
will enable us to give better customer service. 
If we can encourage most of our customers to 
take care of their more simple needs themselves, 
it will give us a chance to do a better job han- 
dling those who require the service of a sales- 
man, especially during peak periods. 

We have a strong feeling that our salespeople 
will be able to give a really good sales story to 
customers who should have it—the ones interest- 
ed in big tickets items or who have problems they 
want to discuss. On the other hand, the person 
who knows exactly what he wants ... and quite 
a few do—can pick up his merchandise without 
the service of a salesperson. 

The third reason has been expressed by Leon 
C. Warner, president of Warners, in this man- 
ner: “Self-service hardware means a lot of new 
and exciting advances in shopping conveniences. 
For the customer it means relaxed, leisurely 
shopping which fits in perfectly with the trend 
to informal suburban living. We at Warmers 
intend to pioneer in this new concept.” 


Layout of the store 


This new store, shown in Fig. 1, is Warner’s 
first self-service store and the seventh Warner 
store in the Minneapolis shopping area. The 
store measures 65 x 120 ft of self-service selling 
space. There is also a large builder’s hardware 
department located in the basement. Two ex- 
perienced builders hardware salesmen will work 
out of this area. 

The store is located in the Crystal Shopping 
Center, a growing suburb near Minneapolis in a 
large suburban trading area with tens of thou- 
sands of families within easy driving reach of 
the Center. 

There are parking facilities for 3000 cars in 
a brightly lighted parking lot. The store will be 
open 9 a.m. to 9 p.m. every day, except Saturdays 
when it is open 9 a.m. to 6 p.m. 

In the layout of the store we followed the usual 
pattern of having sporting goods on the right 
followed by tools and then hardware. On the 
left, we have gifts and housewares, with paint 
across the rear. We have broken the traditional 
layout in several important ways, however. 

The two checkout counters, (see Fig. 2) are 
at the front of the store. There is space for 
customers coming in to move to the right and 
flow into the store. In coming out, the customers 
have the option of going out either one of two 
checkout counters, both with cash registers. 
There is a cashier at all times at the right hand 
side going out. 

During peak periods, we have an extra stand- 
by cashier who moves into the other cash register 
spot. We have kept the area in the exact center 
of the store free for seasonal merchandise. This 
merchandise will be stacked on flexible platforms 
instead of counters. Normally, we will mer- 











Fig. 3—Ray Ohlson, Warner 
branch store divisional man- 
ager, standing, conters with 
John Mork, store manager, in 
the store manager's office. 
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Fig. 4—Display case for pre- 
cision tools. Note specially de- 
signed racks above for files 
and pliers. 


Fig. 5—Gun rack with rubber 
covered chain to prevent shop- 
lifting. Wall canopy is 9 ft. 
high here. Expensive items are 
in locked display cases. 
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We opened a self-service store .. . 
continued 


chandise either garden supplies or toys in this 
area. 

One of the biggest problems in the layout of 
this store was, where should we put the office? 
We keep office details to a minimum in our 
branch stores, but it is still necessary to have an 
office. We dislike using valuable merchandising 
space, so we designed an office (shown in Fig. 3) 
that is a merchandising unit. All four sides of 
this office are made into an attractive display of 
merchandise. 

The nerve center of a self-service store is the 
checkout counter. For that reason we have |lo- 
cated the office in the front part of the store on 
the left where it is quite close to the checkout 
operation. The floor of the office is 18 in. above 
the floor of the store so that the checkout counter 
and the entire store is within the vision of the 
manager while he is seated at his desk. While 
high enough for visibility, this combination 
office and merchandising unit is only 56 in. high 
and does not obscure other displays in the store. 

A plus advantage to this unit and the location 
of this office is the fact that it is in full view of 
the checkout clerk. Thus the location of the office 
makes it difficult for shoplifting. 

We do not feel we will have any more pilferage 
with self-service than we do at our other stores. 
Perhaps it will be less. In this new store all 
customers leave through the checkout counter, 


where a cashier is on duty at all times. In our 
other stores, it sometimes occurs that all of the 
salespeople will be in the rear of the store giving 
people an opportunity to leave hurriedly and 
perhaps indulge in shoplifting. We have also 
designed some special counters to help reduce 
the temptation on some small, valuable items. 

An example of these special counters is the 
display (see Fig. 3) around the manager's desk. 
Here we keep pocket knives, electric shavers 
and scissors. We developed an alarm system so 
that when the plexiglas cover of the pocket knife 
case is raised by a customer, a buzzer sounds 
and summons a salesperson. A small label under 
each lid tells the customer that the buzzing sound 
is to notify a salesperson that help is needed. 

In the too] department, there is a special dis- 
play case for machinist’s precision tools, shown 
in Fig. 4. These are kept behind locked sliding 
glass doors. Below the doors are drawers for 
catalogs. Right next to this display are self- 
service racks for tools such as screw-drivers, 
punches and chisels. In Fig. 4, you will see the 
racks for files and pliers. 

Another display designed with the pilferage 
factor in mind is the gun rack, shown in Fig. 5. 
This unit was designed to keep the guns out of 
the reach of small children. A chain covered with 
rubber tubing runs through the trigger guard 
of about 10 guns and is padlocked to the wall. 
Fishing reels are locked in a display case similar 
to the machinist’s tools. Gun accessories such as 
oil and patches are kept in open bins. 

A great deal of the merchandise could be kept 


Fig. 6—A 4x12 ft. housewares island. Reserve stock in factory packages are stored underneath. 
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We opened a self-service store .. . 


continued 


and displayed on regulation-type counters. How- 
ever, at this new store we saw to it that the 
counter shelving ran clear to the floor. This is 
in contrast to some of our other stores where 
there is a sliding door on the bottom part of 
the counter where we hide a good deal of mer- 
chandise. 

The houseware counter, shown in Fig. 6, is 
a simple 4x12 ft flat fixture displaying stainless 
steel and cast aluminum cooking ware. We were 
able to utilize manufacturers’ displays on the 
top for our sample displays. The entire reserve 
stock is stored below in open, easily reached 


Fig. 11—Examples of packaging done by Warner's. 


space. The merchandise is of a kind that people 
like to buy in the factory package. Therefore, 
each reserve package is priced with an easily 
removed sticker or label that does not deface 
the package in case the item is to be a gift. 

Probably one of our more unusual counters is 
the one we designed and use for light bulbs and 
shown in Fig. 7. The counter is 15 ft wide, the 
bottom shelf is 3 ft deep, the shelves are slanted 
like those in a grocery store, and the shelves are 
then filled with light bulbs in packages to en- 
courage full package buying. Only a few bulbs 
are shown out of package in glass bins. A foam 
rubber pad on the floor of this section at the 
right protects the pins at the end of the fluores- 
cent tubes which are displayed vertically to save 
space. 

Fig. 8 illustrates the use of radius glass for 
binning purposes. By using radius glass, shelves 
may be placed closer together than is possible 
when front glass is used. This means that on the 

counters for displaying 
small merchandise, an 
extra shelf or two may be 
included. On this_ tool 
counter, two pricing chan- 
nel strips were used on 
each shelf. The upper 
strip is used for the price 
tag and the lower one for 
point-of-sale information 
about the product. 

The field that gave us 
the greatest problem in 
self-service display was 
builders and shelf hard- 
ware. It is in this area 
that the manufacturers 
have been the least effi- 
cient in providing effec- 
tive display packages for 
such of their merchandise 
as is applicable to self- 
service selling. There are 
some other problems that 
perhaps do not occur to 
manufacturers. 

We found, for example, 
that in selling cabinet 
drawer knobs and pulls, it 
is not sufficient to simply 
put them out in packages 
so the customer can help 
himself. A mounted 
sample display is neces- 
sary to enable the cus- 
tomer to get an idea of 
how the item will work 
when installed and to bet- 
ter compare one item with 
another. Fig. 9 is an 
island that is a combina- 
tion sample board and a 
self-service merchandiser. 
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General layout 
of the new Crys- 
tal store. 















We opened a self-service store .. . 
continued 


A counter that presents a large display of 
builders hardware items for self-service is shown 
in Fig. 10. We were able to hang some items on 
hooks unpackaged; others are packaged by 
Warners. 

The very fact that the purchasing was dictated 
by the type of package, rather than only the 
merchandise should be a clue to all manu- 
facturers to look to their packaging. Their sales 
in the future may be closely tied to the type of 
package they present to the hardware stores. 
Here again we have tried to put complete 
descriptive copy on the price strip. We feel that 
this is most important, particularly in a self- 
service store. 

Since this is our only full self-service store, 
we did all the packaging and pricing at the 
store. Merchandise normally comes out of our 
warehouse and goes to all of our other nonself- 
service stores, to dealers and wholesale custo- 
mers. The ideal arrangement would be to do the 
packaging and pricing at a central warehouse. 

We used polyethylene bags in our own packag- 
ing operation. After careful analysis, we decided 
on 12 sizes. Our plan was to keep to three basic 
widths, 2, 3 and 4 in., then we would need only 
three size toppers for the bags. The cardboard 
topper was especially printed for Warners, and 
each has a hole for hanging on a hook. Typical 
packaging done by Warmner’s is illustrated in Fig. 
11. We prefer using the manufacturer’s package 
wherever possible. We even bought certain lines 
only because they had a good package. 

In packaging the items, we made it a poini 
to put in everything that was needed in the bag. 
For example, when packaging a hinge we put in 
the most common type of screw that would be 
used with it. In packaging many small items, we 
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Fig. 12—(Right) Exam- i 
ples of Warner packag- 
ing where bagging is not 
required. Note use of 
multiple unit packaging 
to encourage higher sales 
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included enough in the bag to make a better unit 
sale and one that could be sold at an even amount 
like 75¢ or 25¢. Examples of this are: eight 
storm window buttons, a dozen cup hooks, a 
dozen brass finishing washers, or an ounce of 
brass escutcheon pins. 

Before packaging an item, we study it care- 
fully to determine the most suitable method of 
making the item self-service. We found that 
many items were best left open, that is, not put 
in a package, but with the screws fastened to 
the item by tape, as shown in Fig. 12. In some 
cases, we put the screws only in a tiny package 
and fastened that to the item with tape. Often 
we bind many items together with tape to en- 
courage quantity purchases, with prices marked 
on the tape. 

We mark every item wherever possible. We 
were able to price an amazing variety of items. 
In pricing we made excellent use of the N.C.R. 
pricing stamps. You will see that in many cases 
we have been able to use this device on bolts and 
other hard-to-price items. 

In order to insure consistency in packaging 
and pricing, a loose leaf record file was made on 
each item requiring packaging or other special 
treatment for self-service merchandising. Items 
were listed alphabetically within departmental 
headings. The record includes sizes of bag, 
quantity in bag, size and number of screws in- 
cluded, and price. This record is of immeasurable 
help for reorders and is proving very valuable 
to us now as we are setting up an identical self- 
service store in West St. Paul. 

The concluding part of this two-part article 
will appear in the nezt issue. It will discuss the 
handling of charge accounts at checkout stations; 
how to give service when service is required; 
how the paint department is set up and how 


manufacturers can improve their packaging for 
self-service. 








HARDWARE AGE, DECEMBER 8, 1955 








a ae = 





Ample parking pulls 


trade from distance 


30-car parking space and drive-in window 


for bill payment encourages people to 


trade where shopping is convenient 


Would you attract people living 
some distance from your store? 

A most effective way is to locate 
in a place where you can provide 
ample parking facilities for near-by 
trade and those some distance from 
your store. 

After outgrowing two downtown 
Atlanta, Ga., locations Anderson- 
McGriff Co., moved to the new four- 
lane Marietta Blvd. where it 
changed from a family-trade hard- 
ware store to a combination hard- 
ware and building supplies business. 

The present store has qa 100-ft 
front and is set back 100 ft from 


the highway to provide parking 
space for 30 cars. With ample park- 
ing, the firm has many more house- 
wives as well as men customers 
buying at the store. 

A drive-in window in a room 
projecting to one side of the build- 
ing, enables a customer to pay for 
an order without leaving his car. 
He then drives on to the warehouse 
for heavy hardware or furnishings, 
or else goes on back to one of four 
sheds in the seven-acre building 
materials yard. 

Focal point of the store is a 15-ft 
counter near the rear and to one 


side. This is adjacent to the offices, 
warehouse door, drive-in office door 
and a public side entrance. This 
counter is equipped with invoice 
machines, catalogs, price books and 
two phones with six switching con- 
trols. 

Several clerks are normally sta- 
tioned behind the counter. Any one 
of them not waiting on a customer 
answers the phone, taking the order 
or switching the call to the person 
for whom the customer asks. 

Glass partitioned offices are along 
the back of the store, all of them 
opening off the sales floor and con- 


Angled front windows, large lettering to identify the store and plantings at two levels make this 
There's also space for outdoor display. 
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nected with each other. This per- 
mits quick consultation with any 
department manager on the sales 
floor at any time. Acoustical tile 
above the office section keeps sound 
below the comfortable conversa- 
tional level. 

While quick-service is encour- 
aged, a clerk usually moves forward 
to greet a customer to direct him 
to the section he is seeking. 

This attractive store standing 
alone on the boulevard gets the at- 
tention of many suburbanites, 
though they formerly passed the 
older locations on the same route 
downtown without a second glance. 
As a result the firm is acquiring 
many new customers from further 
out of the city as well as the trade 
of nearby reside:ts. Many people 
pass the store enroute to or from 
business, an aid in building greater 
store traffic. 

Great care was taken to advise all 
customers of the change of location. 
Large newspaper ads, stuffers 
mailed with invoices and direct mail 
pieces sent to the company’s entire 
mailing list were used for this pur- 
pose. Large signs announcing the 
the new address were painted on 
the old location, and leaflets were 
given to visitors to give them in- 
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Kitchen and other bulky lines are attractively arranged in this section of pres- 


ent quarters. 


formation as to the relocation. 
When the new store was officially 
opened, in November, 1954, a col- 
lege student and two high school 
boys distributed circulars to every 
address in northwest Atlanta, and 


to most of the southwestern section 
as well. 

The response to all this has been 
so good, that Anderson-McGriff Co. 
has already graded land for a large 
addition to the building. 


Cars can stop at drive-in window for payments, then proceed to warehouse or building materials yard. Overhang at 


window shelters customer. 
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Make staple housewares GIFTS 


... and watch profits GROW 


Are your housewares just housewares? 

A Texas dealer has developed a profitable 
gift business, without heavy gift purchasing, 
by converting everyday staple housewares into 
wanted gifts by a free gift wrapping service. 

The extra volume created by this service has 
more than offset the modest cost of supplies 
and time. 

Boothe & Lewis Hardware Co., which has 
operated at Gonzales, Texas, since 1896, has in- 
creased its gift business greatly without the 
expense or sacrificed floor space usually neces- 
sary in setting up a gift department. 

This has been done by selling housewares as 
gifts. The idea has caught on and been sus- 
tained because the department features gift 
wrapping as a year-round service. 

Miss Georgie Tate, manager of the depart- 
ment, is an expert wrapper. She merchandises 
the wrapping service as consistently as she 
pushes the items themselves. The theory is 
that there are several stores in town where a 
woman may find an appropriate gift. But there 
are few stores that offer gift wrapping as a 
service. The wrapping makes the difference. 
In this case, the difference is that the store 
annually sells about $15,000 worth of house- 
wares and related goods as gifts. 

The principal sources of gift business, in 
which the wrapping service has a direct in- 
fluence on selling, are items for Christmas, 
bridge parties, birthday and wedding anni- 
versary gifts, and presents for brides. Other 
occasions such as mothers day, showers, and 
housewarmings, help raise the year-round vol- 
ume. 

Because of her reputation as an expert 
wrapper and experienced gift counsellor she 
has built up a large, faithful clientele. Miss 
Tate sells, for example, a lot of gift merchan- 





Gift wrapping can turn ordinary housewares and related items into fast-turnover 


gift leaders. Follow this dealer’s lead for extra profits in housewares. 


dise to women who give bridge parties. Small 
housewares are perfect for this need. A woman 
giving a party simply telephones Miss Tate, 
has her select the right gifts for bridge awards, 
and sets a maximum figure for the cost of each 
prize. Regular customers know by experience, 
or bridge-table gossip, that Miss Tate can be 
depended on to choose the proper items, wrap 














Miss Georgia Tate, gift department manager 
Boothe & Lewis, Gonzales, Texas, gift-wraps a pur- 
chase, no charge. This service turns staples into 
volume gift items. 
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them as gifts, and have them delivered at the 
right time and place. 

Other women utilize this competent selection 
and wrapping service for all types of gift 
needs. Considerable business comes from men. 
They appeal to Miss Tate for help in selecting 
and wrapping gifts for their wives and 
daughters. 

“The important thing in building business 
on the basis of a gift wrapping service,” Miss 
Tate says, “is to build confidence. That is not 
difficult. And in a small town where nearly 
everyone knows everyone else, it doesn’t re- 
quire much time. News naturally gets around.” 

A 2l-year employee of the firm, Miss Tate 
started the wrapping service several years ago 
by advertising it frequently, but modestly, in 
the loca] newspaper. A window card also helped 
to publicize the idea. Now the service is so 
well known that it is necessary to advertise it 
only on special occasions such as Christmas 
and other major holidays. 

Miss Tate boosts sales of china, quality cook- 
ware, and various housewares by working with 
prospective brides’ mothers, particularly in in- 
ducing them to select china patterns. Many 
gifts to brides are other than china. House- 
wares with gift potential are displayed adja- 
cent to the china section, and it is easy to turn 
the attention of gift shoppers to these items. 

Miss Tate keeps one step ahead of engage- 
ment announcements through her wide acquain- 
tances in town, and her customer contacts in 
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China and housewares area 
add considerably to gift 
volume when suggestive 
selling and gift wrapping 
are combined. Practical 
housewares with the frills of 
a fancy wrap make the 
best gifts. 






the store. This system works well for her. 

“By providing this year-round wrapping ser- 
vice and keeping it in the public eye,” explains 
Ross Boothe, co-owner of the company, “we 
have been able to sell staple housewares as 
gifts which, without it, would be overlooked 
by many of our customers. It has enabled us 
to make a gift shop of our housewares depart- 
ment, without adding an extensive stock of gift 
novelties.” 
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This window looks into the china, housewares, gift section. 
It shows that many ordinary household staples have greoft 
gitt potential. 
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Store modernization 





Traffie directed to second floor 





First floor hardware departments in remodeled 


and enlarged Alabama store are set up to 


guide traffic to housewares, giftwares, toys on second floor 


A traffic pattern that directs cus- 
tomers through hardware depart- 
ments on the first floor to reach 
housewares, giftwares, toys and 
furniture departments on the sec- 
ond floor is a feature of the re- 
cently remodeled and enlarged Bill 
Wittmeier Supply Co. store in 
Oneonta, Ala. 

Exposure of customers to mer- 
chandise on open displays as they 
walk through the hardware depart- 
ments encourages impulse sales. 

The remodeled store is 60 by 60 
ft. It is on the same site of the 
original store which was 20 by 30 ft. 


Hardware departments on the 
first floor were arranged for open 
display of merchandise and for 
storage of overstock. 

Merchandise is displayed on six 
8 x 4-ft step-up islands in the cen- 
ter of the selling floor and on 8 ft 
wall fixtures. Wall fixtures are out 
from the wall 10 ft along one side, 
6 ft along another and 4 ft along a 
third, and the space is for over- 
stock. 

The wall fixtures have solid pan- 
els for glass shelving except for 
some areas near the center of walls 
of perforated panel board to high- 


The panel 
arrange- 


light special promotions. 
boards permit various 
ments of different lines. These fix- 
tures have fluorescent lighting. 
Fixtures are painted soft yellows, 
blues and greens. 

The fourth side of the first floor 
selling area has a check-out counter 
for self-service customers. 

The selling floor is lighted by 
four rows of double 40-watt fluo- 
rescent tubes across the entire 
ceiling. 

The new store has nine 36 x 50- 
in. windows on outside walls for 
merchandise displays. There is a 


Check-out counter in self-service Wittmeier's new store, with Mr. William Wittmeier at rear center, back of counter. 














Display windows at 
sidewalk leve ond 
above main en- 
trance door to oaft- 
tract attention ; 
motorists ore fea- 
tures of remodeled 
Alabama hardware 


store. 


large display window of plate glass 
above the front entrance with per- 
forated panel board background 
for large scale displays to attract 
the attention of automobile traffic. 
One display features tableware, 
with a set table on the window floor 
and related merchandise on the per- 
forated pane! board. 





The second floor is stocked with 
merchandise to attract women cus- 
tomers. Toys and giftwares along 
with housewares are on an all-year 
basis. The area is the same as the 
first floor, 60 by 60 ft. 

The floor has 8 x 8-in. grey and 
black linoleum tile. The walls and 
ceiling are knotty pine, painted and 
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rubbed to a 
finish. 

The store is air conditioned and 
heated through a large gas blower 
heater 

Mrs. Wittmeier 
installation of fixtures, and the dis- 
play of merchandise on the second 


pastel bluish-green 


supervised the 


(Continued on next page) 


Housewares in remodeled store was set up by Mrs. William Wittmeier, in center, tront below. 





“ a 
(Bw » 
—_ 








floor selling area so the store has a 
feminine touch in the areas set up 
to appeal particularly to women 
customers. 

The staff consists of five sales 
employees plus special employees 
on special sales days, a book- 
keeper and Mr. Wittmeier. 

Mr. Wittmeier established the 
store in October, 1946, selling war 
surplus materials and some hard- 
ware lines. The store was 20 by 30 
ft, serving a town of 3000 popula- 
tion and a trading area of five coun- 
ties within a radius of 50 miles. 

The remodeling of the store on 
the original site and expanding to 
an area 60 by 60 ft is to handle the 
increase in business, and to build 
for the future with an enlarged 
line of merchandise to appeal to 
more customers. 

The fixtures were purchased by 


Mr. Wittmeier from one of his sup- 
pliers and made to his specifica- 
tions according to hardware as- 
sociation recommendations. 

The remodeled store was intro- 
duced to the public with a three- 
day grand opening. Full page 
newspaper advertisements pro- 
moted the opening supported by 
spot radio announcements. There 
was a 30-minute special radio pro- 
gram on the second day from the 
store, with interviews of customers. 
For the opening there were gifts 
for adults and balloons for children. 

Wholesalers who supply Mr. Witt- 
meier participated in the grand 
opening with salesmen and factory 
representatives on the selling floor 
to display and demonstrate their 
lines. 

Special attractions during the 
three-day opening were awards to 


adults and balloons for children 
which carried the imprint, “Buy 
from Bill Wittmeier Supply Com- 
pany, Oneonta, Alabama.” 

After a store remodeling is com- 
pleted, and the last minute details 
have been handled, a dealer well 
may pause and consider whether 
the investment will pay off. That 
is what Mr. Wittmeier did, and he 
got a compjete answer during the 
grand opening. Rain fell almost 
continuously during one of the 
three days of the opening. In spite 
of this handicap the number of cus- 
tomers and friends who visited the 
store, and the attention given the 
opening by suppliers assured Mr. 
Wittmeier that he had made a right 
decision in expanding, and adding 
new selling space and lines to in- 
crease the sales potential of his 
store. 





how to get 


Training retail salesmen 


Better salesmanship in your store 





Here is a simple method for improving the selling skills of your store personnel. 
Just put the poster shown on the facing page on a bulletin board in the back of the 
store, in a stock area, or wherever store people will see it frequently. 

This constant reminder of the qualities of good salesmanship will help any seri- 


ous member of your store staff improve his selling. The poster on the facing page is 
the seventh in a series of sales training posters that will appear in HARDWARE AGE. 
These posters were prepared by a hardwareman with extensive experience in the 
training of retail hardware salespeople. Each poster in the series will cover a differ- 
ent selling subject. The technique of presentation will be the same as that used so 
effectively by the armed services during the war to train military personnel in a 
wide variety of subjects. Each poster in this series is full page in size. 

Previously published posters in this series are: “How to go places in hardware 
retailing,” issue of Sept. 1, p. 70; “How do you look this morning,” Sept. 15, p. 108; 
“When you wait on a customer .. .,” Sept. 29, p. 157; “Did that last check bounce?” 
Oct. 13, p. 112; “The eyes of the shoplifter are the tip off,” Nov. 10, p. 104; “Lean 
over backwards to please your boss, the customer,” Nov. 24, p. 66. 
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Herdwere Age 
Capsule Counsel 


Sell toys to grown ups... 
for the small fry 


Toys are fun .. . for the youngsters and for 
the grown ups who buy them. It isn’t 
difficult to increase your toy sales, if you 
follow these basic ideas: 


Find out quickly what kind of toy the 
customer is looking for. Ask, is it for a boy 
or girl? What age? What price range? 


Next, show several toys that meet these 
requirements. Don’t show too many, be- 
cause you may confuse the customer. Let 
him select from two or three suggestions. 


Put the toy in the customer’s hands. If it 
is a doll, let them cuddle it. If it’s a 
mechanical toy, wind it up and let them 
see it run. 


Toys are also educational. They teach muscle coordination, group play, or 
encourage imagination. Stress this sales point; it helps the customer justify 
the price. 


Suggest related items, perhaps for the stocking. If you sell a doll, suggest a 
nursing kit, or extra clothes. 


After your sales talk, try and close the sale by saying, “‘I’m sure your boy will be 
happy with this. Shall I wrap it up?’’ Or, “I suggest this truck. While it costs a 
little more, it is better made and will last much longer.”’ 


Wrap the package with a smile that invites repeat business. Say, “‘I’m sure your 
boy will have a happy Christmas with this.’’ Or, say “Be sure to stop in when 
birthday time comes around. We always have a good selection.” 


When they leave, wish them a Merry Christmas. It will pay off for you. 


a Hardware Age Editorial Feature 
copyright 1955 — Hordwore Age 





The 7-4t long display unit is an eye-catcher setup leading to numerous 
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impulse multiple sales. 


Open Display Promotes Cutlery Sales 


If you would increase your vol- 
ume and profits in cutlery, then give 
it effective display. 

Show as much of it as possibk 
in open displays to invite customer 
inspection and handling. 

The wider the variety of mer- 
chandise so displayed the greater 
the opportunity you have to sell the 
idea that your stocks are of suf- 
ficient variety to meet most require- 
ments. 

Your cutlery sales can hit new 
peaks in volume and profit, if you 
follow this plan. 

A specially-designed seven-foot 
display installed in Gillen’s Hard- 
ware in Lexington, Mo., has brought 
that firm a sizeable increase in its 


52 


cutlery volume. Gillen’s now has a 
reputation for having one of the 
widest selections of cutlery in the 
town. 

The fixture includes a 4x7-ft ply- 
wood wall panel, a _ glass-topped 
counter with compartments for a 
variety of merchandise now shown 
on the panel. Below is ample en- 
closed storage space for overstock. 

The wall panel features a wide 
selection of knives and scissors. Fit- 
ting into small grooves, the knives 
are attached to small magnetized 
bars. Under each knife is a tag 
indicating brand names, stock num- 
ber, size, price and type of handle 
for each knife. 

With such an assortment of 


shapes and sizes, many shoppers 
will select more than one knife from 
the board as the result of seeing the 
attractive and complete display. 

The panel shows 22 numbers of 
paring knives priced from 25¢ to 
$1.50. Twenty utility slicers are 
shown in the center of the display 
and ten 4 to 12-in. slicers occupy a 
prominent spot on the panel. 

One side of the panel features 
knives having special appeal to farm 
families including boning, butcher 
and skinning types. Twelve bread 
knives and 35 medium sized slicing 
knives are shown. 

The display unit is mounted on 
casters so that it may be used in 
various locations. 
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What makes 
the difference ? 


A Pittsburgh |||) {\-\/|\|{|\) Store Front! 


It pays to keep up with the times . . . to 
have a store that’s smart, modern, in- 
viting. That's why so many forward- 
looking merchants have decided to 
modernize ... and to use Pittsburgh 
Store Front Products. When you put a 
new Pittsburgh Open-Vision Store 
Front on your hardware store you are 
making an investment that will pay off 
for years to come. 

Take this store, Troy Hardware Co.., 
of Troy. Ohio. Before modernization 
it was just another place of business 


dignified and static. But after a com- 
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|p PAINTS - GLASS - CHEMICALS 
. 


plete face-lifting with a Pittsburgh 
Open-Vision Store Front, it now has 
distinction—is an eye-stopper and at- 
tention-getter. A number of Pittsburgh 
Products were used on this job— 
Pittco® Store Front Metal, Carrara® 
Structural Glass, Pittsburgh Polished 
Plate Glass, and a Tubelite® Door and 
Frame. 

For more information on Pittsburgh 
Store Fronts, just send in the conven- 
ient coupon. Well be happy to send 


you a free copy of our store front 


booklet. 


BRUSHES - PLASTICS - FIBER GLASS 


PITTSBURGH PLATES GLASS COMPANY 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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Pittsburgh Plate Glass Company 
Room 5406, 632 Fort Duquesne Bivd 
Pittsburgh 22, Poa 


Without obligation on my part, please 
send me a FREE copy of your moderni- 
zation booklet, “How To Give Your 
Store The Look That Sells.” 


Name 


Address 








Do-it-yourself merchandising 





Floor coverings and millwork 
are among the lines a hardware 
and building materials firm 


can demonstrate by actual use 


Make your store a demonstrator 


in its own display rooms 


Tell a customer that “we use it 
right here in our own store,” and 
you have a good sales tool for mer- 
chandising tile floor coverings and 
other hardware and building mate- 
rials items. 

Customers and prospects looking 
at floor coverings, for example, will 
ask, “How well does it wear?” 

When a sales clerk points to a 
tile floor and replies, “We use it 
right here in the sttre, and in- 
stalled it a year ago,” the prospect 
is impressed. 

If the clerk further remarks on 


the good condition as to color and 
smooth wearing, there is additional! 
sales ammunition. 

And a firm which is a combina- 
tion hardware and building mate- 
rials outlet can carry the “we use 
it ourselves” story to an even 
greater degree. 

A case in point is the store of 
Koss & Son, hardware and building 
materials dealer in Clark, N. J. 

Erected in 1954 the building is 
a 50x100-ft concrete, steel and 
brick structure on a 100x200-ft 
plot. 





























Many of the people visiting the 
store are do-it-yourself enthusiasts, 
some of them needing not only ma- 
terials but also rather extensive 
advice. 

Stephen Koss and his son Rob- 
ert used a wide range of materials 
from their own stocks in creating 
the modern front store with its 
large raised letters for identifying 
the store as Koss & Son. Other 
smaller lettering indicates that the 
firm handles hardware, hobby 
items, lumber millwork and ma- 
son’s materials. 


Stephen Koss calls at- 
tention to exterior of- 
fice wall. Wood is oak 
peg, glass portion be- 
ing Qa one-way mirror 
partition, 
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A colonial style doorway in the 
center of the visual-front store sets 
the stage for the sale of doors of 
similar design as well as a variety 
of builders’ hardware items. Paint- 
ed in white, the doorway is also a 
good advertisement for paint and 
related lines. 

Stephen Koss says of the firm’s 
demonstration ideas, “We deter- 
mined to make many portions of 
our store serve as demonstration 
samples and still be of daily use 
to us. This helps us to utilize most 
of our space for display and sales. 
There are no dead display areas in 
our store.” 

Store fixtures and layout were 
provided by W. C. Heller & Co., 
Montpelier, Ohio. 

Mr. Koss, a former building ma- 
terials salesman for another hard- 
ware firm, knows that when a 
dealer has doors to sell, the cus- 
tomer wants to see how they look 
in use. In addition to the front 
door of the store, two swinging 
doors leading from the hardware 
display room to the storage area 
in back are of stained hardwood. 
Many do-it-yourself prospects go- 
ing through the doors stops to ask 
questions about these doors. Some 
sales result from these queries. 

A one-way mirror partition on 
part of the outside of Mr. Koss’ 


<< 





A customer hears a sales story from Mrs. Koss in the paint department. 


office has also been the means of 
selling some of this material for 
use in private homes. The prospect 
in the store can see herself in the 
mirror surface, but cannot look 
into the office. Mr. Koss, however, 
can see into the store from his 
side. 

The exterior of this office is fin- 
ished in oak peg lumber, while 
interior is done in cherry peg wood. 
When this is pointed out to a 
prospect purchases of similar ma- 
terial are frequently made. 

Customers inquiring about ply- 


wood, knotty pine or cedar paneling 
are shown how these materials are 
used in special wall sections above 
the tool and paint sections. Corner 
cabinets for homes are among the 
wooden items offered by the firm, 
a sample being installed at a rear 
wall location. 

A completely furnished model 
bathroom is another display piece. 

Mr. Koss says, “When we are 
able to point out the use of some 
of the products we sell in actual 
use in the store, we are helped to 
sell them to customers.” 


Angled windows with colonial doorwa rovide pleasing combination of modern and colonial styles. 
g y y 
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Your “Do-it-Yourself” 
Customers Will Like This 
Way to PERMANENTLY 


STOP 


COLD WATER PIPE 
CONDENSATION 







Here’s a year- 
your economy-minded, home fixer- 
uppers! An opportunity for you to 
get your share of the dollars being 
spent to rid homes of the common prob- 


‘round profit item for 


lem of ‘‘sweating’’ cold water pipes. 

NoDrip Tape converts waste base- 
ment space into useful storage, work, 
play areas. It’s the inexpensive way to 
protect costly appliances, power tools, 
recreation areas, etc., fromm ‘“‘sweating”’ 
pipe damage. 

Forms an air-tight jacket that is 
100°, vapor and moisture proof... 
needs no vapor-seal tapes or over- 
wraps. Easy-to-apply NoDrip Tape 
winds spirally around any size pipe. 
Requires no bands, brads or fasteners 
because it’s self-adhering. NoDrip 
Tape can be hand molded to fit snugly 
around “drip’’ areas—tees, unions, 
angles, valves, etc. Needs no main- 
tenance. 





Roll covers 
10 ft. of ‘4-in. id. 
iron pipe or 13 ft. 
of \-in. o.d. 
copper tubing. 


Sst 


$469 list @ roll 
+ 
ORDER THROUGH YOUR SUPPLY HOUSE 


FREE! Bulletin D-40 


J. W. MORTELL COMPANY 
508 Burch St., Kenkeokee, Hl., Dep’. (2 
Please send me FREE copy of Bulletin D-40 
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Diagonal painted strips on wall attract attention and also help cus- 
tomers visualize color in their homes. 


Displays that sell paint 


Sometimes adding a slight twist 
to the conventional sets the mark 
to success. 

John Sterling of The Sterling 
Hardware, Eagle Grove, lowa, has 
found this to be true with his new 
paint display. He has painted a siz- 
able area of one wall with various 


colored paint colors in diagonal 
strips. 

While many store owners have 
used paint colors on walls to good 
effect few have used a diagonal! dis- 
play which, according to Mr. Ster- 
ling, attracts the eye quicker than 
square or rectangular painted areas. 


Window display features paint along with other merchandise. 
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For lazy dealers only 


(or those who want to be lazy!) 














Let this | 
counter display 
do your 
‘ selling for you! 


in) 5, Sel en | 
Pe ae tae oe 








Ten thousand hardware dealers have turned over the 
job of selling nationally advertised easy-rolling Bassick 
Casters and smooth sliding Rv ber Cushion Glides to 
this small-space salesman. 


Just one look offers an appeal to try these famous casters 
— and that’s more than half-way to a sale. Call your 
jobber or write THE BAssicK COMPANY, Bridgeport 2, 
Conn. /n Canada; Belleville, Ont. 
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MAKING MORE KINDS OF CASTERS MAKING CASTERS 00 MORE 
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ALUMILADDERS 
AND PROFIT TWICE 


Rene out WERNER aluminum exten- 
sion ladders and you'll sell more alu- 
minum ladders too—A rental service 
promotes the sale of more companion 








| 
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| 


items—paints, brushes, roofing, building | 


materials, gutters and dozens of other 
items needed for those high jobs which 
only a WERNER Alumiladder can put 
within such safe easy reach. 


Demonstration is the most powerful | 


salesman—to the one who is using the | 


ladder—to the community which is made 
aware of its lightness— 
ease of handling—and 
safety features. Be first 
in your neighborhood 
with a WERNER Lad- 
der Rental Service. 


Write today...for 
booklet outlining pro- 
cedure and benefits 
of renting WERNER 
Alumiladders. 
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R. D. Werner Company, Inc., 
295 Fifth Ave., N. Y. 16, Dept. L-36 ! 
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He adds that the strips help in sell- 
ing since customers note the wall 
colors and ask for additional colors 
for paint jobs that need to be done 
around the house. 

The diagonal strips also do the 
perfunctory job of giving the cus- 
tomer a view of how the particular 
color will look in his home. This 
saves on selling time, Mr. Sterling 
says. 

Mr. Sterling has a double paint 
agitator. He finds that more peo- 
ple are encouraged to try extra 
paint jobs if they don’t have to mix 
the paint. Also that they will do 
a better job if the paint has been 
mixed well. 

To advertise his paints and other 
merchandise, Mr. Sterling uses Our 
Own Hardware circulars and cata- 





12-Month display 








about four times a year. 


logs 
At each mailing 1500 direct-mail 
pieces is distributed to boxholders 


in the area. Returns from this ad- 
vertising are very encouraging, he 
reports. 

As a further measure to keep his 
paint sales high, Mr. Sterling al- 
ways has paint displayed along 
with other merchandise in the two 
large windows fronting his store. 
A recent window display featured 
paints and dishes, with both receiv- 
ing considerable attention, accord- 
ing to Mr. Sterling. 

There are countless ways a store 
can increase business. One of the 
sure methods, being used by Mr. 
Sterling, is to promote a staple 
item such as paint in the most ef- 
fective manner possible. 


Boosts Fireplace Goods Sales 


Fireplace equipment is a 52-week 
line at Wiseman Hardware at 1657 
W. Lane St. in Columbus, Ohio. 

Jack Wiseman makes it a year 
‘round line by showing this mer- 
chandise on a 56-ft wall section at 
all times. The department accounts 
for from five to 10 per cent of the 
firm’s annual volume as a result. 

Interior display is supplemented 
by in-season displays in one of the 
store’s two show windows. 

In the fall, starting with the first 
cool spell, there are newspaper ads 
in a sectional weekly paper. From 
early fall until early in December 
at least four ads are used, stress- 
ing both the season need for fire- 
place equipment and the suitability 
of it for Christmas gift sugges- 
tions. 

Fastest moving items in the fire- 
place line are fireplace screens, and 
fireplace sets comprising screen and 
irons, and fire tools. These items 
are also sold as individual pieces. 

Other good sellers are metal 
wood baskets, coal scuttles, wrought 
iron grates and oversize screens. 
Many of the items are available in 
both wrought iron and brass. 

With fireplace accessories the 
store displays other wrought iron 
home decorative items including 
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weathervanes, post signs and lawn 
markers. Signs and markers in- 
clude made-to-order designs and 
those assembled by the dealer from 
number and letter stocks. 

Wiseman’s serves a rapidly grow- 
ing suburban area in the city, and 
is located in a fairly new shopping 
center. 
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Fireplace equipment wrought iron 
decorative items are shown above 
tool and hardware displays. 





































SOUTHERN 





SERVICES 





as 


. Screw Chart 


Pictorial chart of actual lengths, sizes, and head styles, Phillips and Slotted 
Wood Screws. 


2. Technical information on Wood Screws 


12-page manual. Specifications on standard wood screws. Phillios and siotted— 
flat, round and oval. 


3. Catalog No. MST-1 


List prices for Machine Screws and Tapping Screws (Phillips and slotted) and 
Stove Bolts in Steel, Brass, Sijiicon Bronze, Aluminum or Stainless Steel—fat, 
round, oval. 


4. Decler Wall Chart 
Complete visual guide on Wood Screws and Stove Bolts, expedites ordering, gives 
all needed information at a glance. 

5. Stock List 
Ten illustrated pages. Complete breakdown of sizes: wood, machine, drive. tapping 
and dowel screws; stove, hanger, and carriage bolts 

6. Package Stock Guide 


Graphic outline of sizes and finishes in over 300,000 gross of packaged wood 
screws plus 600,000,000 wood screws from bulk. 


7. Weed Screw Cotcleg 
List prices on Phillips and Slotted wood screws, flat. oval and round in steel, brass, 
silicon bronze. stainiess steel, aluminum. 


. Lebel Key Chart 
Describes Southern’s “EZ to C™ tabel system, explaining Souwthern’s key identi- 
fication system of color, border design and silhouette 


9. How Wood Screws Are Mede 
Story of Quality and Service that backs Southernm—one source for ali your fast- 
ener needs. 


Check acids thet cover your seeds and mail te Box 1360-6 


WOOD SCREWS e@ STOVE BOLTS @ MACHINE SCREWS Ss CREW .< Oo MPAWNY 
WOOD DRIVE SCREWS @ A & 8 TAPPING SCREWS STATESVILLE NORTH CAROLINA 
ROLL THREAD CARRIAGE BOLTS 


In Bulk Only: 
HANGER BOLTS @ DOWEL SCREWS Sold Through Leading Wholesale Distributors 
WAREHOUSES: NEW YORK CHICAGO DALLAS LOS ANGELES 
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For top volume... 
in tape sales 
... Sell JENKINS 


FRICTION 
RUBBER 
PLASTIC 


GOES 


WONT RAVEL “o> 
TEARS EVEMY =“) 


There's no waste, — every roll goes 
further. Lasting tack in any weather, 
one thickness insulotes, — saves time 
and trouble. Stock and sell Gold Seal. 
Jenkins Bros., Rubber Division, 100 Park 
Ave., New York 17. 


BEST SELLER FOR ¥ 
PLANT SUPPLY }| 


All types of GOLD SEAL TAPES — Fric- 
tion, Rubber, Plastic— ore pocked in 
10-roll cartons as well as single rolls. 
All rolls cellophane-p 





DIAMOND SEAL Friction and Rubber 
Tapes are also made by Jenkins Bros. 
to ASTM specifications. 





Dramatized display .. . 


ups pet supplies volume 20% 


Eye-catcher attracts more dog-owners to pet section 


If you would do a greater vol- 
ume in dog goods, try a drama- 
tized display for that department. 

A display which looks like a dog 
house is one of the key factors in 


increasing volume in dog supplies 
by 20 percent in the past year for 
Johnson Hardware, Inc., 494 Cen- 
tral Ave. in Dover, N. H. 

Actually the display was built 


Eye-catcher dog house topping dog goods 
department is a source of numerous im- 
pulse sales. People planning to buy a 
single item often buy additional dog goods. 
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to improve the appearance of a 
structural post in the store. Ac- 
tually it conceals and makes use- 
ful space which was previously an 
eye-sore to management and cus- 
tomer. 

Three sides of the post were cov- 
ered with perforated board to sus- 
pend dog collars, chains and har- 
nesses. 


Gives more atmosphere 


The fourth side of the post has 
a high shelf on which is shown a 
plastic figure of a bull dog standing 
in front of a painted arched door- 
way. 

The dog house portion of the 
post has a peaked roof made of 
perforated board. The dog stands 
upon a perforated board shelf 
with flea remedies and other dog 
necessities next to it. 

Easily constructed at low cost, 
the unit has received favorable 
comment from many store visitors. 
It is not unusual! for people stop- 
ping just to look at the drama- 
tized display to decide that sev- 
eral of the items shown are things 
needed for their own dogs. It is 
thus the direct cause of numerous 
impulse purchases. 
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Spotlight On Tools 
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A former dark, background area be- 
came a trattic-pulling display of 
small tools at Ferguson Hardware 
Co. in Sault Ste. Marie, Mich. Yellow 
pertorated board background and 


fluorescent lighting have helped to 


convert this jess active section to one 
that attracts many do-it-yourself en- 
thusiasts. 
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KESTER 
SOLDER =< 4 




















| “RESIN-FIVE” 
KESTER xe Sim ess 
try) Sy | Fae | SS =a 
S20 SOLID WIRE ba = —— vind 
- Make sure < 2 
WS SA 


you ve got all lO 


KESTER SOLDER 


Products 


You're losing out on a lot of profitable solder sales if you don't stock the 
complete Kester SOLDER line. Not one... not two—but all of them, each 
one important to the hobbyist, repairman, “do-it-yourself-er” and all the 
rest of your customers. Better bring your Kester inventory up to date right 
away ...be sure to have plenty of Kester “how to do it” literature on hand, 
too. Ask for a free supply of the 16-page booklet “Soldering Simplified”! 


KESTER SOLDER COMPANY + 4201 WRIGHTWOOD AVENUE, CHICAGO 39, ILLINOIS 
NEWARK 5. NEW JERSEY + BRANTFORD, CANADA 
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SELL 


LUBRIPLATE 


the white 


LUBRIPLATE 
SELLS 


because... 


IT LUBRICATES BETTER ! 
Letters pour in from all over the country 


telling us how Lubriplate has improved the | 
working of fishing reels, guns, door locks, | 
lawn mowers, power tools, hinges, fans, | 


outboard motors and a thousand and one 


other things. 


IT’S NATIONALLY ADVERTISED ! 
Millions of sportsmen and householders 
read about Lubriplate regularly in The 
Saturday Evening Post, 5 Afield, 
Field & Stream, Popular Mechanics, Motor 
Boating, Home Craftsman and others. 


IT’S PRICED TO seit! 


3 Handy Sizes—“A”™ Tube % x 3% inches 
retails for 20¢; “B”’ Tube | x 6 inches re- 
tails for 35¢: “C” Tube 2 x 8 inches retails 
for 95¢. 


IT’S PACKAGED TO seit! 
“A” & “B” tubes packaged one dozen to 
attractive, sales stimulating counter dis- 
play cartons. “C” tubes in colorful indi- 
vidual boxes with counter display card. 


Ask your jobber for 
LUBRIPLATE 
and sell it in your store 


Fiske Brothers Refining Co., 
143 Leckwood St.. Newark 5, N. J. 
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Building Materials Super Market 


Features Hardware Lines 


Eleven hardware and related 
line departments are featured in 
the Builders Market—Whiting- 
Mead Co. building materials su- 


permarket at 14th and K Sts. in 
San Diego, Calif. 

The two-story building has a 
10,000 sq. ft. supermarket type 


Typical of displays are these paint and plumbing fixture displays on gondola 


units with prices plainly indicated. 


Completely identified departments 


os to number 


rnery 
Os ana 


marked quick-service cashier location are shoppers aids. 
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sales floor with self-service dis- 
play units and check-out stand. 
Departments include lumber, sash 
and door, roofing, wallboard, ce- 
ment and plaster, hardware, elec- 
trical and plumbing equipment, 
appliances, paint and floor cover- 
ings. 

Four floor men in the main 
sales area assist customers to pro- 
vide technical advice on installa- 
tion, construction and application 
technique. Designed and built by 
Virgil W. Cash, the new unit has 
in addition to its hardware and 
related lines displays, a model of 
a three-bedroom colonial home, 
built by the Whiting-Mead method, 
in a parking lot adjoining the 
main store. 

Radio, television and newspaper 
advertisements publicized the 
opening of the supermarket. More 
than 5,000 visitors inspected the 
store during a week-long open 
house celebration. Refreshments 
were served to visitors, each of 
whom received souvenirs. During 
the week 10 special exhibit booths 
featuring building materials and 
equipment were manned by fac- 
tory representatives. 


Customers Like Service 


An extra service, and a profit 
maker, provided by Fenstermacher 
& Son in Kutztown, Pa., is the 
making of bolts in long lengths, 
and the cutting and threading of 
pipe in many sizes. 

Contractors having quick need 
for long-size bolts and pipe lengths 
frequently visit the store. A wide 
variety of tools and other supplies 
are bought during these visits. 

Upon occasion contractors see en- 
tirely unrelated merchandise which 
they will buy upon impulse, includ- 
ing items for their own homes. 





HARDWARE HUMOR 
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here’s the secret of 


ASSURED UNIFORMITY 


for Greenlee 22 


They’re milled on automatic machines 


‘“‘How can vou get such uni- 
formity in your GREENLEE 22 solid- 
center auger bits?’’ we've often 
been asked. 

It’s understandable why this 
question comes up because with 
the old-time, standard method of 
making auger bits, so much hand 
work was involved that close unt- 
formity in most details was im- 


possible. 


For some time now, GREENLEE 
has been making solid-center auger 
bits on a battery of huge automatic 
machines . . . specially designed and 
built at the Greenvee plant to do 
this job alone. This operation was 
adopted solely to bring about as- 
sured uniformity so that all bits are 
the same . . . an important feature 
you and your customers have al- 
ways needed! 


All cutting parts, point, throar, 
and twist of these Greener 22 
solid-center auger bits are automati- 
cally processed. You always get 
bits with true cutting edges, perfect 
squares, accurately hobbed screw 
points, and cold-formed shanks that 
never vary. 

All this adds up to a new concept 
of auger bit uniformity . . . a decided 
selling “‘plus’’ for you. Here's 
reason again why it pays you well 
to stock and sell the products of 
GREENLEE... your highly depend- 
able source of fine hand tools. 

Write today for full details on 
the milled Green ver 22 solid-center 
auger bits with assured uniformity. 


== 
GREENLEE 


GREENLEE TOOL CO., 1812 HERBERT AVE., ROCKFORD, ILL., U.S.A. 
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The farrous one- 

















piece utility hook 
that needs no 
screws, no tools! 















































Sells on sight from 
display card. 

Bal! point protects 
towels and clothes. 
Bri ated 
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Jobbers, 


) gross ‘oe box. 
‘dickel « + brass 
‘nish. 





ONE-PIECE 


Ph HOOKS © 


One-piece construction 
means shoulders cannot get 
loose. Attractively 
designed and finished. 
Popular 7/,”" size, carded 
in bright colors: yellow, 
red, blue, green, nickel, 
brass or white. 6 sizes 

Vy" to 1," 
/} /a 
1 gross 

in o box. 
Nickel ond 
bross only. 
Popular 
%,” size. 
é6teca 

cord. 


dealers write for samples and 


catalog poges, prices on GRC's full line of 
2 gage hardwore items. 


See your 
ie tenis ae ee 
bers’ inquiries invited. 


GRIES REPRODUCER cons 
World's foremost producer of smal! die costings 
161 Beechwood Ave., New Rochelle, N. Y. 
Phone: NEw Rochelle 3-8600. 











‘Ing materials in 





Early hours of opening 


How would you promote the sale 
of iron and steel reinforcing ma- 
terials to building contractor-cus- 
tomers? 

Karly opening hours to serve 
this trade, and easily accessible 
heavy item displays are two aids 
in selling to this trade. 

Hussey Hardware Co., in Au- 
gusta, Me., does a good volume in 
contractors’ supplies. 


Opens at 7 a.m. 


Each business day the store 
opens at 7 a.m. to cater to the 
varied needs of building contrac- 
tors. To betters serve the needs of 
this trade the firm has three em- 
ployees at the store for early 
opening. 

The shop crew built a rack of 
iron and steel and welded it for 
stocking iron and steel reinforc- 
its rear-of-the- 


Boost sales to contractors 





store storage area in a location to 
enable contractors to drive their 
trucks next to the rack for easier 
loading. Contractors wishing to 
park their trucks outside the store 
can easily find space in front of 
the store at 7 a.m. while most space 
is taken later at later hours in the 
morning. 

Hand and power tools, building 
materials including reinforcing 
cement, tile and fasteners 
are purchased by early-morning 
building contractor visitors to the 
store. 

To attract both contractors and 
homeowners to the store the firm 
exhibits at the annual local home 
show to feature long-carried and 
new lines. Prompt delivery service 
for contractors is another aid in 
catering to this type of trade. 

The firm’s advertising stresses 
contractors’ supplies from time to 
time. 


items, 


Location of this rack of iron and steel reinforcing materials so that con- 
tractors can back trucks next to it helps build sales of these and other lines 
to a number of early-morning customers. 


L 
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How to build 
a more profitable 
chime business... 


. Select a line that doesn’t put you in 
competition with your next door neighbor. 
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Edwards Door Chimes are sold only by a 

limited group of selected distributors. Fewer 
outlets... are selling more Edwards chimes than 
ever before. Less competition... more profit! 





Style-wise, they’re new and different. So distinctive 
they make your selling job easier. It’s an 
eye-catching line! And it features exclusive 
Vibrechord sound. Meliow call of 

welcome that can be heard all through the house. 
Rings as long as a finger lingers on the button. 





Edwards gives you more to offer... 
in sight, in sound, in sell. 


Send for color folder with complete 
description of excitingly styled, 
refreshingly different Edwards chimes! 





*See them! Sleek, modern — no exterior 
sound chamber tubes to mar their beauty! 


now... 
more in sight 
in sound 
in chimes 
















BOLERO 
ebony or white... 
« note and Vibrechord. 








CADET 


white or mahogany 
2 not ome 
e and single note. 






@ CANTERBURY . . $79.96 


& CLARIDGE... 844.96 
with cleck .. $69.96 


UT 


¢ HIDEAWAY 
$9.9 














CL AR imu cabinet, 


, LERO .. $7. 
Westminster melody d BOLERO. .$7.95 


e MINUET. .$8.9 





f CADET. .$4.% 












SAR Tange ae citige ean a Set 






- sings” 
yas a finger lingers on it! 
See, hear, try the new Edwards Door 
Chimes. They'll catch your eye... 
caress your ear! 


At hardware or electrical dealers — or write ‘or full color 
ap tteeesceeess . : brochure and name of nearest distributor. 









Nationally advertised in ~~ 
aiinehieten > NEW EDWARDS DOOR CHIMES 
and House and Garden 4 Edwards Co., Inc., Norwalk, Conn. In Canada: Owen Sound, Ontario 






= 
* 


ey lint sl ‘ :, bili adi. 2 ao | 
> And for freedom from fear of fire... Edwards Home Fire Alarm 
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Suspends Fishing Rods from Ceiling 


Stronger Fur Prices 
Mean 


Bigger Trap Sales 
This Season! 


BE PREPARED — 
STOCK 











TRAPS 


Market trends on furs show signs of 
climbing prices that will have trap- 
pers hot on the trail this season. 
Don’t neglect this important source 
of profits. Stock and sell Victor 
Traps—the trappers’ favorite. 
















NO. 1 5 Fishing rods are displayed at the Ironton (Ohio) Hardware Co. so that the 
vicTOR butts are within easy reach of most customers. Rods are attached to hooks 
sTOP LOSS on a wooden strip suspended a tew inches below the ceiling. Many a pros 
For catching — pect casual/y reaches out to get the feel of the handle, then takes the rod 
rat, en ergction down and buys if. 
Delay® d to 


gvord design® 
revent wring“ F ‘ 
Light-weight 208Y Photo Murals Conceal Storage 
jo - 
s@ 80%. ; . ’ 
NA spreod 4 - Here is one way to hide behind- Photo murals of local industry, 


the-displays storage areas and to livestock pens, farms and historic 
separate your office from the dis- points are used by Boothe & Lewis 
play room. Hardware Co. in Gonzales, Tex., to 


How nat murals can decorate otherwise unattractive or unused areas 


4’, > 
CaN xX We 
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Order Victor Traps by name 
from your wholesaler 


ANIMAL TRAP COMPANY 
OF AMERICA 


Lititz, Pe. © Pascagoula, Miss. 


1 
NANA 
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|) 


HARDWARE AGE, DECEMBER 8, 1955 





. ” Prof more, by celling tou | ! ‘.. 





but -roatune 






























Here’s the profit-plus way to faster sales — feature 
these famous Samson brands. SPOT-CORD — the 
finest, longest-lasting sash cord available at any 
price. AETNA — at its price, a top queclity sash cord 
that means important extra sales resulting from 
dozens of other uses around the home. For clothes 
lines, plastic TITE-ROPE and, in another price range, 
braided cotton CROCUS. 


So save time — save money — Feature these nation- 
ally advertised four and profit more with Samson! 






Stratoline 
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POT-CORD. 












AETNA — Aill-yarn, 
durable braided cord 
in sizes 6 to 16. Sizes 

and 8 in eye- 
catching, break-away 
cartons. 


TITE-ROPE — Sturdy 
wire tine — smooth, 
non-cracking plastic 
cover — sizes 5% to 
6 — twelve 50-foot 
hanks in sparkling 
red, white and bive 
carton. 


CROCUS — Good 
quality — size 6, 
packed in orchid- 
and-yeliow cartons. 
Two 50-foot con- 
nected hanks per 
carton. 


A git! gt rens > 
» 


a 
© Guaranteed by © 
Good Housekeeping 
Y ae a* 
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Starline 






































Boxes — Size 11'/2° x 7 


® 6 one-pound 


® 12 eone-pound 


© 12 two-pound 


© 6 two-pound 





EACH “54 POUNDER’ 
ASSORTMENT consists of 


your best selling common 
or finishing neils pack- 
aged for fast turnover: 


boxes of 6d nails. 
boxes of 8d neils. 


boxes of 10d neils. 


Now you can make money selling nails with 


ATLAS’ NEW “54 POUNDERS” 


complete, self-service 


of counter space 


2 


boxes of 4d nails. 


in less than I sq. ff. 
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INDIVIDUAL SLEE 


58 pounds. 
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OXES ARE COLORFUL, WELL MARKED 


Each box of each size nail is compact, 


and clearly marked as to content. 


Col- 


lectively in the new “54 Pounder” display 
cartons they constitute a powerful selling 


unit. 


Inside their sleeve boxes the nails 


ore corded to save space in your store 
- ++ and in your customers’ homes. 


Actual Size 34" x 3” 


This is Atlas’ newest contribution to fast turnover and quick profits. 
The stout corrugated cartons each occupy less than one square foot 
of counter space —- more than pull their weight as sales builders for 
your most popular sizes of common and finishing nails. Stock both 
of these new “54 Pounder” assortments now to give your store an- 
other edge in the do-it-yourself market. 


Shipping weight per carton: 


Ask your wholesaler’s salesman. 


Atlas 


FAIRHAVEN, MASS. 


TACK 
CORP. 
HENDERSON, KY. 








separate the top of the walled-in 
office and storage areas from the 
sales areas of its store. 

Twelve photos of local scenes 
were blown up into murals three 
feet square and placed in a contin- 
uous frame along one side and the 
rear wall of the store. Framing 
strips between each photo give the 
effect of individual framing of 
each picture. Five of the pictures 
separate a storage area from the 
store, and seven top the walled-in 
offices of the firm. 


Ross Boothe, co-owner and man- 
ager, says of the usc of the photo 
murals, “They changed two unat- 
tractive areas, too high for mer- 
chandise display, into attractive 
sections. Many local people bring 
their out-of-town friends into the 
store just to show them the 


photos.” 

These visits lead to many im- 
pulse purchases of a variety of gift 
and utility type merchandise. 


oe 


Sells Hunting Idea 


One-third of the three column by 
15-in. ad used in mid-October by 
D. & F. Kusel Co. in Watertown, 
Wis., was given over to showing a 
hunting scene. The head, let’s go 
hunting, had near it a reminder of 
the pheasant season opening that 
week. In addition to iliustrations 
of hunting coats, a shotgun and 
boots there was brief copy on 
several items as well as large type 
price reminders on hunting acces- 
sories. The firm name was indi- 
cated together with notation that 
it issues hunting licenses. 
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"It has this advantage; when your 
neighbor isn't using it, it will return 
home.” 
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’ Abetter twist 


--FOR MAKING EVERY BUYER 
A STEADY CUSTOMER! 


®@ Selling top-quality drill sets wins your 
customers’ confidence . . . brings them 
back to buy other tools, other products! 


Standard Wood Boring Drill Sets are 
carbon steel, specially tempered to resist 
wear and damage, cut clean and fast. 


And every time you sell this drill set, 
with its visual cover, you’ve made 
five sales in one! 


NO. 14 WOOD BORING DRILL SET. Make these profits yours. Order Standard 
Five Carbon Steel Drills with %” shank. Wood Boring Drill Sets from your 
Sizes Ya", He", V0", Ke", 2". Hardware Wholesaler. 








HIGH SPEED AND CARBON DRILLS FOR METAL, WOOD AND MASONRY 


STANDARD TOOL (70. 


2 mee) hae Se Se oe 2 ee NEW YORK « OT TPHIT « HiT AGO « DALLAS «© SAN FRANCISCO 


THE TANMARD LINE: Jwist Drills - Reamers - laps - Dire - Millin. Cutt rs - “nd Mills - Hobs - Counterbores - Carbide-Tipped Tools - Gages 












QUALITY—"By the makers of Flexscreen” is 
your guarantee of flawless finish and smart de- 
sign. A complete quality line of Andirons and 
Firesets priced to sell! Flexscreen ratione! adver- 
tising will now bring you customers on Bennett 
Andirons and Firesets. 


STYLING—The new “Picture Frame Flexscreen”’ 
literally frames the glowing beauty of the hearth 
in a three-dimensional, moulded design achieve- 
ment and immediately out-modes all flat-faced 
frames. Plus so many new and different features 
that we say, “Please, sample this new ‘Picture- 
Frame Screen.’ ”’ 





EASY SELLING—Pre-Assembied Attached Flexscreen! 
Just three volume selling stock sizes take care of 80% 
of all customers. NOW Fiexscreen offers these three stock 
sizes 30” x 28”, 36” =x 30” and 42” x 32” completely 
pre-assermbled. If you've been turning down attached 
Fiexscreen business because it was “special order,” 
here’s the most popular type of all curtain screens that’s 
as easy to stock and sei! as the Frame type. 


GET THE FULL STORY—wWe have a complete 
promotion ready for you-—backed by the biggest 
Flexscreen advertising program ever. Full page color 
Ads in More magazines. Ask your Flexscreen Sales- 
man—or write us 


BENNETT - IRELAND INC. 
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HEAT PARADE 





e Faces in a 








Hardware store 


photo by Mildred & Laurence Tilley 

Here is James, the handyman 
from the big estate, who buys a 
little of everything and always 
charges it. When time comes for 





ite 
e. 


the bill to be paid, the owner of 
the estate usually insists he is 
being cheated and is slow, very 
slow in paying up. This is one of 
a series of caricatures appearing 
in HARDWARE AGE created by the 
Tilleys entirely from hardware 
merchandise. An interesting group 
of six of these photos appeared in 
HARDWARE AGE, Aug. 18, p. 82. 


Wastebaskets with Sand 
Help Keep Floors Clean 


Do you have a problem to keep 
your store floor free of cigarette 
butts and ashes. 

A good solution is that used by 
Anderson-McGriff Co. in Atlanta, 
Ga., in whose store colorful metal 
wastebaskets are filled within three 
inches of the top with dry sand. 
Dry sand slows the corrosion. 
Butts are sifted out and the same 
sand used continuously. 

These clean floor insurance units 
are used in many locations in the 
store. Two or three of these con- 
tainers may be seen from any point 
in the store. Their use has prac- 
tically eliminated the grinding of 
cigarettes on the asphalt tile floor. 

This simple idea saves much 
labor in the cleaning of the store. 
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SPECIAL FEATURE OF CARD 


Blade pulls out through slot in blister. Cus 
tomer can examine blade without opening 
ir damaging card. 
Assortment of 3 each HANDY® (1% inch 
blade) in 6, 8 and 10 feet... and 2 MIGHTY 
HANDY (*4 inch blade) 10 feet. These are 
the regular high-quality K&E Tapes. In com- 
pact carton weighing 4 lbs. 2 ozs. 


KEUFFEL & ESSER CO. 


HOBOKEN, N. J. 
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You sell for. . . $15.76 


Your cost .... $9.84 
Your mark-up ($ 5.92 60% 


For a limited time 


Individual “blister” cards 
for self-selling display on your 
perforated board or counter trays. 








A FEW WAYS THE CARDS CAN BE DISPLAYED 
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Breaking all-time 





chain sales records — 
Chain’s exclusive 

















"HEASURE “MARK 








Marked every 5 feet.. quick, exact measuring 








Color-Coded. . instant identification of 
chain grade 
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GREEN "Measure-Mark" for Camp- 
bell Proof Coil Chain 
RED “Measure-Mark" for Campbell 
BBB Chain 
BLUE "“Measure-Mark" for Camp- 
bell High Test Stee! Chain 


ORANGE corr ivicy chein 


for 











































Chain sellers and users everywhere . 
have been quick to recognize the advantages of new 
Campbell “‘Measure-Mark”’ Chain. No more cumber- 
some measuring—just count the colored five-foot 
markings. And you can instantly identify the proper 
grade of chain with Campbell’s exclusive Color-Coding. 
Saves time—assures accuracy. Get all the details on 
this completely new time-and-labor-saving method of 
handling chain—available only from Campbell. Write 
today, or ask your Campbell Distributor. 


Ly 
gy 


rn 
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ve 


Labels are Color-Coded, too, for instant 
identification. Space is provided for“ Per- 
petual Inventory”’ to tell you at a glance . 
\ just how much chain you have in stock. A 


aa @/d 
CAMPBELL 


AVAILABLE ONLY FROM at a 


CAMPBELL CHAIN @onnéang 


Main Office, York, Pa. 
West Burlington, lowa « Portland, Oregon «+ Sacramento Calif 


Makers of the famous Lug-Reinforced Tire Chains 











—What the Law Says— 


Guard Against That 
implied Warranty 








By ALBERT WOODRUFF GRAY 


Beware of implied warranty. An 
Iowa hardware dealer wishes he 
had done so. Death of some hogs 
to whose owner the dealer sold 
some hog spray used on the ani- 
mals resulted in a law suit with the 
dealer the loser. 

The farmer wanted to spray his 
hogs, and asked the dealer for the 
necessary material. 


The dealer said, “I’ve got a good 
hog spray. I’ve sold a lot of it and 
I'll guarantee it. Put it on full 


strength with a sprinkling can and 
put the hogs in a place small 
enough so that they will climb over 
each other. Put the spray all over 
them.” 

The dealer sold a five gallon can 
of the spray to the farmer. The 
farmer put about 200 pigs and 20 
sows in a hog house and sprayed 
them with about a gallon and a half 
of this spray. Then he left to refiil 
the sprinkling can, returned five 
minutes later to find the pigs on 
their sides, mouths open, kicking 
and gasping for breath. The sows 
were on their feet milling rest- 
lessly around the hog house. The 
next morning 56 of the pigs were 
dead. Nine more died and the sows 
were worthless for breeding. The 
pigs were valued at $30 each, the 
sows at $160 each. 


Customer wins suit 


In the lawsuit the jury decided 
against the hardware dealer. The 
dealer appealed, contending that he 
was not liable for the farmer’s loss 
as the spray had not been war- 
ranted and further, that the farmer 
had bought it by a trade name. 

The judgment against the hard- 
ware dealer was affirmed last April 
by the Supreme Court of Iowa. The 
law, that court pointed out is that, 
“In the case of a contract to sell or 
a sale of a specific article under 
its patent or trade name, there is 
no implied warranty as to its fit- 
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“Weatherstrip for the bottom of 
overhead-type garage doors 


| STAN 
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by simply calling te 
deer bottom 





WEATHERSTRIP . 
for DO-IT-YOURSELF market! one 
ee aeet 
shocks and jolts of repeated door closing. 
> Easily installed. 


ceeeee acess 
| eeeees 
66% MARKUP! (ee 
fo es 
> Made of a special rubber compound to absorb 
: > Seals out snow, rain, dust, dirt. 

>» Protects door bottom from rotting. 

& 8-foot strip retails for $2.95. Dealer cost $1.77. Sales impact counter display and 

> Check your wholesaler. Stock up now. demonstration block furnished FREE. 








Building Products Division 
Port Clinton, Ohio 
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“You, too 
will do 


better with 








pumps and complete 
water systems \, 


So [ZBVE ees. cl 


because harmcter 
has meant dependable 


quality since 1888. 
Easy- ge’ 


to-Instal| 





simple construction. 
And Easy -to-Service 





readily accessible and 
call-backs are rarely 


Ask for 

information 

about the Aermotor 
Dealer Franchise. 








AERMOTOR COMPANY 


2500 W. Roosevelt Road, Dept. 8012 
Chicege &, fl. 


74 


AERMOTOR 
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ness for any particular purpose.” 


In application of this statute to || 
the facts of this case, the court | | 
said, ‘““The store owner contends no 


warranty can here be implied be- 
cause the spray was sold under a 
trade name. However, the farmer 
did not purchase this spray by 
name but for a particular purpose, 
made known to the owner of the 
store and he did not rely upon a 
trade name but upon the seller’s 
judgment in furnishing him the 
spray for that purpose.” 


Then of the defense that no | 
| warranty had been made by the | 


store owner of the quality and fit- 
ness of the spray, the court re- 
ferred to the statement made by 


the store owner at the time the 
_ spray was sold, that he had a good 
hog spray, had sold a lot of it and 
| had guaranteed it. 





The court said, “While it appears 
that the word ‘good’ is used to 
designate quality, kind or condition 
of goods sold, it is an affirmation 
of fact or promise, as the case may 
be, and not a mere expression of 


| opinion. 


“The word ‘good’ is very com- 


prehensive in its meaning. As an | 
' 





adjective, according to the context | 
and with due regard to the connec- | 


tion in which and the circum- 


stances under which it is used, the | 
| word may mean reasonably sound 


and suitable.” 


Court defines warranty 


This the court 
with a definition of warranty as 
“Any affirmation of fact or any 
promise by the seller relating to 
the goods, is an express warranty 
if the natural tendency of such 
affirmation or promise is to induce 
the buyer to purchase the goods re- 
lying thereon.” 

In conclusion the court quoted a 
paragraph of the Uniform Sales 
Act applicable to circumstances of 
this character, which is a vital fea- 


ture of the law in sales talk and in | 


the sale of any goods. 


The court said, “When the buyer | 


makes known to the seller the par- 


_ ticular purpose for which the goods 
are required and it appears that 
_ the buyer relies on the seller’s skill 
or judgment, there is an implied 


warranty that the goods will be 


_ reasonably fit for such purpose.” 


supplemented | 
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TOLLET 
SEATS 


most beautiful 
most sanitary 


they sell on sight 


CENTURY PLASTIC 
PRODUCTS, INC. 
CLEVELAND 2, OHIO 

















HARRIS 
METAL FLOATS 








i Made of copper, plain steel, copper 
plated steel, stainiess steel, KA-2SMO, 
aluminum, brass, monel, pure nickel, 
Admiralty and Everdur or any suitable 
metal for open tank and all pressures. 


i Seamless copper bal! floats carried 

in stock in diameters of 2'/,"" to 12°’ 
inclusive for open tank and pressures of 
25, 50, 100 and 150 Ib. Ficats in specic! 
sizes and pressures to your specifico- 
tions. 


i Seamiess copper bali floats corried 
ond 150 ib. Floats in special sizes. 


MADE TO ee Stainless stee! 
= _— lerger than 12°' diameter 
be made up specially. Write for 
METAL FLOAT catalog. 


DEPT. HA. 


ARTHUR HARRIS * § COMPANY 


RIM ABERDEEN $I PLLENGQ?HS 
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Puts you in the 


PROFIT PICTURE 


with 


eo ah Ceol (ly MET-L-TOP 
~ HERNAN esi emer teMERERNER TENE CT 4 
Se e. IRONING TABLES 
we ... the nationally advertised ironing table 
that is nationally known for comfort, hand- 
some appearance, rugged construction... 


and the big profits it is making for dealers 
everywhere! 


Creal” (ily MET-L-TOP 


PADS AND COVERS 


... fit MET-L-TOP and all other standard- 
size ironing tables. Sanforized covers... 
“made right to fit tight.” Cotton kait or 
Goodyear Airfoam rubber pads. 
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| ' GALVANIZED WARE 
MODEL C-690... MO. The Cream City items shown below are just 
Retails for $13.95. <a os a few of over 75 different products in the 
Al by ther cn “sy 5 famous Cream City line of sell-on-sight items 
so three other for the home, farm and garage. 
Met-L-Top Models 
eee Ste GEUDER, PAESCHKE & FREY CO. 


ae oy ” a 1700 W. St. Paul Ave., Milwaukee 1, Wis. 
EXPORT AGENT, 25 Beaver St., New York 4, N.Y. 


Over 75 different 


and galvanized 


MODEL 375... 
Retails for $2.98. 
Other Models at 
$1.49 and $2.29. 


3 Great Lines of Housewares 


j 


SINCE 1880 
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SHELF - HARDWARE SPECIALTIES 


PACKAGED TO SELL 
ating "saks- -and profits Ws 8 


attractively 
packaged than any 
comparable line! 
it's : reason why 


well made and finished, rust- 
resistant and priced to meet 
competition. Ask your jobber. 


25 Grenville St., Toronto 1 
Ex : Mall & Reis, tac. 
ioe Breedeay, New York 6 


919-931 No. Sth St. 
PHILADELPHIA 723, PA. 


Worth asking for... by NAMEGE@ werasers speciates 
29+ PAB of EF et v7 23 





if 


one 


/ MECHANICS TOOL CHESTS 
,/ UTILITY CHESTS 

/ FISHING TACKLE BOXES 
/ CASH & SECURITY BOXES 
/ PERSONAL FILE CHESTS 
/ UTILITY CABINETS 

/ SPECIAL CHESTS & BOXES 


CALL 


. 
¢ 


ie UNION ba 


Lt 


FOR ALLS 


it's a fact! .. . UNION is headquarters 
for the most complete line of all-steel 
chests available today . . . in sizes and 
styles priced to meet all customer re- 
quirements. So why not call UNION 
once and for all! 

WRITE for complete cat- 
JOBBERS alog and Fe compen ak 
DEALERS | ae Chests ond Tackle 

es. 


—UNION sreex cuest core. 


ROY NEW YORK 





Staircase Display Attracts 
Traffic to Basement 


Shadow box, point-of-sale display 
material and condensed directory of 
basement departments help attract 
attention to lower floor displays. 


How can a hardware dealer op- 
erating a store with basement de- 
partments attract traffic into the 
lower floor? 

Some dealers do it with large, 
colorful and illuminated signs. 
Others use the same technique with 
a partial display of some of the 
outstanding basement items shown 
next to the signs. And othefs call 
attention to the lower floor mer- 
chandise by a condensed basement 
directory. 


The branch store of Eric Fromm, 
Inc., at 13975 Woodward Ave. in 
Detroit, uses a large sign listing 
some of the departments, topped 
by a shadow box display for that 
purpose. 

This branch of Fromm’s has a 
wide stairway in the center of the 
first floor into the basement in 
which are displayed housewares 
and gift lines. 


All customers entering the first 
floor note this wide staircase from 
the main aisle. 

As in most stores with a selling 
basement, Fromm’s needed some 
way to make people aware of its ex- 
istence so that they will be impelled 
to go downstairs. 

James E. Fromm, general man- 
ager of the firm operating a group 
of hardware stores in Detroit, says, 
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FORGED STEEL...CAN’T BREAK 


OR BEND in NORMAL USAGE! 


SO LIGHT A WOMAN 
CAN USE IT! 


The handle can't come 
loose because it is wedged 
tightly into the eye. 


HANDY PACK 


of one dozen handled 
mattocks. Sturdy corru- 
gated containers that 
simplify your warehous- 
ing problems. 


CHOICE OF HEADS 


Pick or cutter ends available 
_each end ground to a sharp 
chisel edge. 


Otte 100“ Year 


Klein -Logan Co. 


122 South 13th Street © Pittsburgh 3, Pa. 


PICKS * MATTOCKS + HOES * HAMMERS 
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Handle is strengthened 
at point of stress. Head 
cannot turn or come 
loose due to shape of eye 
and wedged handle 


Lightweight garden mattocks that sell 
on sight! Nothing like them on the mar- 
ket. Rich blue painted forged steel heads 
with strong hickory handles in a beauti- 
ful cream color. 


y 


A finer, better, all-around product 
competitively priced. Developed by 100 
years of Klein-Logan craftsmanship and 
know-how in steel forging. 


7¥50 


nn & Company 


ae miaqg ‘ ompoany 


BARS * WEDGES + MINING AND RAILROAD TRACK TOOLS 


77 








Event *4 in the Boontonware Program 
is beautiful, full color backdrop for 


YOUR BOONTONWARE 
CHRISTMAS WINDOW 











Dear Thommy-the Coorlonwartts from. us 4o we cant traah any more dikhts-.... 


‘ fi ; ‘ E oe ‘ 




















Splendid full-color reproduction in the shape of a giant Christmas card makes a 
heart-warming backdrop for your window. 


Who can resist this Christmas morning family scene? It’s 
the kind of setting sure to mark your store as neighborhood 
Christmas gift buying headquarters. Sure to bring you cus- 


tomers you don’t ordinarily sell. 


As part of the Boontonware Selling Program, your resource 


has a backdrop reserved for you free for the asking. 





“We believe that this shadow box 


,and sign help to draw people to the 


basement, who might not other- 
wise go down there. The sign and 
display call attention of the pub- 
lic to the basement, very little of 
which is visible from the main 
floor.” 

Displays atop the basement en- 
trance emphasize the variety of 
merchandise available in the lower 
level. The area above the shadow 
box was utilized to show point-of- 
sale wallpaper displays. 

The shadow box occupies space 
which would otherwise be of limited 
value for display purposes. 


Wire, Chain Display 


Wire cable and chain are effectively 
shown in limited space at Koltes 
Lumber Co. in Lodi, Wis., at the end 
of a display table. Spools of wire 
and chain are supported on a length 
of pipe inserted in slots in the sides 
of the three-level rack. Prices of 
cable and chain are marked on tags 
inserted below each item. 








Lyoorilonware’ 


YOUR #1 MELMAC DINNERWARE LINE 


; 
: 
: 


MANUFACTURED BY BOONTON MOLDING CO., BOONTON, N. J. 


HARDWARE HUMOR 


Ag 4 
Ve 


“Look, I'm not a discount, 
Mac—/ just want you to knock a few 
dollars off the price!” 


SKING ror @ 
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Genuine 


TNE ND .. Lrineyou the Leet 
Chrictras Merohanilee ever... 


King Sige FLORENTINE BRASS 


TRAY TABLES and HOSTESS CARTS 











for quality 


PROFIT with the new trend in 


informal living... 





spurred on by television and 


ie “family rooms”’... 


catered to by the luxurious 
convenience of the original 


King-Size trays.. 
the beauty of Florentine Brass... 


the sturdy solid construction 


of Cal-Dak products... 


(4. Dok tray tables 
GAN on yy iy Be 
the 104 ig tae 
git tor every home! em =e eons 


Tray Table $5.00 
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+ EASY-TO-STORE 


Three factories to serve you better. 









Co-1s READING, PA. + LA PORTE, IND. + COLTON, CALIF 
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. . « bringing the complete line of 
SHARON REFILLABLE FASTENER 
ASSORTMENTS TO 721 


Over 1000 sizes of the most wanted 
nuts, screws and bolts . . . in just 
14 feet of shelf space! 


SHARON ASSORTMENT O86M-920 
OVAL HEAD BRASS MACHINE 
SCREWS AND NUTS 


* 920 pieces... 12 sizes of screws 
from 6/32x% to ‘/4-20xi . .. 
with 4 sizes of nuts te fit. 


SHARON ASSORTMENT OBW-960 
OVAL HEAD BRASS WOOD SCREWS 


* 960 pieces in (5 sizes from 
#4 to 12 dia., 2 to 1/2 long. 








ashington 
NEWS and VIEWS 


Reports on Events Affecting the Hardware Business 














(Continued from page 10) 


Customer Excess By 1975 
Says Census and Industry 


Hardware dealers will have plenty 
of customers eager to buy 20 years 
from now, but they’re going to 
have trouble finding adequate em- 
ployes and may not be able to sup- 
ply all the demands of consumers. 

That outlook is the result of two 
recent reports made in Washington. 

The first, from the U. S. Census 
Bureau, predicts that this country’s 
population will be between 207 mil- 
lion and 228 million persons by 
1975. By 1960, today’s 165 million 
Americans will rise to almost 180 
million; to 193 million by 1965, and 
over 200 million by 1970. 

Industrialists testifying before 
Congress on the impact of automa- 
tion, automatic control of produc- 
tion, claim that increasingly rapid 
output of goods at greater efficiency 
will mean more pay and fewer 
hours for more workers. 

They foresee a point in the fu- 
ture when consumer demand, be- 
cause of better conditions, will out- 
strip the number of workers and 
create a labor shortage and possibly 
an excess of demand over supply. 

To offset this possibility, the bus- 
inessmen say, every effort must be 
made to increase use of machines so 
that supplies can keep up with de- 
mand as the economy expands. 


Letters Now Can Be Mailed 
In Fourth-Class Packages 


For the first time in history, the 
postoffice now permits letters or 
messages to be mailed inside pack- 
ages or publications under a new 
combination mail service. 

The phrase, “sending under sepa- 
rate cover,” need not grace an in- 
voice or letter again. 

The postoffice, on Nov. 28, 
adopted new rules permitting a let- 
ter or other single piece of first or 
third-class mail to be placed inside 


the fourth-class parcels. All that 
is required is that the mailer indi- 
cate on the outside of the package 
that a letter is enclosed and pay the 
regular postage rate for the parcel, 
plus an extra 3¢ for the letter. 


All postage must be placed on 
the outside of the parcel. 

The new service, which will be 
tried for 60 days before becoming 
final, should be of special use to 
business firms sending substitute 
products and wanting to explain 
why; to companies including sales 
letters with samples of merchandise 
or promotional items; and to man- 
ufacturers sending operational, 
maintenance, repair and guarantee 
instructions with household appli- 
ances. 


Mailing of two classes of mail 
together through use of separate 
but attached envelopes and con- 
tainers has been available for some 
time and will continue to be per- 
mitted. 


Salesmen Seek Five Changes 
In Federal Tax Regulations 


Salesmen are asking Congress 
for five changes in the tax laws 
which they claim would eliminate 
undue hardships imposed under 
existing laws and regulations. 


The Bureau of Salesmen’s Na- 
tional Association is asking the 
Senate-House Committee on In- 
ternal Revenue taxation to recom- 
mend the laws be changed so that: 


Salesmen could treat a two-year 
period as an economic unit and 
average income on that basis for 
tax purposes, since salesmen’s in- 
come fluctuates. 


Laundry expenses could be con- 
sidered part of travel expenses. 

Self-employed persons be given 
the right to establish their own 
pension plans, and that contribu- 
tions to the plans be deductible in 
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“J&L WARE MOVES FAST, TOO 
... with higher profits for you” 


Your customers know J&L Galvanized Ware—They'll tion. If you need additional information or help, write 
keep your stocks moving fast. direct to J&L. You'll be glad you did. 


Galvanized ware moves better and profits are more , ; , , 


satisfactory when you stock a line with an accepted name 
STEEL CORPORATION 


like J&L. Your customers have confidence in the J&L 
CONTAINER DIVISION 


name and its reputation for quality and sturdy service. 
J&L galvanized ware is priced for the big volume 
405 Lexington Ave., New York 17, New York 
Galvanized Ware Plants: Teleds, Ohio, and Ationts, Georgia 






market. It yields a healthier profit to the hardware 
dealer. Ask your hardware jobber for complete informa- 
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are received. 
this is pending.) 


NEW! 


sliding door hardware 
STANLEY 2800 
i 


For %” and 1%” By-Passing Doors 
In One Package 
Half Inventory e Double Turnover 


a t 
e. yo 


Track with 
Built-In Built-In 
Header Trim Header Trim 
For %” Doors For 1%” Doors 


Track with 


SALESMAKERS 


FREE Salesmaker included 
with your order (about 
$200 Retail Value) for 
any 24 sets of Stanley 
2800, 2804 or 2808 and 
Sliding Door Pull Assort- 
ment 2970A — a com- 
plete trim department in 
one package. 


WM 2800 WM 2804 


Free Salesmaker in- 
cluded with your or- 
der (about $70 Retail 
Value) for any 12 sets 
of Stanley 2800, 2804 
or 2808. 


FREE Salesmaker with 
your order ($60 Retail 
Value) for Sliding Door 
Pull Assortment 2970A, 
or pulls of equal value. 


Ask your wholesaler about this new Stan- 
ley Sliding Door Hardware. Ask him 
about Stanley 2800. Now is the time to 
sell this Stanley quality, easy-to-handle, 
easy-to-install, competitively priced hard- 
ware. 

Write Stanley Hardware, 38D Lake St., 
New Britain, Conn., for free copy of 8- 
page 2800 catalog, newspaper mats, price 
list, and stuffer for customer mailings. 


STANLEY 


The Stenley Works + New Gritain, Conn. 





| portation be either 


| made non-applicable to traveling 
| salesmen. 








| nishes 





| been 


a limited amount when paid and 
taxable in the years when benefits 
(A bill to accomplish 


A traveling salesman be treated 


| as an employee, rather than as an 


independent contractor, so that he 
can get accident and health bene- 


| fits, death benefits, and pension and 
| profit-sharing benefits. 


Excise taxes on autos and trans- 
repealed or 


Dealers May Benefit By 


New Government Barometer 


A new economic barometer devel- 


| oped by the Federal Reserve Board 


will pinpoint consumer spending 


_and should furnish businessmen 
_and marketing analysts with reli- 


able advance warnings of economic 
developments. 

The board, after nine years of 
development work, is now applying 
its new system, called flow of funds 
accounting. The new system fur- 
parallels of the past as 
guides to meet future economic 
problems. It will give the most de- 


_tailed information yet produced on 
the financial status of consumers, 
| showing their sources of income, 
| expenditures, 
| behavior patterns. 


and their economic 

Statistical reports using the flow 
of funds principle will appear 
yearly at first, but will be brought 
out on a quarterly basis in a few 
years. Flow of funds figures soon to 
be made public are expected to 


| throw new light on what occurred 


during the 1949 recession. 
Studies using the principle have 


already shown that consumer eq- 


uity in new and used homes has 
thinning since the end of 
World War II, the board says, and 
may be the cause of the concern in 


_some quarters about the present 


use of mortgage credit. 


Radio Gains 43 Pct, TV 
| Output Up 27 Pct In ‘55 


Production of television sets dur- 


| ing the first eight months of this 


year was about 27 percent higher 
than the same period in 1954, and 
radio output gained almost 43 per- 


ARMSTRONG BROS. 


Better PIPE TOOLS 


PIPE CUTTERS 


“ARMSTRONG BROS.” Three wheel and 
Standard wheel and roller Pipe Cutters are 
quality cutters throughout ... built te give 
years eof goed service. 

“ARMSTRONG BROS.” drop forged Pipe 
Cutters are built for lifetime service with 
i-piece drop forged steel heat treated bedy 
and «a replaceable hardened steel nut te 
take up the wear and thrust of handle screw. 
Used either as li-wheel (with 2-rollers) or 
S-wheel (fer clese quarters). 

“ARMSTRONG BROS.” Knife Blade Catter 

* are machined from special alley tool 
steel properly heat treated. They 
eut rapidly and easily, held their 


‘The Teel Helder Peoepie’ 


5214 W ARMSTRONG AVENUE + CHICAGO 30, LL 








jobber's salesman about 
FULLER'S GOLDEN 
HUNDRED SALESMAKER 
with unique SCREW DRIVER 
TESTER and 100 famous 

Fuller Screw Drivers! 


' 
L FULLER eer 


= World's Lergest Producers of 


= Unbreakable Amber Handle Tools 





3522 Webster Avenwe,. New York 67 








HARDWARE + TOOLS + ELECTRIC TOOLS 
STEEL + STEEL STRAPPING 
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cent over the same period. 


















a CUTTING 
| & EDGES 
| HEAVY CUTTING 


LIGHT CUTTING 





















now one hack saw blade for 
cutting all thicknesses of metal 






th 











Home owners and me- 
chanics will really go for 
this new double edge 
blade. 


, CP OCDREAED 
ae 


This is something really 
NEW for Hand Hack Saw 
Blades. One 12 inch dou- 
ble edge blade that han- 
dies all thicknesses of 
metal cutting. 18 teeth 
on one edge for general 
heavy cutting .. . bolts, pipe and rod; 24 teeth on the 
other edge for cutting thin sections . . . sheet metal, light 
tubing, thin wall conduit, etc. HEAVY cutting and LIGHT 
cutting all on one blade. 























And these new double edge blades are individually 
carded and packaged in a real SELL display. This will 
give you impulse sales on what is often an accommoda- 
tion item. 









50 carded blades to the display. Ask your jobber for 
this really NEW Hack Saw Blade. 









G. W. GRIFFIN CO. +- FRANKLIN, NEW HAMPSHIRE 
Sales Representatives: John H. Graham & Co Inc., 105 Duane Street, New York 8, N. ¥. 










FRANKLIN, 
- f NEW HAMPSHIRE, 





HACK SAW 


BLADE = 









> a ip : fe % = : ? “at 
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the line 
that converts 
prospects 


.With These Priced-Right Blades! 


Special Flexible or Flexible — Best all- 
around utility blades where economy is 
desired 


“Moly”® High Speed Steel — Outlasts 
standard high speed steel blades 10 to 1! 


. .With These Top-Selling Frames! 
STAR No. 10 and No. 15 
frames with colorful ‘Tenite #"™ 
handles fit either 10” or 12” 
blades, yet are built around 
a solid one-piece steel back- 
bone, the most rigid con- 
struction ever devised. New 
under-the-handle lever-lock 
makes blade changing easy 
and automatically puts cor- 
rect tension on every blade. 


STAR No. 20 frame is ad- 
justable for 10” and 12” 
blades. Features extra- 
leverage tension lock. 


. With These Eye-Appealing Displays! 


STAR 
“Flex-Pak’’* 


Enables you 

ae to carry a stock 

of STAR “Molyfiex’”’ 

blades, helps you trade up 

your customers to “Molyfiex” at four times 

the profit! Contains 20 “Molyflex” High 

Speed Steel and 80 Unbreakable Special 
Flexible blades. 

Le 


STAR 
“Molyfiex” 
Assortment 

No. 166 


Three-color easel card holds 10 “Molyfiex”’ 
blades, assorted 18- and 24-tooth. Four 
times the profit for you . . . four times the 
cutting efficiency for your customers. 


STAR Special Flexible Assortment No. 45 
Attractive two-color card carries fast- 


selling all-purpose assortment of 10” Spe- 
cial Flexible blades. A best seller for years. 


@ 1936 


NEW Metal Cutting Booklets ond Wall Charts. 


Sold Only Through 
Recognized Distributors 


CLEMSON BROS., Inc. 
Middletown, N. Y., U.S. A. 
MAKERS OF HAND AND POWER 
HACKSAW BLADES, FRAMES, MET- 
AL CUTTING BAND SAW BLADES 
AND CLEMSON LAWN MOWERS. 


Hardware and allied 
trade events up-to- 
date in each issue of 
Hardware Age 








Convention Check List 


For complete details about the conventions listed by dates below see 
the alphabetical listings following this quick check list. 


1956 
January 


8-11 Gitt Show, Washington, D. C 
| Janney, Semple, Hill & C An 
nual Reto ‘ers. ontere nce 
Hibbord, Spencer, Bartlett & Co 
3rd = Annuc! Mdse. Convention. 
Auburm & True Volue Dealers . 9 Wisconsi et Mordwor 
Western Retail Implement-Hard ri wa Retoi! Hordware Ass 
wore Assn. : nnecticut Hoardwore Assn 
Dakota Retoi! Hardware Assr 13 Arkansas Reto Hordwore Assn 
lational Winter Housewores 12-1 Vest Virainic verwaare As 
Show Chicago 12-15 Calitornio Reto orawore re n 
| untain Assn. Hardware & Tri-State Hardware & Implement 
mplement Decliers Assi 
Lamp Show. New York 3-15 chiaan Retai! Hardwore Assn. 
Home Furnishing Accessories 3 N York State Retail Hordware 
Show New York 
ndiana Retail! Hardware Assn. 3-15 Our O Hoard 
Midwest Garden Supply Trade holders’ Meeting 
Show, Chicago lise Exhibit 
Minnesota Retail Hardware Assn. 13-16 Supplee-Biddle-S 
Mountain States Hardware im- handise Fair 
plement Assn 14-16 Missouri Retail Hardware Assn. 
| Texas Hardware-|mplement 14-16 Nebraska Retail! Hardware Assn 
ssf Alabama Retail Hordwore Assn 
| Ace Hardware Corp., Annual! | Cotter'& Co., Annual Convention 
>nvention & Merchandise Sho 
2 Kentucky Retai! Hardware | | Northern Wholeso Hordwore 
Assn Co., 34th Annuc 
31-Feb. 2 Pennsylvanic-Atiantic Seca | Tennessee Reto 
boord Hordwore Assn. 22 New Enalond Hc 


» 


* 


).22 New England Hordware 
February ean 
& Mississippi Retail! Hardwore Assn. 11-23 Carolinas Hardwore Assn 
North y ree Retci| Hordwore } ilinois Retail Herdwore Assn 
As 3 Oklchoma Hordwore & imple. 
8 32nd Western Merchandise Gift ment Assn 
Chi na Housewores etc. Show, Pac fic Southwest Hoardwore Assn 








National Events 


Industrial Supply Convention, May Sponsored by American Supply & 
21-23, 1956, at Atlantic City. At- Machinery Manufacturers Assn., 
tendenec restricted to members. W. B. Thomas, Hunter-Thomas As- 
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post| Seven SAopanate. Christmas Specials 


POWER TOOLS 
~ PRICED FOR 
PROMOTION! 


The VALUE in the product 
brings people in the door 
The Shopmate line of power tools 
offers you seven Christmas Specials. 
Here’s ample variety to offer those 
who insist on buying promotional 
merchandise. And at costs that permit 
attractive retail pricing! This source of 
plus business will produce profits 
somewhere. Why not for you? Return 








POWER SHOP 





the coupon for full-color illustrations 
of all Shopmate Christmas Specials 


. . ‘ ; ~1 %” Drill Kis. ¢ niains accessor- 
No. 1950-60 Drill-Saw Pegboard Kit. Contains , inf ati > Oo! . 
M4 : drill, Saw attac hment, and all accesso- and comple e information. Mail th re in ee gh ie “oo — 
ries for grinding, sanding, and polishing. A coupon, today! — ung, ey vont 2 4 eaten, sg te 
total of 37 pieces. Pegboard fastens to wall, pen lteger pte Bin soni Pe 









: rie? | ‘ iy ’ ; , | ; ry ere 
keeps all tools handy. —< —_— o ey Sang Va priced 
. a Spi 










, ’ 
: 
4 : 
SCo>- 


. 


, No. 740-6 Shop-Toter Drill and Saw Kit. F'ea- No. SDA-5 Automatic Screwdriver Attachment. 

No. 620 Saw. Features exclusive Pet-O- tures new geared-chuck drill with all-new Fits any 4” electric drill. Slip clutch pre- 

Matic Slip Clutch. Eliminates “kick-back” 2amp. AC-DC motor and ZP-1 Drill Saw vents motor overload. Three slotted screw 

r and motor overload. Cuts dressed 2 x 4 at Attachment. All-steel welded case contains bits, Phillips screw bit, and Allen wrench. 
45°. Biggest saw value today. 36 pieces for drilling, sawing, sanding, and Smart white Styro-Foam Christmas 





2 Aokie i Y: 





eee 





, polishing. package. P 
nial No. 740-5 Shop-Toter Drill Kit. Same contents 
° ’ a ae as No. 740-6 shown here, less ZP-1 Saw. 
tis Mail or b ODAY : 
f f .----— Po 


7 
PORTABLE ELECTRIC TOOLS, INC. | 
320 W. 83rd St., Dept. HA, Chicage 20 | 

in Conada: Portable Slectric Tools, ltd. | 

425 Birchmount Rd., Teronte 13, Ont. 

Please send me full-color illustrations of | 
the Shopmate Christmas Promotional gift | 
items and a complete Shopmate catalog | 

, 










gto Ra at AR RS A ates 





Name 





ey 


No. ZP-1 Zip-Sew Attachment. Christmas- 
gift packed in beautiful Styro-Foam. Con- 
verts any \” electric drill into a portable 
saw. Rips, cross-cuts, and trims. Special 


value! Manufactured by Portable Electric Tools, Inc. 





Address 





+ Ff > —— EERE ee 


Pas as ee es 
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WALTON 


malleable 
wire rope clips 





NOW! packages 


for your convenience 


U-W packaged malleable wire 
rope clips save your time in re- 
shipping, counting, checking in- 
ventory. Clips from %" through 
%" sizes are packed in boxes that 
save space, carry full instructions 
for proper use. 


Sell Upson-Walton quality prod- 
ucts . . . engineered for safety. 
Complete line of tackle blocks, 
rope fittings and wire rope manu- 
factured. Write for literature. 


THE UPSON-WALTON COMPANY 
Established 1871 

12500 ELMWOOD AVENUE - CLEVELAND I, OHIO 

New York . Chicage . Pittsburgh 

















sociates, 2130 Keith Bldg., Cleve- 
land 15, business manager; the 
National Industrial Distributors’ 
Assn., 1900 Arch St., Philadelphia 
3, Robert C. Fernley, executive sec- 
retary; The Southern Industrial 
Distributors Assn., 712 Volunteer 
Bidg., Atlanta, E. L. Pugh, secre- 
tary-treasurer. 


National Housewares & Home Appli- 
ance Show, July 9-13, 1956, at Con- 
vention Hall, Atlantic City. Spon- 
sored by the National Housewares 
Manufacturers Assn., 1140 Mer- 
chandise Mart, Chicago 54; A. W. 
Buddenberg, executive secretary. 


National Retail Hardware Assn. Con- 
vention, July 22-26, 1956, at the 
Royal York Hotel, Toronto. Na- 
tional Retail Hardware Assn., 964 
N. Pennsylvania St., Indianapolis 4. 


National Sporting Goods Convention 
and Show, Feb. 5-9, 1956, at Hotel 
Morrison, Chicago. Sponsored by 
the National Sporting Goods Assn., 
716 N. Rush St., Chicago 11. Ad- 
dress requests for exhibit space to 
Robert J. Youngblood, assistant 
NSGA secretary. 


National Winter Housewares 


Show, 


Jan. 19-26, at Navy Pier, Chicago. | 
Sponsored by National Housewares | 


Manufacturers 


Assn., 1140 Mer- 


chandise Mart, Chicago 54; A. W. | 


Buddenberg, executive secretary. 


Regional Events 


Ace Hardware Corp. Annual Conven- 
tion at the Conrad Hilton Hotel, 
Chicago, Jan. 30-Feb. 1, 1956. 
Arthur Krausman, Convention Mgr., 
2355 S. Blue Island Ave., Chicago 8. 


Cotter & Co. Annual Convention and 
Merchandise Show, Feb. 19-21, 1956, 
at company headquarters, 365 E. 
Illinois St., Chicago 11. 


Eastern Garden Supply Trade Show, 
Feb. 7, 1956, at New York, spon- 
sored by Garden Supply Merchan- 
diser Magazine, 1901 St. Paul St., 
Baltimore 18. 


Gift Shows: Washington, D. C., Hotel 
Willard, Jan. 8-11, 1956. Chicago, 
LaSalle Hotel and The Palmer 
House, Feb. 5-15, 1956. New York, 
Hotel New Yorker and N. Y. Trade 
Show Bldg., 35th St. & 8th Ave., 
Feb. 26-March 2, 1956. Beston, Ho- 
tel Statler, March 5-9, 
delphia, Hotel Benjamin Franklin, 
March 18-21, 1956. George F. Little 
Management, 220 Fifth Ave., New 
York 1. 


Hibbard, Spencer, Bartlett & Co., 3rd 
Annual Merchandise Convention of 
Auburn and True Value Associate 
Dealers, Jan. 15-18, 1956. Advance 
registration, Jan. 15; also, open 





1956. Phila- | 


THE —_— CALLS 


DYKEM 
STEEL BLUE’ ¢ 


ya. 


Dies and 
Templates 


Popular package 8-oz. can fitted with 
Bakelite cap a soft-hair brush 
for applying right at bench; metal sur- 
face ready for layout in a few minutes. 
The dark blue background makes the 
scribed lines show up in sharp relief, 
prevents metal glare. Increases effi- 
ciency and accuracy. 


Write for full information 


THE DYKEM COMPANY 


Established 1920 


23058 North 11th St. «+ St. Lewis 6, Me. 





To all of our 
very good friends: 


The Hardware Wholesalers 
and Retailers of America 


A Very 
Merry Christmas 
and a 
Happy New Year 


The WATER MASTER COMPANY 


MASTER 


The Hardware Man's 
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COMPASS AND KEYHOLE SAWS 








9 


SPECIAL PURPOSE SAWS 

















<< ATKINS ber 


HACKSAWS 


On the road... to show the complete Arkins line 


Mr. Wholesaler, ‘schedule the station wagon fleet into your territory 


| Mr. Retailer, “door-side display rooms designed to stimulate and demonstrate.” 


PRUNING SAWS A “live” catalog of the complete Atkins hardware line 





another Atkins plus service. 





ATKINS SAW DIVISION 


BORG-WARNER CORPORATION 


INDIANAPOLIS 9, INDIANA ths = 


: 
{ 
7 . 
recevec':oe 
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clothesline, 


you ve 
a 
goldmine 


when 
they 


- 


HANG IT 
ON HINDLEY! 


MANUFACTURING COMPANY 
Valley Falls, Rhode Island 


WIRE HARDWARE « COTTER PINS 
PLUMBING SPECIALTIES 


house. Meetings start Jan. 16. Ex- 
hibit in company’s warehouse, Ev- 
anston Ill. 


Home Furnishing Accessories Show, 
Jan. 22-27, 1956, at N. Y. Trade 
Show Bldg., 35th St. & 8th Ave., 
New York. George F. Little Man- 
agement, 220 Fifth Ave., New 
York 1. 


Janney, Semple, Hill & Co. Annual 
Retailers’ Conference, Jan. 9-11, 
1956, at Calhoun Beach Hotel, Min- 
neapolis. 


Lamp Industry Methods & Materials 
Show, April 22-24, 1956, at Hotel 
New Yorker, New York. George F. 
Little Management, 220 Fifth Ave., 
New York 1. 


Lamp Show, Jan. 22-27, 1956, at Hotel 
New Yorker and N. Y. Trade Show 
Bldg., 35th St. & 8th Ave., New 
York. George F. Little Manage- 
ment, 220 Fifth Ave., New York 1. 


Midwest Garden Supply Trade Show, 
Jan. 24-26, 1956, at International 
Amphitheatre Exposition Hall, Chi- 
cago. Sponsored by Garden Supply 
Merchandiser Magazine, 1901 St. 
Paul St., Baltimore 18. 


New England Housewares Show, Feb. 
19-22, 1956, at the Parker House, 
Boston. Exhibit at Parker House. 
Hugh R. Rooney, Show Committee 
Chairman, Parker House, Boston 7. 


Northern Wholesale Hardware Co., 


84th annual convention, Feb. 19-21,, 
1956, at 805 N. W. Glisan St., Port-~ 


land 9, Ore. 


Our Own Hardware Co., stockholders’ 
meeting and merchandise exhibit, 
Feb. 13-15, 1956, at company’s of- 
fices, 618 N. 3rd St., Minneapolis. 


Supple-Biddle-Steltz Co., 15th Mer- 
chandise Fair, Feb. 13-16, 1956, at 
Srd & Hunting Park Ave., Phila- 
delphia. 


Winter Market, Western Merchandise 
Mart, Feb. 6-10, 1956, in San Fran- 
cisco. A. Cameron Ball, Gen. Mer., 
1355 Market St., San Francisco 3. 


State Events 


Alabama Retail Hardware Assn., Feb. 
19-21, 1956, in Montgomery. Show 
and convention in State Coliseum, 
Montgomery. C. F. (Chuck) Giles, 
409 N. 23rd St., Birmingham 3. 


Arkansas Retail Hardware Assn., Feb 
12-13, 1956. Sessions and exhibit at 
Robinson Auditorium: hotel head- 


quarters, Marion Hotel, Little Rock. 
J. Wayne Tisdale, 908 Rector Bldg., 
Little Rock. 


California Retail Hardware Assn., 
Feb. 12-15, 1956, at Fairmount 
Hotel, San Francisco. Kreuger B. 
Jacobson, 262 Western Merchandise 
Mart, 1355 Market St., San Fran- 
cisco 3. 


Carolinas Hardware Assn., Feb. 21-23, 
1956. Sessions and exhibit at Radio 
Center; hotel headquarters, Hotel 
Charlotte, Charlotte, N. C. D. W. 
Laws, 118 East Fourth St., Char- 
lotte 2. 


Connecticut Hardware Assn., Feb. 8, 
1956, at Bridgeport. Sessions and 
headquarters at Stratfield Hotel, 
Bridgeport. Ned Russell, Harris 
Hardware, Southport, Conn. 


Florida & Georgia Retail Hardware 
Assn., March 4-6, 1956. Joint con- 
ventions, show and merchandise ex- 
hibit. Hotel headquarters George 
Washington Hotel, Jacksonville, Fla. 
W. W. Howell, P. O. Box 183, Way- 


cross, Ga. 


Illinois Retail Hardware Assn., Feb. 
21-23, 1956, at Sherman Hotel, Chi- 
cago. William F. Ewert, 1194 Mer- 
chandise Mart, Chicago 54. 


Indiana Retail Hardware Assn., Jan. 
24-26, 1956. Sessions and exhibit at 
Murat Temple; hotel headquarters 
The Sheraton-Lincoln, Indianapolis. 
W. J. Sheely, 964 N. Pennsylvania 
St., Indianapolis 4. 


Intermountain Assn. Hardware & Im- 
plement Dealers, Jan. 22-24, 1956, 
Exhibit at Elks Club; hotel head- 
quarters, Hotel Boise, Boise, Idaho. 
Leon L. Weeks, 308 Continental 
Bank Bldg... Boise. 


lowa Retail Hardware Assn., Feb. 
7-10, 1956. Exhibit at Veterans Me- 
morial Auditorium; sessions and 
hotel headquarters, Hotel Savery, 
Des Moines. Philip R. Jacobson, 
Mason City. 


Kentucky Retail Hardware Assn... 
Jan. 31-Feb. 2, 1956. Sessions, ex- 
hibit and hotel headquarters, Hotel 
Kentucky, Louisville. Edward Keiley, 
901 Republic Bldg., Louisville 2. 


Louisiana Retail Hardware Assn... 
March 11-12, 1956, Hotel Roosevelt, 
New Orleans. David O. Mansfield. 
P. O. Box 1696, Jackson 5, Miss. 


Michigan Retail Hardware Assn., Feb. 
13-15, 1956. Civie Auditorium and 
Hotel Pantlind, Grand Rapids. Har- 
old W. Schumacher, Michigan Na- 
tional Tower, Lansing 8. 


Minnesota Retail Hardware Assn.. 


HARDWARE AGE, DECEMBER 8, 1955 








ee IEE TRE) YS 


ee eee ae 


ee ee ee 
. 








First Choice of Farmers 
for T--Yol fate 
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NEPrPLE PAIL. 
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EXCLUSIVE METAL FITTINGS 

CALFeeder nipple assembly is made of indestruct- 
ible rust-proof metal fittings and a pure rubber 
nipple. Senitary, easy to take apart and clean. 


oly \ 
__———— 


wa 
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CALF GETS ALL THE MILK 


Tests show less than a teaspoonful of milk remains 
in CAlLFeeder Nipple Pail. 


TWO SIZES AVAILABLE 

Only CAlFeeder gives your cus- 
tomer a choice of sizes and prices 
to suit their requirements. Another 
reason why CAlFeeder is pop- 
vier with dealers! 


8 QUART 





Here’s what makes CAL Feeder a best seller 


e Durable, heavy-duty con- @ Hot-dip galvanizing after fab- 
struction with riveted ears. rication assures best rust- 
@ Strong steel bracket holds pail proofing and leak-proofing. 


in correct feeding position. 


Here’s what makes CAL Feeder a favorite of farmers 


@ More calves survive the haz- e CALFeeder fed calves show 
ardous first 8 weeks of life. increased vitality. 

e CALFeeder eliminates tire- e CAlLFeeder tends to reduce 
some weaning of nursing scours caused by gulping 
calves and prevents udder from pail. 
damage. 


Be sure to have this best seller on display. 
Stock up—order from your wholesaler today or mail 
coupon for more information. 


e— = ? General Metalware Company, Dept. HA 

he | 1401 Central Ave. N.E., Minneapolis 13, Minn. 

Lit 

oe ! Please send 
| | More information. 
— | Nome of nearest wholesaler. 
| 
1 
2 QUAR Company Name 


GENERAL METALWARE COMPANY B Address 


MINNEAPOLIS iZ MINNESOTA 
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Custome ets STOP-LOOK and BUY 


the Sensational New BEY Geis 2 


BEACON | 


There's something magnetic 
shout the Bic Beam Beacon Lame 
. . the way it draws customers 
to . With its bright red case and 
polished metal lamphead, the Beacon 
Lamr is « real trafhe stopper . . 
but it's the fashing red bescos 
(that folds up and down) that really 
gets ‘em. Place your order now ‘or 
fast-selling Bic Beam Beacon Lamrs 


They're nationally advertised in Sporty Jliastrated, 
Field & Stream, Sports Afield, ani Outdoor 
Life. Get these sales boosters on your shelf 


right eweay. 


Ask your jobber or write direct — 


U-C LITE MFG. CO., 1036 W. Hubbard St., Chicago 22, lil. 


IN CANADA: Bernord Morks & Co.. 


Ltd.. 70 Claremont St., Toronto 3, Ontario 








TWISTED 


BROWNELL 








NYLON MASON une 


MADE FROM 100% HIGH TENACITY 
DU PONT NYLON YARNS 


THE PERFECT 


‘7? ee 


For Masons, Contractors, Plumbers, Do-it- yourselfers 


Durable? 


Economical ? 


Practical ? 





it's 4 times os strong as cotton! 


Additional tensile strength over cotton per- 


mits use of smaller sizes — goins yordage, 
reduces costs. 


Your choice of 2 handy sizes: ‘4 Ib. size on 


4” or 6” tube at the same price . . . 2 Ib. 
and 1 Ib. tubes if desired. 





Always specify ‘‘BROWNIE"’ — the quolity brand 


for over a century—made by Brownell & Co., Inc., the largest 


manufacturers of 


Nylon Seine Twine and serving the fishing 


industry since 1844. 








At Last... 





a Twisted Nylon Mason Line that is not af- 


fected by water, gasoline, kerosene, oils, paints, etc. Twisted for 
proper amount of elasticity, it has much greater abrasive quali- 
ties than cotton. Once your customers have tried it, repeat sales 


will come automatically. 
Write for Descriptive Catalog Sheet. 
ee ee ek ek ee e 
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Jan. 24-26, 1956. Exhibit at Munici- 
pal Auditorium, Minneapolis. C. J. 
Christopher, 2110 Nicollet Ave. 
Minneapolis 4. 


Mississippi Retail Hardware Assn., 
Feb. 5-6, 1956. Convention and trade 
show at Heidelberg Hotel, Jackson. 
D. O.. Mansfield, P. O. Box 1696, 
Jackson 5. 


Missouri Retail Hardware Assn., Feb 
14-16, 1956, at Hotel Jefferson, St. 
Louis. Harry Scherer, 1189 Arcade 
Bidg., 812 Olive St., St. Louis. 


Mountain States Hardware & Imple- 
ment Assn., Jan. 24-26, 1956. Ses- 
sions and hotel headquarters at Ho- 
tel Cosmopolitan, Denver. Francis 
W. Reich, 1233 Spruce St., Boulder, 
Colo. 


Nebraska Retail Hardware Assn., 
Feb. 14-16, 1956. Exhibit and ses- 
sions at Omaha Auditorium; hote) 
headquarters, Fontelle Hotel, Omaha. 
C. A. McCoy, 325 Insurance Bldg.. 
Lincoln 8. 


New England Hardware Dealers 
Assn., Feb. 20-22, 1956. Exhibit at 
Hotel Statler and Ist Corps Cadet 
Armory; sessions and hotel head- 
quarters, Hotel Statler, Boston. A 
C. MacHardy, 185 Dartmouth 5Bt.. 
Boston 16. 


New York State Retail 
‘Assn., Feb. 13-15, 1956. Exhibit at 
War Memorial; sessions and hote) 
headquarters, Hotel Syracuse, Syr- 
acuse. Nicholas H. Kiley, Hills 
Bidg., Syracuse 2. 


Hardware 


North Coast Retail Hardware Assn.., 
Feb. 5-7, 1956. Exhibit and sessions 
at Masonic Temple; hotel headquar- 
ters, Heathman Hotels Portland, 
Ore. Martin W. Danko, Route 12, 
Box 109, Fife Sq., Tacoma. 


North Dakota Retail Hardware Assn., 
Jan. 17-18, 1956. Sessions and ex- 
hibit at City Auditorium; hotel 
headquarters, The Leland-Parker, 
Minot. Miss E. J. McGrann, 54% 
Broadway, Fargo. 


Ohio Hardware Assn., Feb. 6-8, 1956. 
Exhibit at Public Auditorium: ses- 
sions and hotel headquarters, Hotel 
Cleveland, Cleveland. John B. Conk- 
lin, 198 So. High St., Columbus 15 


Oklahoma Hardware & Implement 
Assn., Feb. 21-23, 1956, at Oklahoma 
City. Sessions and exhibit, Munici- 
pal Auditorium; hotel headquar- 
ters, Skirvin Hotel, Oklahoma City. 
Aaron Gritzmaker, 515 Midwest 
Bldg., Oklahoma City. 


Pacific Southwest Hardware Assn., 
Feb. 21-23, 1956. Exhibit at Munici- 
pal Auditorium; sessions and hotel 
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Amazed at the PRICE? 
(You should be!) 


2.49 Us 


e-one the QUALITY of 
BEST-GORE 
POWER WOOD BITS 


eight piece set 

boring range 4" to 1” 

ruff ‘n tuff tempered blades 
blades and shanks replaceable 
bore end grain 

chrome lustre shank 
impulse packed display 
package 

Leading jobbers find 

“Best - Bore” Bits hard to 

stock — they sell so fast. 


SNELL - 
PARKER 
MANUFACTURING CO. 


WORCESTER 1, MASS. © U.S.A. 
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YALE HAS THE PRODUCTS 
AND THE DISPLAYS 
THAT SELL THEM FAST! 


TUBULAR LOCKSET 
DISPLAYS 


Write for valueble booklet, ( 
“The Key to Selecting Tubular Locks” 


THE YALE & TOWNE MFG. CO. 


j 
FREE! SEND NOW! i 
/ 
v 


Leck & Herdwere Div., White Pleias, M. Y. 
' WALE « 


Me YALE & TOWNE 
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BiG FALL SALES 
BiG CHRISTMAS SALES” 
YEAR "ROUND GIFT SALES 


There is something irresistible about a BIG 
polished brass bell! And this Bell is a beauty 
thot folks just won't be able to 

leave behind. 

Belis are individually packed, 

fully assembled with bracket at- 

tached in attractive display car- 

tons. Show it and you'll SELL it! 


Xmes Overwrap 
EVIN BROS. 
MANUFACTURING COMPANY 
East Hampton, Connecticut 


Sales Representatives 
John H. Graham & Co. Inc. 
105 Dvene St., New York 8, N. Y. 





Convention Calendar 

















EE eet 





FOR EASY PROFIT, 
DISPLAY AND SELL... 


Seeeeeeeee ee eee eeeeeeeeeeeeeeeeeeeeeee 
Seeeeeeeeeeee ee eeeeeer ee ee ee eee eee eeeee 
eeeeeee eee eee eeeeee eee ee eeeceeeeeeeeee 


‘TORMONCRLES 


ered 
Fin = 


AND COMPLETE LINE OF 
TURNBUCKLES PRODUCTS 





BOX 333, MICHIGAN CITY, INDIANA 
FACTORY: GRAND BEACH, MICHIGAN 
“One good turn (buckle) deserves another” 
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headquarters, Wilton Hotel, Long 
Beach, Calif. Otto H. Grigg, Room 
1120, 416 W. 8th St., Los Angeles 14. 


Pennsylvania & Atlantic Seaboard 
Hardware Assn., Jan. 31-Feb. 2, 
1956. Sessions and exhibit, Conven- 
tion Hall; hotel headquarters, Ben- 
jamin Franklin Hotel, Philadelphia. 
L. W. Jenness, Room 707, 1616 
Walnut St., Philadelphia 3 


South Dakota Retail Hardware Assn., 
April 3-5, 1956. Exhibits at Coli- 
seum; sessions and hotel headquar- 
ters, Cataract Hotel, Sioux Falls. 
O. R. Baily, 1300 So. Jefferson Ave., 
Sioux Falls. 


Tennessee Retail Hardware Assn., 
Feb. 19-21, 1956, in Nashville. Ses- 
sions and hotel headquarters, An- 
drew .Jackson .Hotel, . Nashville, 
Morris Jones, P. O. Box 784, Nash- 
ville. 


Texas Hardware & Implement Agsn., 
Jan. 29-Feb. 1, 1956. Sessions, ex- 
hibit at hotel headquarters at The 
Statler-Hilton, Dallas. R. M. Souder, 
1108 Gibraltar Life Bldg., Dallas 2. 


Texas Wholesale Hardware Assn., 
and Texas Hardware Boosters Club, 
annual convention, June 14-16, 


continued 


1956, at Statler-Hilton Hotel, Dal- 
las. Howard Weddington, 1327 Na- 
tional City Bldg., Dallas 1. 


Tri-State Hardware & Implement 


Assn., Feb. 13-14, 1956, at Herring 
Hotel. Amarilo, Tex. R. B. Allen, 
1408 4th Ave., Canyon, Tex. 


Virginia Retail Hardware  Assn., 
March 4-6, 1956, at Fort Monroe 
(Old Point Comfort). Exhibit, ses- 
sions and hotel headquarters, The 
Chamberlain, Fort Monroe. G. T. 
Omohundro, Jr., Scottsville, Va. 


Western Retail Implement & Hard- 
ware Assn., Jan. 16-18, 1956. Ses- 
sions and exhibit at Municipal Aud- 
itorium; hotel headquarters, Hotel 
President, Kansas City, Mo. W. J. 
Shaw, 3915 Main St., Kansas City 2. 


West Virginia Hardware Assn., Feb. 
12-14, 1956, at Hotel Prichard, 
Huntington. James C. Fielding, 1628 
McClung St., Charleston 1. 


Wisconsin Retail Hardware Assn., 
Feb. 7-9, 1956. Exhibit and sessions 
at Milwaukee Auditorium-Arena; 
hotel headquarters, Hotel Schroeder 
Milwaukee. H. A. Lewis, Stevens 
Point. 








Makes Related Sales Bid 


ware in Augusta, Me., makes a bid for 
torated pane! board atop the department. A 


emiac fF “anata ~~ rv Fr 
wi € ' = OSSO 


é “a 


Instead of limiting its tool displays to the usual wal! displays, Hussey Harg- 


tments with a per- 
sign on one end of the panel 


tells the price tor the group of tools with and w ithout the panel, and hangers. 
This display has been the means of selling a group of hand tools to many 


customers. 


HARDWARE AGE, DECEMBER 8, 1955 














FOR EVERY PURPOSE! 


For Standard Sizes or Special Orders, 
Fill Your Needs at... 


“HINGEQUARTERS © 


CONTINUOUS HINGES iam 


23-27 LUDLOW ST. + NEW YORK 2, N. Y. 


WRITE TODAY! aii 


i $ Plenty Practical .. 


The ALL-NEW 
PALS CHA 
UTILITY 

BOX 


Here's the newest in S$ &T's 


. It's Plenty Profitable... 





star studded, salesmaker line- 
up. Sell it for tackle, tools, sew- 
ing, as a security or cash box. 
Handsome Royal Tan baked 
enamel finish, seamless one 


piece construction. 











; Largest 
The Wiaeutectucer 


WRITE TOMAY FOR DETAILED SPECIFICATIONS AND PRICES. ~ 
Tackle oeesk 


STOCK THIS YEAR ROUND FALLS CITY MONEY-MAKER. 


FALLS CITY DIVISION 
STRATTON & TERSTEGGE CO., 
P.O. BOX 1859, LOUISVILLE 
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Their greater 
natural 
toughness 
means you'll 
be handling 
MORE 
PROFIT ! 


Every workman knows that hickory is the tough- 
est, most resilient of all woods. And every work- 
man who has wielded a Hill Hickory handle knows 
that the Tennessee grown hill hickory from which 
it is made is the grand-daddy of all hickory . . . 
naturally tougher. 


Write today for all the facts about Hill Hickory handles, 


and the name of your nearest Hill Hickory jobber. 


"te0 HANDLES 
Manufactured by 
HOLTHOUSE & HARTUP, INC. 
WAYNESBORO, TENNESSEE 
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L ottore from Hardware Age readers 





Dear Editor: 

I thought the following thoughts 
might be of some interest to your 
readers: 

In this day when retail hardware 
management finds the going tough, 
and is wondering what to do about 
supermarkets and drug stores get- 
ting into the hardware business, he 





every 


WITT 


sold 


has 


satisfied 


THE WITT 


should analyze carefully his own 
stock of goods and see if the mer- 
chandise he stocks justifies having 
the name “Hardware” associated 
with his business. 

Too many stores have been con- 
verted from hardware stores into 
paint stores, garden shops, house- 
wares stores or sport shops. 





Since 1900, 

millions of WITT 
Cans and Pails 

have been sold— 
each with a guar- 
antee to outlast 

3 to 5 ordinary 
Cans and Pails. 

In 55 years 
WITT has 

received 

thousands of 
unsolicited 
testimonials. This 
is a story of 
unsurpassed 
quality, one that 
you should consider 
in selling Cans where 
hard usage is a factor. 


CORNICE COMPANY 


2110 Winchell Ave., Cincinnati 4, Ohio 











Customers can no longer look to 
quite a few present-day hardware 
stores for genuine hardware items. 

Drug stores and superniarkets 
will only sell impulse type hard- 
ware, for they lack technical know- 
how and depend on self-service in- 
stead of personalized selling to 
move their merchandise. 

I’ve yet to see pitcher pumps, 
barbed wire, precision instruments, 
saw vises, copper tubing and fit- 
tings, fuse boxes, stove pipe and a 
thousand other staple hardware 
items in supermarkets and drug 
stores. 

I am not advocating getting out 
of the housewares business, the 
paint business or other established 
lines the hardware store has found 
to be profitable in the past. 

Rather, I think the hardware 
dealer should do everything pos- 
sible to improve his associated lines 
by better display—both in windows 
and interior, more forceful adver- 
tising and selective merchandising 

We still have the material to run 
a successful hardware store if we 
have the initiative. Intelligent 
salesmanship, charge accounts, de- 
livery service and home ownership 
offer definite advantages the in- 
dependent hardware retailer has 
over the supermarkets and drug 
store types of operation. 

However, we must not be con- 
tent to relax and depend on these 
advantages to produce business. We 
enjoy these advantages simply be- 
cause our competitors choose an 
other type operation. 

Let us analyze our competitor’s 
operation and see how we may 
adapt those things that are good 
for him and may improve our oper- 
ation. 

Modernized stores, well-balanced 
stocks, sound advertising and ag- 
gressive selling are the four main 
reasons for the success of most of 
our competitors. 

We are truly living in a retail! 
revolution. We can survive and 
prosper, but not with the same easy 
going methods we have in the past. 
It’s still not too late to do some- 
thing about our plight, but we'd 
better get started now. 

Sincerely, 
Harry F. Orr 
Tampa Hardware 
Tampa & Lafayette Sts. 
Tampa 2, Florida 
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Gallon see CON 0 


CLOSET 
RODS 


AVAILABLE IN 4 SIZES 
TO FIT ANY SIZE CLOSET 


No. 10-18”°— Extends 18” to 30” 
No. 10-30"— Extends 30” to 48” 
No. 10-48" — Extends 48” to 78” 
No. 10-72’— Extends 72” to 108” 


RUST-PROOF 
THROUGHOUT 


-DUTY 
oF HEAVY-® 
mato ROLLED STEEL 
peta 


corRuG ALLY PACKED in 


t 
ouTsine wee ATED 
+ amt CONTAINERS 








KEL Quality designed and beau- 
NIiC 


PLATED 
FINISH 


living such as you find 
in all Rockwood products. 


4», Said ene wail 00 the other. . 
“thing wit come BETWEEN Ue 
o » Rape Closet Roag/* 


ROCK WOOD 


en ee ne ee 
ROCK OD, PENNA. 
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magnetic 
power 
latch 


only aoe list 


MOST POWERFUL 
YET LOWEST PRICED 


¢ Unconditionally guaranteed. 


¢ Powerful 10 Ib. holding force keeps screen, sliding, closet 
and every type of cabinet or locker door in home, pliant, office 
or store firmly closed even if warped or sagging. 


* Fast, foolproof patented (pending) self-aligning installation. 
¢ Exclusive pivot-cushion action. 


+ Lasts indefinitely—no working parts to get out of order. 


Write for full details today. 


HEPPNER SALES COMPANY 


Round Lake, Illinois 





SPECIALISTS IN MAGNETIC DEVICES 
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“A Good Line to Handle” 


FFIN 


HINGES 


tifully finished for lasting |] 5 
service in modern everyday | 


ug 


Cat. SBBI97 
Template Butts, Button Tips 
with permanently attached Bearings 


Builder’s Special [ 
Cat. =540 | 





is. ae 
“aa Nek Wrought Stee! Butts 
Z Cat. 2R240 


You'll find the trade saying “Let’s handle 
Griffin Hardware because Griffin gives good 
service, they back up their products, they 
never cut their quality . and most im- 
portant the customers like the products.”’ 
Display them and you'll sell them—Griffin 
Hinges ... order by the carton... in any 
selections your customers want. 


NEW VISIPAKS-—Order by the 


carton of individual carded items. 


GRIFFIN’ 


“since 1899” 


MANUFACTURING CO. PA. 
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WHAT'S NEW 





®@ For more information on these products and services 
use free post card on page 99. 


(Continued from page 13) 


equipped with a geared chuck and 
has multiple ball thrust bearing and 
self-lubricating bearings, plus hard- 
ened steel gears. Capacity in steel 
in 4% in., and in hard wood, 1 in. 
Switch spring-loaded for automatic 
shut-off and lock for sustained oper- 
ation. Drill has satin silver finish. 
Dormeyer Power Tool Div., Dor- 
meyer Corp. 


For more data circle Ne. § on postcard, p. 99 


Vinyl Cube Tap 


Styled to blend with modern flat 
construction, this viny] Snapit cube 
tap does not break, crack or chip. 
Double wipe contacts are securely 
enclosed in solid insulating vinyl, 
which resists abrasion, grease, oils 
and acids. Cube tap, which won’t 


crack even if stepped upon, is avail- 
able in blue, pink, green, gray, 
brown and ivory. Offered on a full- 
color display card for self-selling. 
Cable Electric Products Co. 


For more data circle No. 10 on postcard, p. 99 


Chain Saw Nose Guide 


A snap-on roller bearing nose 
guide, for use on any chain saw, 
produces up to 20 pct more usable 
cutting horsepower by free-wheel- 
ing the chain. Snap-on roller bear- 
ing cuts friction to a minimum be- 
tween fast-cutting chain and guide 
bar, allowing faster cutting and 
reducing wear. Roller’ bearing 
actually snaps on: bearing is 
pressed into slot that is machined 
into the nose of guide bar. Bearing 
may be removed by tap of a ham- 
mer on block of wood pressed 





against bottom edge of bearing’s 
flange. Bearing is available in 2'% 
and 3% in. diameter sizes for use 
on bars up to 54 in. Mall Tool Co. 


For more data circle No. 11 on postcard, p. 99 


1956 Attic Fans 


For simple low-cost installation, 
24- and 30-in. attic fans for 1956 
are especially adaptable for attics 
with low headroom. No mounting 
or plenum chamber is _ required, 
since fans rest on framed ceiling 
opening. Fans have deep-pitched 
blades, built-in lifetime lubrication, 
and heavy-duty rubber-mounted mo- 
tor with built-in thermal overload 


protector. Both fans are finished in 
beige and brown baked enamel and 
carry a 5-yr factory-to-user guar- 
antee. The 24-in. fan delivers 5200 
cu ft of air per minute and has a 
list price of $76.55; 30-in. fan de- 
livers 7000 cfm and lists for $85.50 
Emerson Electric Mfg. Co. 


For more data circle No. 12 on postcard, p. 99 


Jeweled Wrist Watches 
Displayed on a colorful point-of- 

sale card. six Sentinel wrist watches 

(Model 10W9) in Display Deal No. 


190 for dealers. 
features: 


Watch has these 
jeweled, shock-resistant 
movement, anti-magnetic tempera- 
ture-compensating hairspring, full 
year guarantee. Case is chrome, 
with stainless 
leather strap; silvered metal dial. 
Retails for $4.95. The E. Ingraham 
Co. 


Fer more data circle No. 13 on postcard, p. 99 


steel back: 


yray 


Lockset Design 

Named Sunray, a new design in 
the Weslock line of residential] lock- 
sets and matching cabinet hardware 
features an inverted cone in knob 
which reflects light rays from any 
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and wherever it stops, it sells for you 


Dubberset, 


makes the gt easy! 
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RUBBERSET'S MERCHANDISING LEADERSHIP 
. profits you plenty 


costs you nothing . . 


Why just “handle” brushes, when se//ing them can make 


you real money? Let Rubberset’s vigorous, pace-setting 
merchandising help you. Ask about this unique new 


*“Sell-o-Rama”’ display. And get the facts on 


Sell-o-Rama 
TRADEMARA 


Another Rubberset 


TRADEMARK 


first’ in modern merchandising 


% Turns at touch of customer's finger. 


%& Gives over 12 square feet of compact 
display! 


¥% Sells more brushes because it shows your 
complete line in one place. 


% Well-built, colorful, attractive. Comes 
with plenty of hangers. 32" high. 


% Versatile! Can be used horizontally with- 
out base. 


Insured Turnover— Rubberset’s unique plan that guar- 
antees rapid profits, no slow movers. 
Easy Terms — Monthly payment plan that lets you 


stock and sell the modern way without investment. 


Call your representative, or write direct, now. 


pay BOCs CT CA <..n 
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WHAT'S NEW 


—— 





® For more information 
on these products and 
services use free post 
card on page 99. 


angle. Reflecting surface is recessed 
and, therefore, never touched by 
hands, so reflecting surface remains 
brilliant for life of item. Sunray de- 
sign is available in all standard 
finishes and in complete range of 
models for every door in the home. 
Western Lock Mfg. Co. 


For more data circle No. 14 on postcard, p. 99 


Magnesium Levels 


Lighter than aluminum and con- 
structed of extruded magnesium I- 
beam, Du-Rite levels feature re- 
placeable vial assemblies, in both 


plumb and level position, and use 
glass windows. Individually pack- 
aged, levels are available in three 
sizes: 18 in., suggested retail price 
—$4.65; 24 in., $4.98; and 28 in., 
$5.50. J. H. Scharf Mfg. Co. 


For more date circle No. 15 on postcard, p. 99 


Door Pocket Frame 


Suited to all standard wet and 
dry wall 2 x 4 in. construction, the 
No. 500 series packaged sliding 
door pocket frame is quickly in- 
stallable and designed to minimize 
problems of single sliding door in- 
stallations. Sliding door hardware 
earrier has four nylon ball-bearing 
rollers, mounted on pivoting rocker 
arms which provide constant wheel 
contact with track; each door thus 
rides on 8 wheels and slipping or 
jumping. is prevented. Doors of %4 
to 154 in. thickness may be accom- 


98 


modated, or height from 6 ft 6 in. 
to 6 ft 8 in., width of 2 to 3 ft. 
Pocket will support door weighing 
up to 100 lb and is packed in carton 
for convenient storage and han- 
dling. Warpage is avoided by use of 
kiln-dried lumber. Grant Pulley & 


Hardware Corp. 
For more data circle No. 16 on postcard, p. 99 


Ventilator Thermostat 


An automatic thermostat has 
been incorporated in the 1956 20-in. 
Air King window ventilator, which 
has push-button controls. Fan has 
safety grill and is finished in ivory 
baked enamel. It is adjustable in 
width from 28 to 40 in., with exten- 
sion sleeves available for wider win- 
dows. Catalog number of mode] is 
AV20PB. Fan, an electrically re- 


versible unit with three speeds for 
exhaust and intake, retails for 
$66.95. Berns Mfg.,Corp 


For more data circle No. 17 on postcard, p. 99 


Paint Roller Shield 

No serews or nuts are required to 
hold this paint roller,shield in place. 
Shield is designed to eliminate 
muss and spatter When using a 
paint roller, and a trigger-action 
device locks the unit to the handle 
in high, intermediate or low posi- 
tions. High position js used when 
painting walls; for ceilings, shield 





is locked in low, and intermediate 
position is recommended for paint- 
ing baseboards. Shield may be 
moved sidewise to right or left so 
it does not touch painted surfaces 
when trimming or working in close 
areas. Shield snaps on roller with 
easy twist motion and is removed 
by reversing the procedure. Sug- 
gested retail price: 49¢. E Z Paintr 
Corp. 


For more data circle No. 18 on postcard, p. 9° 


Alarm Clock 

This spring-driven alarm, the 
Clock of Tomorrow, is presented as 
a gift item and features push-but- 
ton chime alarm, quiet tick, one 
knob wind for both time and alarm, 


single set knob for both, luminous 
dial and hands, sweep alarm indi- 
cator, non-breakable crystal, and 
dust-resistant case. Luminous 
switch indicates when alarm is set 
Package doubles as display piece 
Offered in white and gold, or black 
and gold. Retails for $12.50. West- 
clox. 


For more data circle No. 19 on postcard, p. 99% 


Emergency Beacon Light 


Model No. 108-F flashing flare 
beacon features a flashing bulb cov- 
ered with a red Fresnel lens of dur- 
able molded plastic. Simple push- 
button switch starts and stops light. 
which is powered by one standard 
6-volt lantern battery housed in 
waterproof steel case, finished in 
red enamel. Battery replacement 
may be made quickly; lamp to 
battery contact is pressure-type. 
Lenses also available in blue, green, 
amber and clear. Flare designed for 
emergency use by motorists, sports- 
men, truckers, contractors, police 
and fire departments, and for high- 


HARDWARE AGE, DECEMBER 8, 1955 






































CHECK CARD 


AN EXTRA 
HARDWARE AGE SERVICE 


A successful hardware dealer keeps up to date on 
What's New in merchandise. The Quick Check 
Card on the bottom of this page will help you get 
more information on new products described in this 
issue, quickly and easily. HARDWARE AGE brings 
you more new product descriptions than any other 
magazine. The Quick Check Card service will now 
get you all the information you need, quickly. 
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FIRST CLASS 
PERMIT NO. 
(Sec. 34.9 P.L.AR.) 
New York N Y 
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BUSINESS REPLY CARD 


Ne pestege secessery # mailed in the United States 


ee ee ee ee —~— eee — 






































+ — 





POSTAGE Witt BE PAID BY 


HARDWARE AGE 
Please use this P. O. Post Office Box 60 


Box Address for Quick ! Vil 
Check Cards Only ! es N. Y. 


: : Bi a ; : 
if | : | Postcard velid § weeks only. After thet use own letferheod fully describing item wanted 12/8/55 
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Please send me further information on the WHAT'S NEW items, code numbers 
for which | have circled below. 
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Here is Your Quick Check Card 


What it is... How it works 


Each issue brings you dozens of descriptions of new products, new dis- 
plays, etc., in the “What's New” columns. You get more of these in 
HARDWARE AGE than in any other magazine. 


When you want more free information on any of these products, simply 
mark a circle around the same number on the post card as appears 
under the individual item description. 


Drop the post card in the mail box. No postage is needed. You will 
quickly receive, free, complete details on the product from the manufac- 
turer. You may circle as many items as you wish. Separate information 
will be sent you on each item. 


Be sure to give your full name and address on the post card. Print or type 
it clearly. We cannot service post cards with incomplete addresses. 
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Postcord valid 8 weeks only. After that use own letterhead fully describing item wanted. 12/8/55 
Please send me further information on the WHAT'S NEW items, code numbers 
for which | have circled below. | A big help for busy deal- 
ea iow Bee eo Gee ee ae a a ers. Use this card for free 
ae ee ee come. 2. oe | information on new prod- 
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FIRM .. 
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Post Office Box 60 
Village Station 
NEW YORK 14, N. Y. 











CABINET 





The kitchen becomes the focal point 
for mutual admiration 


This center of culinary activity is the setting for the modern labor 
saving home appliances which have banished the age-old drudgery 
from the home scene. 





NATIONAL Cabinet Hardware is a flattering contribution to the 
kitchen beautiful. Modern styled ornamental hinges and drawer 
pulls of gleaming chromium dressup kitchen cabinets and counters. 
In preparing meals a generous assortment of cabinets within 
finger-tip reach can save hours and needless steps in the daily 
No. 4605 routine of the average homemaker. i scene 
Ornamental Note the many styles of kitchen hardware available in the oo om ¥ 
NATIONAL line—builders of the best in hardware for over 50 years. we 
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way and plant protection. When not 
in use, beacon fits into car glove 
compartment, fishing tackle box or 
truck tool kit. U-C Lite Mfg. Co. 


For more data circle No. 20 on postcard, p. 99 


Croquet Set Line 


Newly-designed for 1956, this 





ing colored racks and mallets in a 
new shape. Eight of the 14 sets 
include the grooved and knurled 
balls. The 1956 catalog describing 
the line is available. South Bend 
Toy Mfg. Co. 


For more data circle No. 21 on postcard, p. 99 


Children's Safety Vest 
Bright orange in color and cov- 
ered with high-count sheeting, the 
No. 119 Stay-A-Float safety vest 
for children is filled with prime 
Java kapok, hand-stuffed in water- 
proof vinyl inserts. Vest has ad- 


front straps with safety buckles 
and Tapatco patented adjustable 
crotch straps. Two sizes: small, for 
children 2-7 yrs, and large, for 8-14 
yrs. Vests individually packaged in 
plastic bag for carrying when vest 


is wet, or for storage. Suggested 
list prices: $4.75 (small vest) and 
$5.25 (large). The American Pad & 
Textile Co. 


For more data circle No. 22 on postcard, p. 99 


Caulking Gun 
Faster application of caulking 
compounds is possible with the No. 


croquet line includes 14 sets featur- justable side straps, adjustable 55 air pressure caulking gun, which 
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SELL the ‘HOTTEST’ HUMIDIFIER 
IN AMERICA 


NO PARTS TO REPLACE e@ 


NOTHING TO WEAR OUT! 


Introduce Your Customers to the Model 250 GENERAL 
HUMIDIFIER With This Vivid 3-Color Counter Display 


Your GF representative 
hes a free Counter Dis- 
play for you—to help 
you sell America’s newest 
humidifier. Ask him to 


install it soon! 3 

«sg HUMIDIFI 
FIER : 
“Ss ww 


The Model 250 General 

Humidifier is taking the country 

by storm ... retail sales are 

rocketing far beyond expecta- 

tions . . . and are still going 

higher! The reasons: (1) the 

General 250 is a completely 

modern, completely automatic mepre et 

warm air furnace humidifier SS Saat Ss 
needs no replacement parts of any kind. It will not stick, clog or wear out; (2) Its 
»d Hydro-Flow method automatically filters and measures feed water and scienti- 
sulates humidity at a healthful, ideal percent; (3) Anyone can install the Model 
installation costs and permitting fast over-the-counter sales profits for you! 
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for extra profits to cheer about 


-feature products by 
= Gil) 


CORBIN CABINET LOCK DIVISION 
The American Hardware Corporation 
New Britain, Connecticut 
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KEEP AN EYE ON 


FOR NEW 
IDEAS TO 


HELP YOUR 
SALES « PROFITS 





MANUFACTURING CO., SOUTHBRIDGE, MASS. U.S. A. 


HOME REPAIR TOOLS SINCE 1875 


W.ume & Adtwoop 


Kerosene 


for Lamps 
Incubators 
Brooders 
Water Heaters 

















is of all-metal construction and has 
a rustproof finish. Gun has instant 
stop-flow action: to stop the caulk, 
just Automatic 
valve lets air escape and stops caulk 
flow. Three with individual 
end shapes for various 


release’ trigger. 
nozzles, 
types of 
caulk application, are supplied with 
each gun. Hose connections and gas 
or electric air compressors are 
available. Calbar Paint & Varnish 
Co. 


For more data circle No. 23 on postcard, p. 99 


Steel Saw Table 


For use with Maxaw models 717, 
737, or 757, this all-steel, full size 
Cummins bench power saw table 
(No. 777) is a right or left hand 
table which makes all cuts for cabi- 
net work, interior paneling, trim- 
ming. Has full cutting capacity 
of 2% in. at 90 degrees and 17% in. 
at 45 degrees; saw shoe fits flush 
with table top. 


and ripping adjustments may be 


made quickly, but Maxaw may be 
removed speedily for operation else- 
Table top is 24 in. 
deep; 


where. 
20 in. 


wide, 
rip fence guide has 





Bevel, depth, miter 








eam lock design for automatic 
alignment; switch and outlet box; 
miter gauge is 7 in. wide die-cast, 
calibrated from 90 to 30 degrees. 
Saw shoe inset slips in easily for 


John Oster Mfa 


extra-fine cuts. 
Co. 
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Drills and Reamers 
with high - speed 


with ‘an 


Manufactured 
steel and extra 
heavy duty carbide tipped point, 
carbide Harduty drills (illustrated ) 
are designed to drill accurate holes 
in hardened die steel heat-treated 
to Rockwell C-40 and up; tools are 
generally used in tool room appli- 


bodies 


cations. Twenty-three sizes are 
available as regulars in the full 
range from 1/16 through %4 in. in 
increments of 1/32 in. diameter. 


Drills are also available in sets, 
packaged in wooden boxes, contain- 
ing sizes 4s, 3/16, 14, 5/16, 38 and 
Harduty 


able in taper shank straight flute in 


lo in. reamers are avail- 


size range, 14, 5/16, %2, %, % and 


consisting of 
Chi- 


5, in. Also in set 
sizes 44, 5/16, *°s and ‘% In. 
cago-Latrobe 


For more data circle No. 25 on postcard, p. ¥9 


Christmas Light Set 


Weatherproofed for indoor or 
outdoor use, the On-A-Lite light set 
may be used year around, as well as 
at the Christmas season on the tree 
or for other Yule decoration. Set is 
display and 
features white plastic sockets, pink 
lamps and a 12-ft. white, 
with add-on 
may 
where on the cord—close togethe 


packed in self-seller 
rubber- 
connec- 
be placed any- 


covered cord 
tor. Sockets 


or far apart—to give greater con- 
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your customers... 













THE FASTEST SELLER 
FOR YOU 


CHAN Net LOCK 
; No. 420 } 


For a longer profit per sale...SELL QUALITY 





No other plier does so many jobs so well as a 
Channellock 420. That’s why every year more and more 
householders ...as well as mechanics ... buy Chan- 
nellocks. Cash in on this growing popularity. Put these 
handy pliers out front for your customers to see... 
reach for... and try. You'll be pleasantly surprised 
how many times they’ll tell you to wrap it up. Channel- 
lock’s increasing sales record proves that. So make the . q 
Channellock line your plier line . .. and let the Chan- | 
nellock 420 lead the profit parade in your store. 





CHANNELLOCK BUT an onrr 













CHAMPION DEARMENT TOOL COMPANY 





MEA CV VIiAL ee. Fe wee 6s VA ee! 
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STOCK 


SPRINGS 





for easy sales 


This 


cabinet really is the convenient and 


Gardner two-drawer spring 
profitable way to stock and sell 
springs. Cabinet No. 933 contains 
the most popular sizes and types of 
extension and compression springs— 
218 springs in 79 sizes in coded 
compartments. Each spring is top 
quality, precision made and plated 
Coded box refills always available 
from stock. One- and four-drawer 
cabinet assortments also available 


Order from your jobber, or write us. 






Also Weatherstrips 
Cleen-out Augers 
Pole Sockets 


fe 1909 
ARDNER WIRE CO. 


1329 Se. Cicero Ave., Chicago 50, Iii. 











ia 


“Smooth, Accurate Bends 
In Heavy Gauge Wire 


The Brooks method of making 
acute bends 











in heavy wire—with 
smoothness and accuracy—produces 
parts that enjoy widespread pret- 
erence in heavy asssemblies. De- 
scribe your problem, and we'll send 


samples and suggestions. 


M. S. Brooks & Sons, Inc., Chester, weed 


Since 1848 


BROOKS HOOKS 
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venience in arrangement of decora- 
tions. Bulbs may be obtained in a 
variety of soft pastel shades and 
bright colors. Sockets are equipped 
with clip bases to ease fastening 
in various uses. Lamps for sets are 
made by General Electric and 
Westinghouse; plastic sockets by 
Owens-Illinois Glass Co.; and dis- 
play carton by Dubuque Container 
On-A-Lite Corp. 


For more data circle No. 26 on postcard, p. 99 


Co. 


Baby's Silverware Sets 


In patterns to match adult silver- 
ware, 1881 Rogers silverplate is 
offered in a three-piece Campbell 
Kids set consisting of silver cup, 
spoon and fork, ali designed for 


easy handling by tiny hands. Pat- 
terns available are Proposal, En- 
chantment and Brookwood, and 





“~— 
id 
ht 


this primary set of silver sells for 
$3.50. Other Campbell Kids silver- 
ware are a three-piece baby set 











retailing at $2.25, a child cup re- 
tailing for $2.50, and a six-piece 
Wee Folks set which retails at $5. 
Oneida, Ltd. 


For more data circle Ne. 27 on postcard, p. 99 


Trailer Hitch for Cars 


To meet needs of sportsmen, and 
others, this trailer hitch for pas- 
senger cars retracts and locks out 
of the way under car bumper when 
not in use. Product conforms with 
state motor vehicle laws by leaving 
license clear view. Hitch 
may be permanently on car 


plate in 


left 





without detracting from its appear- 
ance. Retracto hitch has these fea- 
tures: it is universal for most late 
model popular and deluxe cars, with 
special models available for most 
station wagons; it is not a bumper 
hitch—it is connected at three 
points, bumper to frame brackets, 
and to the rear frame cross mem- 
ber directly behind ball assembly; 
all hidden parts are cadmium- 
plated, with exposed parts of pol- 
ished chrome. Ball is 1°¢ in. diam- 
eter. Hitch is suitable for pulling 
2- or 4-wheel boat or utility trail- 
ers. Shipping weight, 19% lb maxi- 
mum. Specialty Engineering, Inc. 


For more data circle No. 28 on postcard, p. 99 


Creep Feeder Attachment 


A series of attachments has been 
designed that can be adapted to the 
2-, 4- and 6-ft rectangular hog feed- 
ers simply by drilling two holes in 
hopper sides. Attachments fit all 
Oakes hog feeders of above sizes 
that were made in the last 10 years. 
Attachments extend 17% in. from 
hopper and 8% in. beyond the 
troughs; outer edge of sznield has 
l-in. flange which is 14 in. from 
ground. Small pigs easily get under 
to feed, while large hogs cannot 
crawl under the 14 in. restriction. 
Strap irons support shield on the 
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Drills of every type . . . for every purpose . . . in 


compact, handy sets that appeal to hobbyists, farmers 


and mechanics. The famous symbol ona drill means QUALITY. 
Sold in sets, the quality multiplies ...and so do the profits ! 








Regular Length Drills for General Use 


Plastic container holds 11 high speed 
drills, Ye” to Y". Also with carbon 
steel drills (No. H-22) 








H-276 





Short Length for use in Electric Drills Metalworking Drills With 4” Shank 


Home length drills, Ye” to %" by Sizes “e" to ' 
64ths, in steel case. All drill sizes 
plainly marked. 


_ all with 4” shanks 
Steel container with smooth-fitting 
slide cover 


! 











H-755 


Carbide Tipped Masonry Drills 


Tough, flexible plastic container, with 
6 efficient masonry drills in popular 
sizes— ae" to? 





Woodworking Drills With 4” Shank 


Sizes 4" to %", all with '4” shanks 
These drills cut fast. with little effort 
or power. 





Bit Stock Drills 


For metal or wood. Clear plastic case 
holds 9 drills, “se” to %”. Ideal for 
home and farm 


Ask your Jobber about these and other CLEVELAND Drill Sets 





THE CLEVELAND TWIST DRILL CO. 


1242 East 49th Street 
Stockrooms : New York 7 + Detreit 2 + Chicoge 6 + Bolles 72 


Cleveland 14, Ohio 
+ Sen Fromcisce 5 + Los Angeles 58 
£. P. Barres, itd, leaden W. 3, England 
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4- and 6-ft feeders. Feeder lids need 
not be removed when creep feed at- 
tachments are mounted, and pro- 
vision has been made to lock lids up 
and out of the way with cleats and 
wing nuts. The Oakes Mfg. Co.., 
Ine., Subsidiary of Food Machinery 
& Chemical Corp. 


For more data circle Ne. 29 on postcard, p. 99 


Rotary Mower Clutch 


Used on two models of the Sensa- 
tion Mower self-propelled rotary 
lawn line, an automatic 
clutch provides no-load starting and 
protection against motor shock and 
temporary overloads. Clutch will 
not engage at idling or pulsating 
starting speeds, thus requiring little 
effort to start motor, which is pro- 
tected from shocks through instant 
slipping action; this action also pro- 
tects mower blade from damage in 
rough terrain. Mercury Clutch Div., 


Automatic Steel Products, Inc. 
For more data circle No. 30 on postcard, p. 99 


mower 


Nylon Flashlight 


Unaffected by all common or- 
ganic solvents and compounds con- 
taining oil, grease, gasoline, lac- 
quer, alkaline, paint remover and 
others, the Workman flashlight is 
made of chemically-resistant Nylon. 
Light is constructed to withstand 
the hardest knocks and bumps of 
heavy-duty use, and has a positive 
lock-type switch made for long ser- 
vice. There are no exposed metal 
parts; light has removable end cap 





108 





with ring holder molded of Nyion, 
plus a spare lamp holder. This two- 
cell Model N22 flashlight retails at 
$3.25, three-cell model at $3.65, 
without batteries. Ray-O-Vac Co. 


For more data circle No. 31 on postcard, p. @9 


Fiue-Less Oil Brooder 


Odorless, smokeless oil brooding 
is provided for poultry raisers with 
the flue-less oil brooder and -without 
the need of a flue pipe. Stainless 
steel burner converts low-cost fuel 
into health-giving radiant heat. 
Level oil control valve maintains a 
constant level of fuel in Jurner and 
avoids danger of overflow. Brooder 
may be operated without the hover 
in mild weather, with just the hover 
ring in place on top of the stove. 
srooder may be set up and into 
operation without difficulty. A 54- 
in. hover has capacity for 500 chicks 
or 250 poults. H. D. Hudson Mfg. 
Co. 


For more data circle No. 32 on postcard, p. 99 


Garden Trellises 

Constructed of knot-free Califor- 
nia redwood, the No. 120 Concord 
trellis is modern in design and has 
uprights of 1x2 in. stock, plus cross 





ing under 





and filler pieces 4x2 in. Trellis is 
finished in durable white paint and 
comes completely assembled to re- 
tail at a suggested price of $5.95. 
Trellises are packed 12 to a carton 
and total shipping weight is 125 Ib. 
Concord Woodworking. 


For more data circle Neo. 33 on postcard, p. 99 


Knee Rest 

For use in gardening, and such 
household chores as waxing and 
painting floors, cleaning, and work- 
appliances and beds, 
the knee rest helps to relieve 
stiffness and aches and avoids 
kneeling on hard boards or the 
ground. Knee rest has chrome- 
plated arm supports and will hold 
any weight person; constructed of 


2 





steel, item weighs 8 lb and is 17 in. 
wide, 10% in. deep and 14 in. high. 
Retails for $6.95. Armstrong Prod- 
ucts Corp. 


For more data circle No. 34 on postcard, p. 99 


industrial Glove 

To provide extra wear and safe 
handling of raw materials, an im- 
proved industrial glove, coated with 
Neoprene, is highly 
acids, greases, fats and oils. Al- 
though heavily coated, gloves are 
flexible and are manufactured with 
fingers and thumb curved to dupli- 
cate natural position of hand at 
rest. Glove was developed for han- 
dling of rough metal castings and 
similar materials. These gloves are 
made in knit-wrist style and in two 
gauntlet lengths—12 and 14% in. 
Hood Rubber Div... B. F. Goodrich 
Co. 
For more data circle No. 35 on pestcard, p. 9° 
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Make year ‘round sales 
with a fast-moving 
selection of Royal Electric 
products... stock up now! 














“POWR-KORD” 
HEAVY-DUTY EXTENSIONS 


The fast-selling line of UlL-listed 
2 and 3-conductor extensions for 
power and machine tools, garden 
equipment, appliances and 101 
other uses. Available in red or 
black rubber-jacketed Types SJ 


and S cord, with Royal molded-on 


‘WAH NL 


caps and connectors. Lengths from 
10’ to 150’; wire sizes No. 18 to 


HOUSEHOLD APPLIANCE 
AND EXTENSION CORDS 


UL-listed Royal = = = 
Quality Cord Sets attractively pack- tay 











Safe, dependable, 





aged in colorful, self-service counter 
display package designed to attract 
customers, stimulate sales. Ask for 
Catalog No. 3-54 for complete 
details. 


WIRE ASSORTMENT 
MERCHANDISERS 


Popular assortments of Royal lamp, 
flexible and portable cords on color- 
ful, all-steel racks. Racks include 
built-in rulers and wire cutters. A 
complete wire department in only 2 


feet of space. 


Write direct or ask your wholesaler 
for complete catalog information 





ROYAL ELECTRIC COMPANY, Inc. 
PAWTUCKET + RHODE 





ISLAND 


WIRE © FLEXIBLE CORDS © CORD SETS © FUSES 
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You make More money 
when you sell work-saver 


real 


Bench, Kit or Post Pipe Vises 














Riga(D> 
Kit Pipe Vise, 


portable, clamps 
on bench 
or plank 


You sell More Detficoney.. 


special design jaws that grip firmly... close and 
open fast... pipe rests for more accurate threading, 
easy cutting . . . handy pipe benders. 


You se More) SErVice so. 


famous Rigerp heat- 
treated jaws for extra long 
wear ... special malleable 
frames that won’t warp or 
break ... every vise fac- 
tory tested to assure you 
super-performance and 
durability. 












More sales 
when it's 
more -popular 
more -advertised 
RiGa(b> 

Vises! Order today. 


The Ridge Tool Company « 














(Continued from page 13) 





packaging, special boxing and a na- 
tional advertising program have 
combined into a promotion 
featuring a plastic case having clear 
MagnaView cover with a built-in 
lens. Pacemaker rules are packed 
six to a red-and-black box which 
gives emphasis, graphically, to the 
rules’ features and is designed for 
counter display. The 1200 and 
3610W lines come in_ individual 
boxes with hang-hole flaps which 
fold upward to disclose guidance 


been 


notes on uses and maintenance of 
the rules. The Stanley Works. 


For more data circle No. 36 on postcard. p. 99 


Display for Brackets 

To promote sales of the ornamen- 
tal forged iron bracket, a counter 
display carton is shipped to dealers 
ready-packed with 10 pairs of 
brackets. Top of heavy-gage orange 
and black corrugated carton folds 
up to give display background, and 
small arm of bracket is inserted in 








® For more information on these products and services 
use free post card on page 99. 


back panel as display sample. Sepa- 
rate carton is available with each 
for three finishes: copper, dull 
black and relieved iron. Provided 
with display carton is 8x6 in. brack- 
et; all three sizes of bracket——-8x6 
in., 6x4% in., and 4x3 in.—are also 
available in boxes, each containing 
a pair of brackets. McKinney Mf vx. 
Co. 

For more data circle No. 37 on postcard, p. 99 


Ant Trap Display 

A set of three Antrol ant traps, 
selling for 25¢ a trap, is packaged 
for counter display in a newly-de- 
signed and convenient container. 
Traps have four unperforated holes 
and contain two types of prepared 
ingredients to attract and kill both 





grease and sweet eating ants. Con- 
tainer package of three traps re- 
tails for 69¢. Boyle-Midway, Inc. 


For more data circle Neo. 38 on postcard, p. 99 


Wood-Working Machine 


A. portable power saw is included 
with a complete wood-working ma- 
chine which cross-cuts, rips, bevels, 
and miters, and also has shaper and 
jointer attachments. Split-top table 
expands to 36 in. for handling full- 
sized plywood sheets. The Boose 
Wood-Worker has a %4-hp motor 
with an air-cooling circulating sys- 
tem, and delivers 4200 rpm under 
full load. Machine rips, cross-cuts 
and miters up to 2% in. at 90 deg, 


and bevels 2 in. at 45 deg. When 









































used as a portable power saw it cuts 
23, in. at 90 deg and 2%% in. at 45 
deg. Motor and 8-in. saw blade may 
be detached from machine and made 
into a portable power saw. Addli- 
tional attachments available are: 
lathe, drill press, sander, mortiser 
and router. Reamstown Products 
Co. 


For more data circle No. 39 on postcard, p. 99 


improved Packaging 


Home workshop sanding discs 
and sandpaper cut sheets have been 
given improved packages. Features 
include: a die cut on disc pack and 
sheet pack flap so that packs may 
be hung on perforated boards; and 
sizes of discs and cut sheets are 
printed on pack faces, as well as 
on ends, for easier identification. 
Packs may thus be displayed either 





in regular 3M counter display units 
or on boards. Minnesota Mining & 
Mfg. Co. 


For more data circle No. 46 on postcard, p. 99 


Sandpaper Display Rack 
Valued at $15, a floor display rack 

is offered free to dealers with an 

initial order of assorted Handy 
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NO. 61 CASEMENT OPERATOR 


Provides smooth, noiseless operation. . 
Wrought steel housing. Bronze spring holds 
slide shoe firmly against slide, prevents | 
rattle. Crank inserts into bronze worm 1% , 
eliminating wobble when window is opened 
or closed. When screen is in place, operator 
is concealed. Easy to install. Reversible. 


Nterling 


HAROWARE 








































Here's the best White Tape rule valve 
ever offered. Die cast case, heavily 
chrome plated. No. BO6W Made in 6 
ft., 8 ft., and 10 ft., lengths. 












A real buy in 50 and 100 ft. White 
Tapes in beautiful and durable leath- 
erette cases. No. SOGWIL - 50 ft. No. 
SIOWL - 100 fr. 






























NO. 190 
EXTENSION HINGES 





@ Provide 4 of space 
through which outside 
of sash can be easily 
reached for cleaning. 


No. 718 Utility Knife. Fine quality, 


rugged, five extra blades in handle 
—a fast repeat seller at 75c. 









@ Give better ventila- 
tion. Wind is deflected 
into room from both 
sides of sash. 











@ Support sash af cor- 
ners, prevent sagging. 








STERLING AUTOMATIC PULL-TITE CLOSERS 


NO. 165 
_ FOR CASEMENT WINDOWS 
AND CLOSET DOORS 


Overcomes warping of 
sosh and resistance of 
tightly fitted weather- 
strip. Pull adjustable from 
4 ibs. to 8 Ibs. Reversible. 
Easy to install. 


Walsco Chain Door Guard 
with welded steel links. Each 
on display card. No. 203 
brass or bright chromate 
finish. 





NO. 155 
FOR CABINET DOORS 


Gentle push on door 
closes it firmly without 
rebound. Pull is 4 Ibs. 
Reversible. Easy to install. 


a 


STERLING HARDWARE MFG. CO. 
Chicago 18, Illinois 


SEE OUR CATALOG IN SWEET'S: 
Send for Architectural File © Light Construction File 


complete catalog. | VISIT OUR DISPLAYS: Architects Somples Corporation, N.Y.C 





WALSCO 
PADLOCKS 
Every size for every 
purpose. These low 
priced locks are most 
popular in carded as- 
sortments. 





SBE 
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TO HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 








Home sandpaper and related items 
at a special introductory price. Rack 
requires 2‘ sq ft of floor space and 
is made of metal rods. Self-service 
in type, rack holds display of sand- 
paper sheets, belts and discs; ad- 
hesives; hand sanders; and mask- 
ing tape. There is extra storage 
space on bottom shelves; rack is 48 


in. high, 30 in. wide, and can be 
quickly assembled without tools. 


Merchandise is held on six shelves, 
with packages of masking tape on 
two shelf extenders; sign at top 
identifies display. Coated Abrasives 
Div., Armour & Co. 


Fer more data circle No. 41 on postcard, p. 99 


Color Selling Center 

A permanent Color Selector, con- 
taining full selling facts and color 
chips of the entire line, has been 
designed to help paint dealers. This 
Color Selling Center package fea- 
tures the Selector, which can be 
wall-mounted or used on a counter, 
and shows standard colors plus a 





wide variety of inter-mixtures with 
mixing formulas. Selector mea- 
sures 10x20 in. Complete Color 
Selling Center includes 96 tubes of 
tinting colors, indexed carton of 
432 color chips (replaced free when 
used), and 50 postcards for direct 
mail to customers. Acme Quality 
Pc ints, Inc. 


For more data circle No. 42 on postcard, p. 99 


Polish Sales Promotion 


To stimulate sales during the 
coming months, No-Rubbing Cream 
Polish is featured in a half-price 
sale which offers the 16-oz. size for 
the 8-oz. bottle (illus- 
trated) in color valls attention tc 
the special newspaper 
mats for. advertising are available 
to dealers without charge. Polish 
is for kitchen furniture 
and woodwork. Dri-Glo, a silicone 
furniture polish, is available at a 


price; a 


price and 


finishes, 


5 Pe 


oe 
aS 


->u Cmhitwaea st 


polish 


Pees 2) 0) POLreees 





10-cent price for a 6-oz. 
bottle; this promotion runs through 
December. O-Cedar Corp. 


For more data circle No. 43 on postcard, p. 99 


special 


Masking Tape Promotion 

New dispenser packages, a 60-yd. 
roll, re-styled counter display car- 
tons and self-service display racks 
have been designed to aid over-the- 
counter Behr-cat brana 
masking tape. Retail tape line is in 
a box with integral cutter edge and 
a half-moon die-cut opening that 
gives user a grip as tape is pulled 
and cut from roll. The 60-yd roll is 
‘+; in. wide and for the do-it-your- 
self trade in paint masking with 
either brush, roller or spray; other 


sales of 








> ft, le x 300 
in., and % in. x 90 ft. Counter dis- 
play and boxes (illustrated) both 
have red added to the usual blue and 
yellow; display holds 12 boxes, each 
in a cutter box. Perforated board 
racks with wire and wood supports 


sizes are %4 in. x 2! 


and display headboards in color are 
offered at no cost with orders for 
sufficient tape to stock them; racks 
are available in two sizes—l4 in. 
wide and 26'% in. high, accommo- 
dating one carton of each of four 
lengths of tape; and 14 in. wide and 
20%4 in. high, holding two cartons 
of 25 ft tapes and one each of 300 
in. and 90 ft long tape. Behr-Man- 
ning Div. of Norton Co. 


For more data circle No. 44 on postcard, p. 99 


Paint Remover Display 


With the introduction of Water- 
Wash paint remover, a convertible 
and collapsible Masonite display 
rack is given free with an initia] 
order of 12 pts. and 12 qts. of the 
non-flammable paint cleaner which 
is brushed on, washed off. Mer- 
chandising kit for newspaper ad- 

























































vertising, windows and display is 
also sent without 7 
order. The Savogran Co. 


cnarge With each 


For more data circle No 5 on postcard Pp 49 


(Resume reading on page \4} 
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So profitable to sell, so easy to handle 


KIMBLE GLASS BARS 


All Kimble Glass Towel _ tive appearance and practical utility. Don't delay, place your order today 
Bars are priced to give you‘ Fittings are bright and streamlined. with your wholesaler or write for one 
a good profit margin... Rodis sparkling « lear glass. Itsacom- nearest you. Address Kimble Glass 
priced to turn fast. Each | bination that makes Kimble Glass Bars Company, subsidiary of Owens- 
bar is individually designed for attrac- a natural, self-service item. Illinois, Toledo 1, Ohio. 


























KIMBLE GLASS BARS O WENS -ILLINO IS 


AN (I) PRODUCT GENERAL OFFICES « TOLEDO 1, OHIO 














BEFORE YOU MODERNIZE. 


GET ALL THE FACTS ABOUT [mum ak VAAL bi ’ 







444: 
(FLEX = ORAMA 


TAPER PINS 


Complete stock, all sizes 47/0 through 14 
Special sizes to order 
Milled or Centerless Ground (Precision Type). 
Made to accurate tolerances. 








Potent opplied for 


Also Stanho Taper Pins made from selected 
screw stock, Monel, Brass, Aluminum 
or other metals. Clean bright finish 


—prompt shipments. ge , 
” at 


description 
and prices. 







Available through your Retail 
Hardware Associations. Write 


today for complete information. 


STREATER INDUSTRIES, INC. 


CE tons SPRING PARK, MINNESOTA ‘ aa 
® STREATER’S INC. OF NEW YORK VLSL he 


CHATHAM, NEW YORK: 
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Stratton & Terstegge Promotes Five Men 


To Improve Service, Meet Expansion Needs 


Five veteran hardwaremen 
have been promoted within 


the Stratton & Terstegge 
Co., wholesalers of Louis- 
ville, Ky. 





GEORGE W. JONES 





J. L. 


OATES 


W. H. Terstegge, presi- 
dent, announced the changes, 
“For the improvement and 
betterment of service to the 
customer, made necessary by 
our expanding volume of 
business.” 

George W. Jones, former 
city sales manager, is now 
the general manager of the 
warehousing operation. 

J. L. Oates succeeds Mr. 
Jones as city sales manager. 
He was assistant Kentucky 
sales manager. 


H. E. Robbins, a former 


114 


H. E. ROBBINS 





R. G. 





WILLIAM HOLLAND 


salesman, 


ROOK 


returns 





to 


the 


company as electrical buyer. 
R. G. Rook has been made 


(Continued on page 117) 


L. M. Hatfield Elected 
A Janney Director 


Lawrence M. Hatfield, who 
recently joined Janney-Sem- 
ple-Hill & Co., Minneapolis 
wholesaler, has been elected 
a director and vice-president 
in charge of sales and re- 
tailer services. 

Other directors elected to 
serve as officers were Horace 
P. Hill, executive vice-presi- 
dent; Albert E. Cox, vice- 
president in charge of pur- 
chasing; Robert M. Fleming, 
vice-president for advertising 
and promotion; Stanley J. 
Mirocha, secretary, and 
Thomas S. Snyder, assistant 





secretary and assistant trea- 
surer. 

Mr. Hatfield was also 
elected to the firm’s execu- 
tive committee. 


Stanley Works Acquires 
Denison In Expansion 


The Stanley Works, New 
Britain, Conn., has acquired 
the Denison Corp., North 
Miami, Fla., manufacturers 
of building specialties. 

The $1.3 million purchase 
marks the entrance of the 
Stanley Works into the 
building specialty field as 
part of its program of di- 
versification. 





True Temper Corp. Given Item of Year 
Award by Supplee-Biddle-Steltz Company 


True Temper Corp., Cleve- 
land, is the recipient of this 
year’s “Item of the Year” 
award made by Supplee-Bid- 
dle-Steltz Co., Philadelphia 
wholesaler. The award is 


made annually by the sales- 
men of the firm to a line of 
merchandise which they be- 
lieve is outstanding. 

The award was presented 


(Continued on page 116) 





Wm. Geo. Steltz, (right) president of Supplee-Biddle- 
Steltz Co., presents a silver cup to Robert Raymond, 
vice president of True Temper Corp., in recognition 
of True Temper's products being named the “Item of 
of the Year” by the wholesale firm's salesmen. 
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Three Top Management 
Moves At Marshall Wells 


Three top-level changes 
have been announced by 
Marshall-Wells Co., hard- 
ware wholesaler at Duluth, 
Minn. 

H. J. Sobiloff has been 
elected president and chair- 
man of the board. He was 
acting president and chair- 





ax 


M. R. TWISS 


man of the board. He is 
chairman of the board of 
Ambrook Industries, which 


recently purchased control- 
ling interest in Marshall- 
Wells. 

M. R. Twiss, former vice- 





N. W. DIEHL 


president of Marshall-Wells, 
has been elected to executive 
vice-president. He succeeds 
L. M. Hatfield, who recently 
resigned. 

N. W. Diehl is the man- 
ager of the general services 
department. He was 
tant to the executive 
president. 


assis- 
vice- 











DEALER BRIEFS: 





Many New Opening and Rebuilding Events As 
Dealers Prepare For Big Christmas Season 


Pennsauken, N. J.—Jules 
and Louis Kushner opened 
Kushner Hardware in Penn- 
sauken Shopping Center on 
Nov. 16. The opening was 
highlighted by gifts, door 
prizes, and a special of a car- 
load of galvanized buckets at 


19¢. The self-service store 
carries name-brand goods 
only, and features house- 


wares and major appliances. 
All fixtures were designed 
and built by the Supplee-Bid- 
dle-Steltz Co., Philadelphia, 
Pa. 


Daytona Beach, Fla.—The 
Daytona Beach Hardware 
Co. has been sold by Herbert 
Wilson, founder, to Max 


Samuely, who also owns the 
Peninsula hardware. The 
store is open during remodel- 
ing and restocking. The man- 


ager is Fritz Hall, former 
employee. 

Harlingen, Texas—J. B. 
Jones opened Buck’s paint 


and hardware store at Jeffer- 
son and Palm Blivd., Browns- 
ville, recently. 


Waukon, lowa—T. F. 
O’Brien hardware has been 
sold to Sylvan Hinrichs. The 
business was founded by the 
late Thomas F. O’Brien in 
1882. The sellers were Leon- 
ard O’Brien and John Ryan. 


(Continued on page 118) 
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Kelley-How-Thomson To be Subsidiary of 
Marshall-Wells; No Policy Changes Seen 


Kelley-How-Thomson Co., 
53-year-old hardware whole- 
salers of Duluth, Minn., has 


been acquired by Marshall- 
Wells Co., also of Duluth. 
The acquistion was an- 


nounced in a joint statement 


by H. J. Sobiloff, chairman 
of the board of Marshall- 
Wells Co., and George W. 


Welles, Jr., president of Kel- 
ley-How-Thomson Co. 
Kelley-How-Thomson will 
continue to operate under its 
own name as a subsidiary of 
Marshall-Wells. Kelley-How- 
Thomson will service its pres- 
ent customers, as in the past, 
with its 
out of its present warehouse. 
staff will 
continue to do the buying. 


own salesmen and 


The existing also 
will 
such 


special 


Kelley-How-Thomson 
to 
trade - marked 


continue handle 


and 





lines as it now makes availa 
ble to its dealers. 

Mr. Welles will continue 
as president and director of 
Kelley-How-Thomson and 
will also serve as a vice-pres 
ident and a director of Mar- 
shall-Wells. 


This 
two of the largest wholesale 


acquisition involves 
hardware distributors in the 
Marshall - Wells’ 
in both US and 
and Canadian divisions, total! 
$90,000,000. Kelley 
How-Thomson’s annual sales 


northwest 


annual sales. 
about 


volume has been about $12,- 
000,000, 

The acquisition of Kelley- 
How-Thomson by Marshall- 
Wells effected through 
the purchase of the outstand- 


was 


ing capital stock of Kelley- 
How-Thomson 





Kushner Brothers Open Self-Service Store 





Jules 
store at Pennsauken, 
Three-day opening celebration was attended by over 3300 
patrons, 37 of whom won prizes. A carload of galvanized 
buckets was sold at 19¢ each as introductory specials. (See 
Dealer Briefs, opposite) 


(left) and Louis Kushner opened 


their self-service 


shopping center on Nov. 16 
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MORE AND MORE DEALERS 
ARE FINDING OUT THAT 






TING SALES: 4 
5 B00> 
1. DEPENDABLE QUALITY 
2. GENEROUS MARKUPS 
3. REASONABLE RETAIL PRICES 
4. STRONG NATIONAL ADVERTISING 


Quality famous for over a century keeps 
customers coming back for other Tree 
Brand items. Add BOKER’S generous mark- 
ups, reasonable retail prices and strong 
SATURDAY EVENING POST ads and you 
have sure profits! Talk to your jobber today 
about Tree Brand! 


i _ “a _ “ 
—e ‘aa 



















EASY “PPRKERY 


SHEARS 

Rem abie holiow@ground pre- 
n steel biad@, Duraium 

ng handies. t htweight, 





r? des gnecd 
customers pi 


mito i} the mo- 
ent them up. 


4 


' 





“SUBURBAN” TABLEWARE SET 


Handsome, practical 24-piece Tableware 
set. Genuine Pakkawood handies, stain and 
burn resistant. Choice of box or plastic 
Carrying case; slight difference in price. 


























STEAM SET 


An itm women go for- ry man 
wants. Handsome to loom at... 
raz@r sharp, holiow-groundpiaces. 


CARVING SETS 


Sel! quickly because they look 
their quality! Highest quality 
steel. Genuine stag handies 
curved to fit the hand. 


XN 
— 
. 


POCKEP KNIVES 


Sel) them onab, and you'll never 
carry another brand! Fine steel 
and fine joans in patterns to 
suit every tagte. 






SCISSORS — 
ALS® BOKER \WLIERS, 
SNIPS, WREN 


CATALOG ON RE 


A 


The Setu:dey Evens a¢ 


POST 


value 


o sell on sight — at 
“a ood profit' Wide variety 
of sizes. Quality all the way. 














se? tear 


ROKER 
TREE Gig sRann 


ve SUTLERY we 


H. BOKER & CO., INC. 
Established 1837 
101 Ovane St. New York 7, N.Y. 








Supplee-Biddie-Steltz 
Awards True Temper 


(Continued from page 114) 
at the 22nd Annual Presi- 
dent’s Birthday celebration 
of Supplee - Biddle - Steltz. 
Robert Raymond, vice-presi- 
dent of True Temper, re- 
ceived a silver cup and a 
scroll from Wm. Geo. Steltz. 
president of the wholesale 
firm. Harold A. Stevens, 
sales manager of True Tem- 
per’s hardware division, was 
also a guest of honor at the 
dinner which marked the oc- 
casion. 

The affair was held at the 
Broadwood Hotel, Philadel- 
phia, with some 500 salesmen 
and employees of Supplee- 
Biddle-Steltz attending. A 
program of entertainment 


followed the dinner and 
award presentation. 
Mr. Steltz announced at 


the dinner the recipients of 
this year’s President’s 
Award. Those receiving the 
award for outstanding ser- 
vice were Luther Holmes of 
the maintenance department, 
and Miss Mary McLaughlin, 
on special assignment. These 
awards are on the basis of 
recommendations made by 
the firm’s Junior Board of 
Directors. 

Citations were also made 
to Wm. Geo. Steltz, Jr., ex- 
ecutive vice-president, and to 


Roy Geppinger, vice-presi- 


| dent, for outstanding leader- 


ship of the company’s af- 
fairs during the period when 


Mr. Steltz, Sr.. was absent 
from the office this summer 
due to illness. 

Blair Deal, a salesman, 
presented Mr. Steltz with a 
birthday gift on behalf of 





News of the Trade — 


A. J. Ander- 
behalf 


the sales force. 
son did the same on 
of the inside employees. 

Mr. Steltz announced that 
the company’s employees 
would receive this year a 
bonus of approximately a 
week’s salary. 


W. H. Gebhart Named 
Disston Sales Manager 


Walter H. Gebhart has 
been named general sales 
manager of Henry Disston 
Div. of H. K. Porter Co., 
Philadelphia. He will head 
Disston’s five sales divisions: 
hardware, industrial, power 
tool, steel and export. 

Mr. Gebhart has been 
sociated with Disston since 
1916. 


Davis Elects G. V. Wise 


George V. Wise has been 
elected to the board of di- 
rectors and a vice-presidency 
of the H. B. Davis Paint 
Co., Baltimore, Md. 

He was advertising man- 
ager of the firm. 


as- 


Hardware Wholesalers 
Elect Roussel President 
Stockholders of Hardware 


Wholesalers, Inc., Fort 
Wayne, Ind., recently elected 
Al Roussel, Roussel Broth- 


ers Hardware, Fort Wayne, 
president of the board of di- 
rectors for 1956. 

The stockholders’ meeting 
was part of the 9th annual 
convention during which 
100 manufacturers displayed 
their 1956 lines in a special- 
ly-erected tent. 

Convention registration and 
dealer sales were double the 
previous year. 

Stockholders were told that 
1955 sales were ahead of 
1954 by 20 percent. 





Over 
Wholesalers, Inc., 
and stockholders 
display 


meeting 
Dealer re 


100 manufacturers showed 
Fort Way ne, 


1956 Boing at Hardware 


Ind., 


Sth annual convention 


A tent was erected to house the 
gistration and sales doubled previous year. 
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News of the Trade 
Hardware Boosters on a Season 





Yee *» 


Opening business meeting of the 1955-56 season of the 
Hardware Boosters of New York, a social-business club for 
hardwaremen, was address by Rod Chamberlin, the Stanley 


Works (second from left). 


Works: and I. 


Others (left to right) are Ed- 


ward Grosnick, Carborundum Co., 


Jack Taylor, the Stanley 


Fischman, L. Canter & Sons, Inc. 





NEWS OF 


MANUFACTURERS AGENTS 








Johan H. Graham 


Jerry Jacobsen has been 
promoted to cover the New 
York state, northern Penn- 
sylvania, and Ontario, Can- 





JERRY JACOBSEN 


ada area for John H. Graham 
& Co... Inc., New York. 

He had been Minnesota, 
and North and South Dakota 
representative for several 
years. 


Sun Ray Steel Wool 


Sun Ray Steel Wool Prod- 
ucts, London, Ohio, has 
named new manufacturers’ 
agents in three territories. 

A. Walt Runglin Co., Los 
Angeles, Calif., Ari- 
zona, Nevada, and southern 
California. John J. Wood, 
New Orleans, La., has north- 
western Florida, 


covers 








Lou isiana, 
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Mississippi, and Mobile, Ala. 
Chicago and northern IIli- 
nois’ sales are directed by 
John Jeffers. 


Versa Products 


Versa Products Co., Lodi, 
Ohio, has named two sales 
agencies to cover eastern 
territory. 

Julian Stark directs sales 
in the five-borough metropol- 
itan New York City area. 
Hildreth-Baker, Inc., covers 
Maine, Vermont, New Hamp- 
shire, Massachusetts, Rhode 
Island, and Connecticut. 


John M. Russell 


John M. Russell  div.., 
Risdon Mfg. Co., Naugatuck, 
Conn., has named Carter 


Hough, Jr., & Associates as 
sales agent for Florida, Ala- 
bama, Georgia, and Tennes- 
see. 





Stratton & Terstegge 
Promotes Five Men 


(Continued from page 114) 
buyer for all building hard- 
ware, paint, window screens 
and screen doors, 
which creates a complete 
builders’ hardware and sup- 
ply department under one 
man. 

Mr. Rook’s sales replace- 
ment at Kentucky is William 
Holland. Mr. Holland has 
worked in the sales depart- 
ment for eight years. 


in a move 


35 














The hottest selling 
line of lawn tractors 


MOW-CYCLE. 


lawn care without 
walking 


Ne 
























Mow-Cycle 24 


$289.50 






Mow-Cycie 
Cadet” 


$209.50 


plus freight 
ond tocol texes 


pilus freight end loco! toxes 








Biggest hit at the 
storm wherever they're seen. 


94 or new MOW-CYCLE “¢ 


Hardware Show. Selling up a 
Either MOW-CYCLE 


‘adet” makes grass cutting 


the easiest chore ever performed. Either model cuts 
24” swath, carrying rider twice as fast as he can 
walk. Both have 3 hp Clinton engine, recoil starter, 
comfortable basket seat. rugged 1” tubing frame and 
heavy gauge auto steel housing. Trailing mower and 
other attachments available. 
MOW-CYCLE Cadet MOW-CYCLE 24 
and ' t ht inter- cut fu 24” swat I 


A, eon Ohio 
BOW CYCLE 


miit | : mowe ni otner Ttacnme 


Musgrave Incorporated, Dept. 


; ‘ 7 sere i. de ae ry ’ ’ meal piete 


N me 
Addre 


City Zoom 
COMPLETE LAWN CARE WITHOUT WALKING 


be o ke ee oe —& 
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News of the Trade 


Service Tools Institute Elects H. C. Pease 
President; E. J. Muldoon Vice-President 


Service Tools Institute, 53 
Park Place, New York, 
elected Hoyt C. Pease presi- 
dent at the annual election 
of officers, held recently at 
Chicago, Il. 

Eugene J. Muldoon was 
elected vice-president. 

Mr. Pease is vice-president 


a . 
ah 


HOYT C. PEASE 


and general manager. Stan- 
ley Tool div., the Stanley 
Works, New Britain, Conn. 


- 


—_ 


OBITU 


— 


James S. Ragsdale 


James S. Ragsdale, 41, 
manager of Ballem, Rags- 
dale & Wells Co., manufac- 
turers representitives, Dal- 
las, Texas, died suddenly on 
Nov. 7. His home was at 
Cleburne, Texas. A_ third- 
generation hardware man, he 
had been associated with his 
father, James M. Ragsdale, 
Cleburne Hardware Co., 
prior to World War II. He 
joined Dan M. Bell & Co., in 
1948. After *he death of Mr. 
Bell, the Ballem, Ragsdale & 
Wells Co. was formed. He 
had been manager since 1953. 


Fred M. Everett 


Fred M. Everett, 80, a di- 
rector of the Columbian Rope 
Co., Auburn, N. Y., died at 
his home in Auburn on Nov. 
10. He joined the company 
in 1904 as sales manager. He 
was elected a director in 
1910, and secretary and trea- 
surer in 1913. In 1925 he be- 
came vice-president of sales. 
He had been a vice-president 
of American Hardware Man- 
ufacturers Association. 
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ARIES 


He served as vice-president 
of the Institute under the 
1954-55 president, Jack C. 
Mulugen. Mr. Mulugen is 
president of the J. H. Wil- 
liams Co., Buffalo, N. Y. 

Mr. Pease has served on 
the traffic committee. He has 
been active in industry tariff 
and trade programs seeking 
adequate protection of the 
domestic hand tool industry 
threatened with low - cost 
imports. 

Mr. Muldoon, 
ager, hand tool New 
Britain Machine New 
Britain, Conn., has been ac- 
tive in the Institute for 10 
years. He has served on the 
committees on shows and ex- 
hibits, government specifica- 
tions, and membership. 

More recently, he has co- 
ordinated within his own 
company the acquisition of 
the hand too! division of the 
Blackhawk Mfg. Co., Mil- 
waukee, Wis. It is now a 
part of the Hand Too! div., 
New Britain Machine Co. 


sales 
div.., 


{ i 


man- 


Lawrence D. Lovelass 


Lawrence D. Lovelass, 50, 
purchasing agent for Ya- 
kima Hardware Co., Yakima, 
Wash., died Nov. 9. He had 
been with the firm, except 
for one brief period, since 


1920. 


William V. Horgan 


William V. Horgan, north- 
west sales representative, 
Nicholson File Co., died Nov. 
4, at his home in Wenatchee, 
Wash., after a brief illness. 
He had been with the firm 
since 1938. 


Jess L. Fetterman 


Jess L. Fetterman, 51, 
president of Fetterman Dis- 
tributing Co., Seattle, Wash.., 
died suddenly, Oct. 19, of a 
heart attack. He was a past 
president of the Seattle Pot 
and Kettle Club. 


William Loyd Poynter 


William Loyd Poynter, 55, 
midwest regional sales man- 


ager, Black & Decker Mfg. 
Co., died Nov. 14 at a com- 
pany business meeting in 
Hershey, Pa. He joined the 
firm in 1925 as a territory 
salesman. 





Carl G. Lindquist 


Carl G. Lindquist, founder 
and chairman of the board, 
Lindquist Hardware Co., died 
on Nov. 7 at Bridgeport, 
Conn., home of the Company. 


New appointments, new territories, etc. 


MANUFACTURERS SALESMEN 


Arvin Industries 


Willard Kahn and Leonard 
Ashcraft have been named 
district managers, house- 
wares and furniture division, 
Arvin Industries, Inc., Co- 
lumbus, Ind. 

Mr. Ashcraft, former field 


LEONARD ASHCRAFT 


representative, is 
to cover the 
New York area. 

Mr. Kahn, a 30-year furni- 
ture sales veteran, directs 
sales in West Virginia, 
southern Ohio, and northern 
Kentucky. 


promoted 
metropolitan 


Armstrong Co. 


The Armstrong Co., Chi- 
cago, Ill., has promoted three 
men in a recent sales terri- 
tory realignment. 

Robert E. McIntosh, who 
was manager of the Rich- 
mond, Calif., branch, is the 
manager of the Company’s 
general offices at Chicago. 
He is in charge of sales pro- 
motion and distribution. 

H. W. Somershoe, former 
manager of the Detroit, 
Mich., branch, replaces Mr. 
McIntosh. Succeeding Mr. 
Somershoe is R. J. Fowler. 
Mr. Fowler was a southwest 
rales representative. 


F. E. Myers & Bro. 


F. E. Myers & Bro. Co., 
Ashland, Ohio, has promoted 
three sales department men. 

Elmer H. Cook, former 


sales specialist, is industrial 
equipment product manager. 
William C. Rose is district 
manager for West Virginia 
and western Pennsylvania. 
He was a salesman. William 
L. Patton, Jr., a former 
salesman, is the _ district 
manager covering Montana, 
Wyoming, western Nebraska, 
western Kansas, Colorado, 
New Mexico, Arizonia, Utah, 
and eastern Nevada. 





DEALER BRIEFS: 


(Continued from page 115) 

Bethel, Ohio— Hannah 
Hardware Co. recently 
opened a “hardwareman’s 
hardware” with a three-day 
celebration. Designed by El- 
ber Brooks of the store plan- 
ning division, Ohio Hardware 
Association, it features self- 
service. Dinnerware, sporting 
goods, housewares, and toys 
are stocked. 





Abilene, Kan. Rixon 
Hardware and Supply Co. 
recently held grand opening 
ceremonies. Gifts and door 
prizes were a feature of the 
event. Housewares and sport- 
ing goods are stocked. 


Baltimore, Md.—The Balti- 
more Salvage Co., Inc., Hard- 
ware Fair recently opened a 
new store on the Governor 
Ritchie Highway at Glen 
Burnie. The firm now has 
five stores. 


Idaho— Waldo 
Fietcher is the manager 
of the recently remodeled 
Greenawalt’s hardware, fur- 
niture, and appliance store. 
The store was reopened with 
a three-day celebration fea- 
turing $1000 in prizes, and 
special bargain merchandise. 


Jerome, 


Erie, Pa.—Robert Martin 
aid Homer Shearer have 
opened the Liberty hard- 
ware, in the Liberty Shop- 
ping Center. Prizes were 
given to adults and children 
on opening day. 
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A report in pictures of events in the trade 





HA Photo Angles 





» 


New England Build- 
ers Hardware Club 
recently held its last 
meeting of 1955, at 
Brookline, Mass 
Guest speaker was 
Homer Ejichacker, of 
Vonnegut Hardware 
C-. Indianapolis, 
Ind. New officers 


were elected 








Shown are students and instructors of the Yale & Towne Mfg. Com 
pany s Lock and Hardware division four-week seminar in builders 
hardware at White Plains, N. Y. Standing (left to right): W. J. Cyr, 
product manager, Y & T; C. H. F. Hutchings, of N. W. Hutchings; 
James Garbarini, Y & T trainee; C. M. Lynge, Jr.. Y & T sales promo 
tion; Lawrence Reilly end Anthony Magnetta, Y & T trainees; J. J. 
Jones, C. M. McClung & Co.; T. F. Driver, Y & T trainee; John Lehman, 
Altoona Builders’ Supply; and John Schuster, of Y & T. Seated, from 
left, A. G. West, supervisor, contract sales order department; |. Frank 
Boxwell, director, contract hardware distribution; J. D. Young, general 
and Henry Peter, hardware consultant. 
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Gordon Morton, Traverse City, Mich., 
(second from left), Pritzlaff Hardware 
Co., of Milwaukee, Wis., receives a $1500 
mink stole as top salesman in nationwide 
contest held by Bostwi k Laboratories. 
Bridgeport, (Conn. Others, from left: Jake 
Olsen and Frank Snyder, Pritzlaf® assistant 
sales manager, and buyer: |. W. Lee, 
Bostwick's Chicago regional salesman- 
ager; and R. A. Ruhling, Bostwick's Chi- 


cago sales representative. 


A group of 25 
dealers attended 
a tour of Black 
& Decker Mfg. 
Companys low 
son, Md., plant 
recently. The trip 
was arranged by 
F ries, Beall & 
Sharp. Washing 
ton, DD. < . whole 
salers Tour if 
cluded two plant 
trips and a movie 
on power too] 


budget sales 
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Capehart-Rogers Fair Trade Law Amendment 
Supported by American Fair Trade Council 


The American Fair Trade Coun- 
cil at its recent annual meeting in 
New York City supported the 
pending Capehart-Rogers Fair 
Play amendment to the federal 
fair trade law which would make 
unfair competition unlawful and 
actionable for injunction and dam- 
ages by any injured party, and 
that would give the Federal! Trade 
Commission jurisdiction to enter 
cease - and - desist orders against 
guilty manufacturers. 

An early amendment to federal! 
fair trade law “to protect home- 
town and neighborhood retailers 
and their customers from preda- 
tory ©. “eretly promoted 
by dishonest ......ufacturers, be- 
hind a pretense of fair - trading 
their products, is imperative if 
the traditional American system 
of fair and open competition is to 
survive,” said John W. Anderson, 
president of the council. 

“Millions of citizens tradition- 
ally engaged in wholesale and re- 
tail trades, that have provided 
faithfully all American commu- 
nities with their urgent day-to-day 
requirements in goods and ser- 
vices, are living in growing dread 
of economic extinction. 

“They fear the mounting sabo- 
tage of the American system of 
distributive services by sharp- 
shooting retailers able to offer 
fair-traded products at seemingly 
sensational prices — only because 
the manufacturers of those prod- 
ucts secretly supply them in large 
quantities to the sharpshooter,” 
continued Mr. Anderson. 

“No industry distributing brand- 
ed products widely fair-traded is 
free from serious injury by such 
treacherous manufacturers. Re- 
tailer and wholesaler associations 
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in such industries, sensing the 
threat to their own existence, are 
becoming increasingly aroused by 
this peril to their members.” 


Eighty-Two Fair Trade 
Suits Filed by Hamilton 


Hamilton Mfg. Corp., Columbus, 
Ind., has announced that it has 
filed 82 fair trade suits in New 
York City Courts in the two-month 
period since a stepped-up enforce- 
ment program was announced. 

Suits are filed against retailers 
found offering Cosco products for 
sale at less than established retail 
prices. The company stated that 
“thirty-five of these suits are 
about to be concluded, with the 
bulk of defendants readily agree- 
ing to consent injunctions.” 


Fair Trade Injunction 


Bissell Carpet Sweeper Co., 
Grand Rapids, Mich., announces it 
has obtained a permanent injunc- 
tion restraining Government Em- 
ployees Exclusively, a Sacramento, 
Calif., store, from selling Bissell 
sweepers at less than fair trade 
prices. This injunction supersedes 
a temporary restraining order 
against this store. 


Inventories Up 


Inventories held by retailers, 
wholesalers and manufacturers 
amounted to $79.6 billion at the end 
of September, according to the 
Commerce Dept. 

This total shows a gain of $2.75 
billion since last year in the valua- 
tion of business inventories. 

After allowing for seasonal ad- 
justments, the book value of unsold 
goods rose by $300 million during 
September, the government says. 





Government Predictions 
Call "56 Good Year 
(Continued from page 14) 


cent next year, forecasts Arthur C. 
Babson, vice-president of Babson’s 
Reports. 

He cites a predicted downturn in 
the auto and home construction in- 
dustries as leading factors in the 
dip. 

Mr. Babson also calls attention 
to “the very length of this great 
boom,” adding that subtle shifts in 
consumer psychology could change 
credit expansion into credit con- 
traction. 

A leading economist forecasts 
that the current business boom will 
expand. Martin Gainsbrugh, chief 
economist for the National Indus- 
trial Conference Board, says that 
“economic activity continues to 
move into higher ground despite 
added political uncertainties.” 

He predicts that the first half of 
1956 will enjoy a 2 to 3 percent 
gain in economic expansion over the 
third quarter of 1955. Then, he 
adds, the final six months of 1956 
“will maintain the plateau.” 


Consumer Mailers 
New Wholesalers’ Aids 
for Dealers’ Use 


Ace Hardware Combines 
Toys, Citts | in ) Eee 
Nn 


nm ”- 
Ae ¥ 


Ace Hardware Corp., Chicago 
wholesaler, has issued a Christmas 
toy and gift mailer for dealers of 
32 pages, 16 pages in full color. 
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SPRING 












Spring pivot hinge with 
flat brackets. Adjustable 
—tension use Type IC. 





Write today for complete catalog. 


BOMMER SPRING HINGE CO. INC. 


Main Office & Plant 
Chicago Office 
Soles Office 

and Waorehouse 


LANDRUM, SOUTH CAROLINA 
180 N. Wacker Drive Chicago 6, Il! 
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HEXAGONAL 
NETTING 


Standard for the wire fabricat- 

ing industry . . . evenly woven 
. perfectly straight selvage 
. heavily galvanized ... 


The widespread popularity 
of Wright Hexagonal Netting 
is apparent when you see the 
famous colored rooster label 
in each bale on display in 
countless hardware stores 
everywhere. 
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DISPLAYS! 


to sell for you 


7 SELF-ADHESIVE 
ELECTRIC 
HEATING TAPE 


STOP 
FROZEN 
PIPES 


Here's How Cold Weather can mean 


COLD CASH FOR YOU! 


Order this “Popularity Pack” now—a 
fast-selling assortment of WRAP-ON 
Electric Heating Tape combined with a 
profit-making selection of thermostats 
Merchandise display ts a complete sales 
department—FREE with your order! 








Get EXTRA PROFITS by 
selling WRAP-ON Fiber 
glass Insulation for low 
temperature jobs. It's a 
natural tie-in sale to boost 
volume even higher 











@ Just wrap it on and 
plug it in! 


@ Low cost — Do-it-yourself” 


@ Use on unprotected pipes, 
sove repairs 


@ Protect to 50° below 
zero with WRAP-ON 
Fiberglass Insulation 


@ Use thermostat for 
automatic operation 





You get the initial profit 
quicker and the repeat sale 
easier because WRAP-ON 
quality, utility and convenience 
means volume business. 


Beware of Imitations — WRAP-ON Gets the Call! 





You get a FREE ad with 
each assortment you buy. 
This ad will be run in your 
community with your name 
to make your store the fo- 
cal point of WRAP-ON’s 
national promotion. You 
make faster sales, more 
turnover, bigger profit 
through WRAP-ON’s ex- 
clusive FREE Advertising 
Program. Get the details 
from your jobber today! 





~ >» NEWSPAPER ADS 


for every dealer 





STOP FROZEN PIPES! 





WRAP ON 


ELECTRIC HEATING TAPE 
Self Adhesive! Just Wrep & 
On end Plug ft in — tt Sticke! 


Easily. quxkly apphed Pro- 
tects weter popes. off lenes, 
pumps Use thermosat for 
auiometx operetion 


lew Ces De-#- Yeursell 
Prevent Coetly Repair Gills 





NATIONALLY ADVERTISED 
TO PRE-SELL FOR YOU! 


Better Homes & Gardens—Farm 
Journal — Successful Farming — 
Popular Mechanics—Town Jour- 
nal— Popular Science— Electric- 
ity on the Farm — Rural New 
Yorker—American Agriculturist 


ORDER FROM 
YOUR JOBBER NOW! 


WRAP-ON CO., MPFRS.., 


Trowbtle free. lasts for years 
Protect to SO” below zero 
with wear-onm fiberglass m 
sulatron No tools 

















If your jobber doesn't have 
this money-making deal — 
write for name of nearest one 


354 W. Heren $?., Chicege 10, I. 
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LANTERNS 


We Wish You 
MERRY CHRISTMAS 
and thank you for 
continued patronage 


R.E. DIETZ COMPANY 
: > 1840 
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DOOR-EASE 
WORLD'S LARGEST SELLING 
HOME STICK LUBRICANT 
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AMERICAN GREASE STICK CO. 
Muskegon ‘saliaaP 
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Promotions 











Landers Offers Chest 
On Premium Promotion 

Landers, Frary & Clark has sub- 
stituted a newly designed storage 
chest and seat as the customer pre- 
mium offer on sales of its cleaner 
until the offer expires Dec. 31. 

The original offer was a free 
Dazey magnetic bottle opener, 
worth about $4, to any person re- 
ceiving a demonstration of anv 
Universal home cleaner, and a free 
l0-cup Corona automatic coffee- 
maker, worth about $30, to any per- 
son who bought a cleaner. 

The supply of coffeemakers soon 
was exhausted and Lee Moss, vice- 
president and sales manager, home 
cleaning division, announced the 
chest-a-seat premium. 

Landers has tried similar plans 
three times previously and each 
time the response was tremendous, 
Mr. Moss points out adding that 
“If we haven’t been confident that 
dealers would sell better than nine 
out of 10 persons trying the free 
trial Landers would never have 
launched the program.”’ 


Manufacturers Continue 
Dishwasher Promotion 


The industry promotion on auto- 
matic electric dishwashers started 
this year will be continued through 
1956. 

The program will start in Jan- 
uary and have a two-pronged ap- 
proach to the problem of getting 
consumers to spend more money 
for automatic dishwashers. There 
will be intensive consumer educa- 
tion in participating manufactur- 
ers’ advertising and from program 
headquarters, and there will be lo- 
cal level promotions in key trad- 
ing areas. 

An eight-page newspaper sup- 
plement will be available for local 
promotions. 

The household sink units section, 
National Electrical Manufacturers 
Association, in announcing contin- 
uation of the program points out 
manufacturers’ sales were up 50 
percent for the first seven months 


Manufacturers’ New Merchandising Plans 


of this vear against the same 
months of 1954. The program Is a 
rallying point for all parts of the 
industry to increase the basic mar- 
ket. 

Sponsors of the program are 
American Kitchens, Crosley, 
Frigidaire, General Electric, Hot- 
point, In-Sink-Erator, Kitchenmaid 
and Westinghouse 


Newark Ladder Offers 
Free Monthly Newsletter 


Newark Ladder & Bracket Co., 
Clark Township, N. J. offers a free 
monthly newsletter and informa- 
tive new product literature to lad- 
der, attic stairway, and scaffolding 
equipment dealers. 

The offer is for dealers in New 
York, New 
Pennsylvania, Massachusetts, 
Rhode Island, Maryland and Del- 


aware. 


Jersey, Connecticut, 


Gift Promotion for ‘56 
On Electric Housewares 


The industry-wide promotion to 
sell electric housewares as gifts 
will be continued next year, it was 
announced at the recent National 
Electrical Manufacturers Associa- 
tion meeting in Atlantic City, N. J., 
by the electric housewares section. 

Further details of the program 
will be announced at the Chicago 
Housewares Show in January. Ad- 
ditional support from consumer 
publications is a primary goal of 
next year’s promotion. 

The 1955 promotion received 
greater support than those of pre- 
vious years reported H. S. Perkins, 
chairman of the section, and sales 
manager, electric housewares divi- 
sion, Landers, Frary & Clark, from 
business and consumer publica- 
tions. The program was making a 
greater impression at the consumer 
level, he pointed out, and had a 
profound effect on the trade. 

The 1956 program will continue 
to emphasize the gift and non-gift 
giving values of some 30 basic 
electric housewares. Consumers 
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Drop forged by men who 
really know how to put the 
strength in hardware where 
strength and dependability 
count most 


Catalog “H-55" shows the 
tull W-C line of pulleys, 
wire rope sockets, connect- 
ing links, thimbles, eye 
bolts, ring bolts, turn- 
buckles and others. 


Send for your copy of W-C 
Catalog “H-55”, 


WILCOX-CRITTENDEN 
Div Ss Nort? & turing C 


dd Manufa 





77 SOUTH MAIN ST., MIDDLETOWN, CONN 











SELL POSITIVE FILTRATION 




















ALUMINUM PAINT 


Exterior « Heat-Resisting © Interior 









Microstone® 
Element 


FILTERS 


Yow sell customer convenience and 


: Mey bu 
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~e ation 
THE SHEFFIELD BRONZE PAINT CORPORA! 
CLEVELAND. OHIO 
satisfaction when you sell SETTE’s Pos- 
itive Filtration, for Positive Filtration 





meons free flowing, clean burning oil, 


xz / 
lower fuel bills .. virtual elimination Model FIOB Season S 
of burner maintenance. Customers List 


Price $2.80 each 













like SETTE Filter’s ease of installation INLET %” IPT—or 4” on special ; 

...ease of cleaning, efficient operation. order at no extra cost. OUTLET Greetin S \ 

Recommend SETTE Model F10B which in- %” tube or 4" IPT. g 

stalls at the tank or drum on all medium 

size installations MARQUART from 
Manufacturing Co. | 

ORDER NOW for the peck season 1241 High St. « Oakland 1, Calif. 2h \ 

ahead! Dealers: If your jobber can’t Export Agent pO ee a ee \ 

supply you . . . ORDER DIRECT! Shipped OCEANIC EXPORT COMPANY me ‘ ’ 


PPD, 40% discount in dozen lots. 400 Montgomery Street 


Son Francisco 4, California 
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MARQUART | SETTE thedel F108 Fines pone PAINT CORPORATION 
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Manufacturing Co. | Name ’ | no oe ee 19, | OHIO 
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ADJUSTABLE 
CUTTER - RIPPER 


for use in 

@ HOME e OFFICE 
@ CAR @ STORE 
@ WAREHOUSE 


> 
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USES DOUBLE 
EDGE BLADE 


McGill Metal Products Co. 
SE ns 2 @ ILLINOIS 























CHROME 
NIPPLES 
V_" to 4" sizes 
VV," and !/," sizes 
packed 12 to a box 


Write for catalog 


PITTSBURGH NIFPLE WORKS, Inc. 
1455 Spring Gorden Ave., Pittsburgh 12, Pe. 




















“EDUCATIONAL TOYS 
and HOBBY KITS 


for boys and giris from 1 to 16 and ap 


SEND FOR FREE CATALOG 
AMERICAN TOY & FURNITURE CO. INC. 


6130 North Clerk St., Chicago 24, iil. 














STAINLESS STEEL 
FASTENINGS OF ALL TYPES 


@uae Telephone: Little Folls 47300 
Gomme 648 Usice Bivd.. Paterves 2H. /. 
"a New Yort ‘phone: Wisconsin 7-904! 








will be reminded of the gift-giving 
occasions such as weddings, en- 
gagements, anniversaries, showers, 
Mother’s Day, birthdays, gradua- 
tions and Christmas. Edison Elec- 
tric Institute is listing the 1956 
electric housewares promotion on 
its schedule. 


Wen Products Enters 
Power Tool Field 


Wen Products, Inc., manufac- 
turer of soldering guns and sand- 
ers, has entered the electric power 
tool field with a sabre-type saw. 

The model 505 is described by 
Nick Anton, company president, as 


| @ saw suitable for home workshops 


and cabinet shops, that cuts metal, 
wood and plastics. 
The retail price is $29.95. 


Fresh'nd-Aire Adds To 
Air Conditioner Line 

Fresh’nd-Aire Co., div., Cory 
Corp., Chicago, Ill., will market 13 
models of room air conditioners in 
1956, in contrast to 10 models this 
year. 

A new series of casement win- 
dows and “thru-the-wall pancake”’ 
room conditioners will be featured. 
Both groups will offer new economy 
2 h.p. units. 


Meliowes Raises Lock 
Washer Retail Prices 


The Mellowes Co., Milwaukee, 
Wis., recently revised its discounts 
on lock washers of all types. 

Increased costs of labor and raw 
material were cited. 


Bulletin on Wood Floor 
Renovating Procedures 


Many hardware dealers have 
looked at their worn and unsightly 
wood floors and considered how 
they could be renovated. 

The National Sanitary Supply 
Association has issued a bulletin 
on this subject, giving concise, 
simple procedures. The association 
points out that its bulletin sum- 
marizes sanding and sealing pro- 
cedures in a comprehensive, un- 
biased manner. 

The Bulletin Board Edition No. 
4 may be obtained from the asso- 
ciation, at 139 N. Clark St., Room 
1105, Chicago 2, IIL. 


Forecasts Strong Demand 
For Power Mowers in ‘56 


The market for power lawn 
mowers remains good because peo- 
ple have the money to buy them 
and mower manufacturers continue 
to advertise and promote sales, 
reports E. W. Kolls, president of 
Western Tool & Stamping Co., Des 
Moines, lowa. 

A limiting factor, Mr. Koll 
points out, is delivery of engines 
from engine manufacturers. Gaso- 
line engine production has been 
expanded, he notes, but require- 
ments of the mower industry have 
not been fully met. 

“] believe that there is a strong 
future in the reel-type business,” 
Mr. Kolls comments in cautioning 
dealers against an unbalanced in- 
ventory on rotary and reel-type 
mowers. 

“Progressive dealers should 
stock both types and place them- 
selves in the desirable position of 
not only gaining additional volume 
from the sale of reel-type mowers, 
but at the same time furnishing 
more variety and added service to 
customers.”’ 

Price tags will be somewhat 
higher next year, he notes, be- 
cause of higher labor and mate- 
rials costs. 


Department Store Sales 
Up 1 Pct in November 


Department stores sales for the 
week ended Nov. 5 rose one percent 
above the similar 1954 week, an- 
nounces the Federal Reserve Board 
For the four weeks ended Nov. 5, 
sales were up six percent on a na- 
tion-wide basis. 

A detailed breakdown of store 
sales follows: 


Federa! 4 Weeks Jan. 
Reserve to 
District 

New York 
Philadelphia 
Cleveland 
Richmond 
Atlanta 
Chicago 
Bt. Louis 
Minneapolis 
Kaneas City 
Dallas 
Sen Francisco 
U. S&S. Total 


Het e eee ee 
av-e@weeoee OU 


Business Failures Up 
Business 
ended Nov. 
207 in the preceding week, Dun & 
Bradstreet, Inc., reported. 


failures in the week 
17 were 214, against 
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Tools 
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Satisfy 


Your 
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ORDER YOUR GARDEN TOOLS NOW 
AND RECEIVE A MARCH Ist DATING 
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AM JOHNSON INC. 


BRENNER AND KENT STREETS — NEWARK 3, N. J 
































Economical 


Proven in 


Use 


High Flash 
Point 


Slow Drying— 
Long Leveling 


Pleasant 
Odor 
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TURPENTINE & ROSIN FACTORS. INC 
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MR. DEALER: 


Tyler 


SPYRAL BLADE 


COUNTER 
DISPLAYS 










Send 4or 






Cash in on the demand 


for this really HOT nationally 
Advertised item! 


TYLER SPYRAL 
COPING SAW BLADES 


in this attractive counter display 
sell fast, and spark up sales on 
your saw frames. They fit standard 
coping saw frames and will cut 
practically any material. Permits 
intricate internal work not possi- 
ble with any other blade. Saws in 
any direction without turning ma- 
terial...no chipping or tearing 
.»- leaves clean, smooth edge. 
Display contains 1 doz. packages 
of 12 blades each. Retails for 
75c pkg. 





















AS ADVERTISED IN 
POPULAR MECHANICS 
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TYLER SPYRAL HACKSAW BLADES 


really move off the counter in this clever display box, helps you 
sell more frames tool They fit any standard hacksaw frame, Each 
blade is formed from specially hardened steel to permit cutting 
metal os well as softer materials. Changes from fiat to Spyrol 
blades take only seconds, Display contoins 1 Doz. cards of 3 
blades each to retail at 89 per card. 


“SAWS UP OR DOWN, RIGHT OR LEFT... EVEN IN CIRCLES” 
ORDER NOW 
available at most 


HARDWARE JOBBERS 


Or Write 


Mig. Co., 1005 W. Arbor Vitee, lngleweed, Callf. 
516 Fifth Ave. Hew York 34, M1. Y. 
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Full “EVER-HANDY”™ 
displays PAY-OFF... 
ORDER refills TODAY! 






































— > 

THE EAGLE LOCK & SCREW CO. 
Subsidiory of Bowser, Inc 

TERRYVILLE, CONNECTICUT 















































































Changes 


New products and 
new trade names are 
constantly being 
added to the listings 
for the next Directory 
Number of HARD- 
WARE AGE. 


Therefore, if you do 
not find in the current 
issue of the Directory 
Number the product 
you are interested in, 
write to the “Who 
Makes It" Editor. He'll 
be glad to serve you. 


HARDWARE AGE 


Chestnut and 56th Sts.. Phila. 39, Pa. 
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Check cashing crooks work hard- 
est during busy seasons and this 
is the busiest season for check 
artists to defraud dealers. 

Extra alertness is in order dur- 
ing the Thanksgiving to Christmas 
day selling season to avoid cashing 
worthless checks. 

The fraudulent check haul 
throughout the country normally is 
$1 million daily, and increases to 
around $1'% million daily during 
the year-end holiday season, esti- 
mates George W. Adiam, chief in- 
vestigator, the Todd Co., Rochester, 
N. Y., manufacturer of protected 
checks. 

Twelve basic rules suggested to 
hardware dealers by Mr. Adlam to 
protect themselves during the busy 
holiday season in cashing of checks 
are: 

l. Don’t let anyone hurry you. 
[It’s your money being paid out. 

2. Don’t cash a check for a 
stranger without positive identifi- 
cation. Social security cards and 
auto licenses are easily forged or 
stolen. 

3. Don’t cash checks signed with 
a rubber stamp, written in pencil, 
or showing any signs of alteration. 


4. Beware of out-of-town checks. 


Beware of Check Cashing Frauds During Holidays; 
Here Are Twelve Ways to Protect Your Store 


5. Be extra careful when cash- 
ing checks while banks are closed. 
This is a favorite time for the 
check crook to operate. 

6. Don't bank counter 
checks. They are designed for use 
only in the banks issuing them. 

7. Don’t cash checks for juve- 
niles. They are not legally respon- 
sib'e and often are used as “run- 
ners” for check crook gangs. 

8. Do not accept pre-endorsed 
checks. Have all checks endorsed 
in your presence, and place the 
presenter’s address on the check. 

9. Don’t cash checks for amounts 
considerably more than the amount 
of the purchase. It may be an at- 
tempt to defraud you of cash in 
addition to merchandise. 

10. Make sure all checks are the 
checks of existing persons or con- 
cerns, and that the check is drawn 
on an existing bank. Completely 
fictitious checks are top favorites 
with check crooks. 

11. Be sure your own checks are 
protected checks which cannot be 
successfully altered with ink erad- 
icator or by erasure. 


cash 


12. You can assure yourself of 
additional protection for your own 
checks by using a mechanical 
checkwriter and signer. 





Early Reports Indicate Record Christmas Sales 


(Continued from page 14) 


November was shaping up to the 
best November in history, in re- 
tail sales. Early estimates by Dun 
& Bradstreet, Inc., placed the 
month’s retail total at around 
$15.5 billion. Every section of the 
country was credited with sub- 
stantially higher sales this year. 

Winter came early in most sec- 
tions of the country this year, 
stimulating seasonal buying of 
clothing and turning attention to 
the Chirstmas season. Consumer 
durable goods, Dun & Bradstreet 
reports, continued at above last 
year’s sales level. Sales of house- 
hold appliances rose mildly last 
month. 

Reports on wholesale interest in 
spring merchandise points up a 
continuation of the booming de- 
mand next spring and summer for 


hardware lines suitable for out- 
door living. Dun & Bradstreet re- 
ports there was an upsurge in or- 
ders last month among wholesal- 
ers for aluminum lawn tables and 
chairs. 


Average Income Rises 
$1400 Yearly Since ‘45 

The average income of 50 mil- 
lion American men last year was 
$3200, compared with an average 
of $1800 in 1945, the Census Bu- 
reau reports. 

For 28 million American women, 
the 1955 income average stood at 
$1200. This compared with the 
average figure of $900 in 1945. 

The report includes persons 14 
years of age and older who re- 
ceived income. 


HARDWARE AGE, DECEMBER 8, 1955 














COMFORT LINE’S 


j TA SMART NEW ) 
ae 7 | Vy 
, Dele 


EE  , 


- 


SNACK BAR STOOL 
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ANOTHER COMFORT LINE EXCLUSIVE 
Listed are some of the 
leading stores that bought on 
first sight! Here is a ‘Big 
Ticket’ item—a natural to 
sell 2, 3, or more’ Brass wire 
back. Oxidized black finish 
on heavy tubular steel. New 
pink, yellow or gray padded 
S-W-1-V-E-L plastic seat 


“slightly higher in zone 2 $19°> 


Other fine Comfort Products 


MODEL NO 
94W8B \ 


1 


Ordered by these fine stores: 


ora 





Marshall Field Dayton C 
L. Bamberger Hutzier Bros — 
Gimbel’s ). L. Brandeis 
Maison Blanche Carson, Pine Scott 
May Company Muzzy Bros 
Foley's Demery s 
Macy's Jones Store 
write Dept. HA-3 for details High Chair Step Stool T-V Tables 
(Or, sample order shipped) $14.95 $12.95 $7.95 up 





COMFORT LINES INC. 





1735 West Diversey Parkway, Chicago | 4, Mino’ 
SEE US AT CHICAGO HOUSEWARES SHOW 


HOPPE § 
: UBRICATING | 
" Ol 


vw. 





Make The Most 
Of Hoppe s NOW 


Don't forget that this is the hunting and pre- 
Christmas Season when shooters need 
Hoppe’s No. 9 Solvent and Patches, Oil and 
Grease. And seekers for Christmas gifts may 
purchase Hoppe Packs or Hoppe Cleaning 
Rods for shooter friends. So give Hoppe 
Products a conspicuous display and get the 
plus sales and added income. If your supply 
is low just phone your jobber NOW. 


FRANK A. HOPPE, INC. 


2314A NORTH 8TH ST. PHILADELPHIA 33. PENNA. 





Cee ee 
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» [@)',' Mars. Wels 


Fat teododiak> meters a— 


Order both 
Aluminum and Steel 


rural mail boxes from 


FAW SCO 


Pay only one freight charge 
on your assorted shipment 


i . x ¢ th ree and smali $size 1 or , 
© ONC] trom ON] rce pay ONE freighe 
bas ‘ : 


rders process min 24 f 


Cilafti FLii ¢ > } 1 with 
No.1 MAILBOXES 
SIZE: Length: 18-15/ 16°; Width: 6-1/4"; Height: 8-13/16" 


ALUMINUM: 20 gouge, shipping weight each 3 ibs. 9 oz 
STEEL: 20 gauge, shipping weight each 6 Ibs. 8 oz 


No. 2 MAILBOXES 


SIZE: Length: 23-1/2"; Width: 11°; Height: 14° 
ALUMINUM: 20 gauge, shipping weight each 8 Ibs 
STEEL: 20 gouge, shipping weight each 20 Ibs 


i 
FAWSCO MFG. DIVISION HA-12-55 
Cuyahoga Falls. Ohio 
Please send me prices on rural maiiboxes 
NAME —w 
ADDRESS seniaiennieuaad cabana 
CITY STATE 







































Classified Opportunities Section 











Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid, maximum 50 words........... 
Each additional word....... Siaae 


CSC CCC HH HEHEHE OEE OED 


= = additional word... 
Allow Seven Words for Keyed Address 
or Your Address 





CLASSIFIED ADVERTISING RATES 


BOXED DISPLAY AD RATES 
$8.00 per column inch 
5%, discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 


Cuts or special borders not occapted. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities o 
Chestnut 2 Séth Sts., Philadelphia 39, Pa. 


NOTE: Samples of merchandise, literature, 
catalogs, etc., will not be forwarded to box 
number advertisers unless accompanied by 
sufficient postage for remailing. 


No agency commission allowed. 


HARDWARE AGE is published every other 


Thursday. Classified forms close i5 days 
prior to publication date 
Remittance must accompany order in form 


of check or money order, 


stomps. 


not currency or 

















Representatives Wanted 


Representatives Wanted 


Representatives Wanted 








EXCEPTIONAL PROFIT, OPPORTUNITY, COM- 
MISSION FOR MAN now calling on and sell- 
ing larger independent merchants. Localized 
trading stamp pian with tremendous appec! 
at low cost. Write in detail to 


SANCO SALES, NUTIS PRESS 
821 Jenkins Ave., Columbus, Ohio 

















PAINT BRUSH SALESMEN 


Prominent paint brash manufacturer has oven 
territories for successful sales producer. Pre- 
fer men now calling on paint, hardware. lumber 
dealers and industrials. Protected territories. 


Petablished business. Will aleo consider side- 
line man or manufacturers’ agent. 
Address Rox pseg care of Pullenionio te AGE 
Ohestnut & 56th Sts.. Philadeiphia 39. 


Pa. 

















EXCLUSIVE 
— for nationally distributed unique water re 
plac 


PROTECTED TERRITORIES 


ement plumbing ialty item packaged for 
sale to plumbing supply houses, hardware distrib 
utors and retailers. Unique demonstration sells 
8 owt of 10 on first call. Address: Box 620, care 
Haspware Acer, Chestnut & Séth Sts, Philadel- 
phia 39, Pa. 





REPRESENTATIVE WANTED FOR PAINT 
BRUSH MANUFACTURER doing national! bus- 
iness, excellent epportunity for one whe has con- 
tact with retail trades. Open territories: 
Chicago area, Southeast, Michigan, Upper New 
York, W. Penna. Write us full deails. Address 
Box 1209, care of Harpwane Ace, Chestnut & 
Sé6th Sts., Philadelphia 39, Pa. 





WANTED EXPERIENCED TRAVELING 
SALESMAN to sell our line exclusively in the 
states of Michigan and Ohio. Many well estab- 
lished accounts. ery attractive proposition for the 
right man. Write giving full background te Queesa 
Cutler Company, 1@ Commerce Court, Newark 2, 
New Jersey. 





MANUFACTURER'S REPRESENTATIVE 
WANTED—Salesman new calling em hardware 
stores with twe er three nenconflict- 
e offer a good staple line of 19¢, 59 

paints and « 

ef popular priced paists 
is. This merchandise has 
mass market appeal. Every store selling paints 
ig & good prospect. Write advising age, territery 
covered, how cften you cover it and lines sew 
carried. Address: Bex 1123, care of Hazpwans 
Acz, Chestnut & 56th Sts., Philadelphia 39, Pa. 





FACTORY REPRESENTATIVES CALLING 
ON DEALERS (Net ayo Wanted fer our 
line of Forged hand tools. Address: Box 1202, 

care eof Hazpwaae Ace, Chestnut & Séth Sts, 
Philadelphia 39, Pa. 


MANUFACTURERS REPRESENTATIVES 


Now calling on hardware distributors Wanted for new 
Quality line of water cans from old established 
Manufacturer. Protected territories open with ex- 
cellent sales potential. Write giving full details, 
territory, how often covered, lines now carried. 


— easy wena henna co., INC. 


South Semmit, Arkansas City, Kenses 




















REPRESENTATIVES WANTED 


Extablished salesmen regularity calling on builders’ 
hardware trade. To sell high quality Nationally Ad- 
vertised hydraulic door closers. Sales help. displays. 
Uberal commissions. projected territories. State full 
particulars when replying. All replies strictly con- 
fidential 


Address Geox 1024, care of HARDWARE AGE 
Chestaut & Séth Sts. Philadeiphia 39, Pa 











WANTED — REPRESENTATIVES 


Leading Bathroom Cabinet Manufacturer, now 
distributing thru wholesale plumbing supply 
jobbers, builders hardware, tile, electrical, 
gloss and other outlets. Good protected terri- 
tories open. On Commission basis. 


Address Box 1207, care of HARDWARE AGE 
Chestnut & 56th Sts.. Philadeiphia 39, Pa 

















AGENTS WANTED 


of the mation’s largest manufact of twist 
drilis seeking commission agents te sell, a new line of 
twist drills a ~ = designed * tor the hardware and 
automotive wholesalers. 10% commission. Choice terri - 
aper e. New England, Atiantie States. Seuth. 
Mid-West, West, and peas States. Non-con- 
flicting ibe line is aeceptab 
Address Box 1208. eg ‘HARDWARE AGE 
Chestnut & 56th Sts. Philadeiphia 39. Pa. 




















WANTED MANUFACTURERS REPRESEN- 
TATIVES on exclusive area basis. We manufac- 
ture Alum-O-Trel, the all-aluminum garden trellis, 
first of a line of modern aluminum garden re- 
finements catering to the convenience-minded home 
owner. Please give full information as to sales 
organization, area covered, lines now handling, 
and references. Address replies to Alum-O-Garden 





Industries, Inc., 2354 Clybourn Ave., Chicago 14, 
Illinois. 
WANTED: EXPERIENCED SALESMEN 


CALLING ON the better class Hardware Trade, 
Mili Supply Houses, Electrical Supply Houses, 
etc., to sell our line of Imported Wood Screws, 
steve belts, sheet metal screws, twist drills, build- 
ers’ hardware and other items. Liberal commis 
sions. Give full particulars about your present 
activities. Address: Box 1112, care of Harpware 
Ace, Chestnut & 56th Sts., Philadelphia 39, Pa. 





WANTED EXPERIENCED TRAVELING 
SALESMAN TO sell our line exclusively in the 
states of Pennsylvania and New York. Many well 
established accounts. Very attractive proposition 
for the right man. Write giving full background 
to Queen Cutlery Company, 10 Cemmerce Court, 
Newark 2, New Jersey. 





SELL TOP LINE OF WEED cutters and tool 
handles. Protected territories. Write today—Lad 
Manufacturing Co., 800 Forty-Pourth Ave. N., 
Nashville 9, Tenn. 





—s 


HOUSEWARES LINE NATIONALLY ES. 
TABLISHED, now open in (1) California; (2) 
Missouri-Kansas-lowa-Nebraska. Currently sell 
ing in volume through department stores and dis- 


tributors. Address: Box 1118, care ef Hazp- 
ware Ace, Chestnut & 56th Sts., Philadelphia 39, 
Pa 















COMMISSION REPRESENTATIVES 
WANTED, full or side line. Call on Hardware, 
Department, Home and Garden Stores, Lumber 
Yards, and Chain Stores—selling our line of Flash 
Reflecting Scotchlite House Number and Letters— 
also our new and exclusive line of Lume a Lite 
Mail Box Letter and Number line. Good commis 
sions. Write for details. Several territories open 
In reply, state lines now being handled. Write for 
full details. Midwest Plastics Mfg. Co., 208 
Bates Avenue, St. Paul 6, Minn. 





WANTED—REPRESENTATION FOR AN 
ESTABLISHED line of Electric Soldering Irons 
and solder guns in New York, New Jersey, Penn- 
sylvania, Maryland, Delaware, and Washington, 
D. C. Commission only. In reply give details as 
to how long in business, number of men traveled 
and other pertinent information. Drake Electric 
Werks, Inc., 3656 Lincoln Ave., Chicago, Illinois 





EASTERN OHIO. 30 year eld exclusive dis 
tributer for world’s largest manufacturer of Key 
Blanks has divided state of Ohio fer more inten 
sive coverage. Needs experienced, aggressive rep 
resentative covering wholesale and retail hardware 
outlets. Protected Territory, established accounts 
Complete line of nightlatches, padlocks, cabinet 
hardware, locksets, door closers, cabinet locks, 
locksmith supplies, lawnmower repair parts, key 
machines and key blanks. Commission basis, if 
handling other lines, otherwise salary, commission 
and traveling expenses. State line now handled, 
trade and territory covered, experience and refer 
ences. Address: Box 1045, care of Harmpwanxe 
Acer, Chestnut and 56th Sts., Philadelphia 39, Pa 





REPRESENT CHEK POCKET SOIL TEST 
ER Kit. Seven color folder with Chek Soil Test 
Paper booklet and patented Chek Tool. Tests soi) 
in half minute. Attractive ceunter display. Isex 
pensive, goes like hotcakes. Carry with your ether 
garden lines. Liberal commission and discounts. 
Chek Associates, Box 325, Danbury, Cennecticut 





REPRESENTATIVES WANTED FOR AT 
TRACTIVELY PRICED complete handle line 
Send fer full details at once. Address: Box 1021, 
care of Hanpware Ace, Chestnut & 5Sé6th Sts.. 
Philadelphia 39, Pa. 








HARDWARE AGE, DECEMBER 8, 1955 































Classified Opportunities Section 





Accounts Wanted 


Accounts Wanted 


Business Opportunities 











WE ARE LOOKING TOWARDS 1956 
ARE YOU? 


Here is your opportunity to “HITCH YOUR 
WAGON” to a selling organization that has 
been successful for 27 years with chains, 
jobbers and department stores. 

We are open for two lines. Permanent show 
room in the heart of the Market at 200 
Fifth Avenue, N, Y. C. 


SAM WEISMAN Sales Organization 


200 Sth Avenue, New York 10, N. Y. 

















REPRESENTATIVES 


Covering al) classes of jobbers. Can render reliabie, 
aggressive service. We are national distributers with 
established actively operating branch offices in New 
York, Philadelphia, Detroit, Cleveland and Louls- 
ville. We carry the account or you can bill direct. 
Inquiries invited) Write ANCO Corporation, 7 Wood 
Street, Pittsburgh 22. 














LONG ESTABLISHED SALES REPRESEN- 


TATIVE covering Recky Mountain and West 
Texas area. Secking an additinoal line om 
commission exclusive only. Address: Box 1206, 


care of Harnpware Ace, Chestnut & Sé6th Sts, 


Philadelphia 39, Pa. 





ESTABLISHING MYSELF AS MANUFAC- 
TURER’S AGENT. Desire “bread and butter’ 
line for concentrated effort in Pennsylvania, Vir- 
ginia, District of Columbia, Maryland and North 
Carolina for intense coverage of wholesale hard- 
ware and building supply jobbers. Not interested 
in specialty or houseware lines. Address: Box 
1126, care of Harpware Ace, Chestnut & 56th 
Sts., Philadelphia 39, Pa. 





MANUFACTURERS’ REPRESENTATIVE, 
ESTABLISHED 25 YEARS, now open for ad- 
ditional line tools or shelf hardware. Covering 
New York state, New Jersey and Pennsylvania 
(special attention to New York metropolitan dis- 


trict) Selling wholesale hardware, mill supply 
and allied trades. Straight commission. Address: 
Box 1204, care of Harpware Ace, Chestnut & 


$6th Sts., Philadelphia 39, Pa 








ATTENTION MANUFACTURERS: Top 
flight coverage to housewares, garden supply and 





COVERING STATES OF TEXAS, OKLAHOMA, 
ARKANSAS AND CITIES of Memphis, Shreve- 
port and St. Lowis for thirty years, representing 
one manufacturer of a specialty line of build- 
ers hardwore. This line is the top one of its 
kied and | desire one or two more. 

Address Geox 1205, care ef HARDWARE AGE 

Chestaut & Séth Sts.. Philadelphia 38, Pa 








bardware distributors, drug, variety and automo 
tive chains, rack jobbers, department stores, pre 
mium trade | leading mail order firms 10 
men covering Ill, Wise., Mich., Indiana, Ohio, 
Ky., Minn., "North & South Dakota—representing 
nationally known firm since 1923. Interested in 
staple line for the above trade only Address: 
Box 631. care of HarpWware Ace, Chestnut @ 
s6th Sts., Philadelphia 39, Pa 
MANUFACTURERS’ AGENT SELLING | 


HARDWARE AND garden accounts, department 


stores and lumber yards desires one or two addi- 
tional lines with potential] volume or established 
accounts. Aggressive merchandising coverage of 
Fastern Pennsylvania, New Jersey, Delaware, 
Maryland and D. ¢ Reply to Address: Box 1121, 
care of Haroware Ace. Chestnut & 56th Sts., 


Philadelphia 39, Pa. 
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FOR SALE — HANDLE PLANT 


Growing, profitable business with 1956 sales $100.- 
000 minimum. Located in mid-south. Excellent tim- 
ber area. Present management will stey. $40,000. 


A@éress Gex i'i5. care of HARDWARE AGE 
Chestaut & 56th Sts.. Philadeiphia 39. Pa. 

















AGGRESSIVE MANUFACTURERS REPRE- 
SENTATIVE OPEN for additional hardware, 
tool, garden line, for Metropolitan N. Y.-N. J. 
Heavy experience selling nationally-known lines. 
Strong, well-established following among hardware, 


catalog jobbers; supply houses; chains; dept. 
stores. Thorough know-how publicizing, promot- 
ing, marketing lines to utmost potential. Address 


Box 1210, care of Harpware Ace, Chestnut & 


56th Sts., Philadelphia 39, Pa. 





Help Wanted 








WANTED 
National Travelling Sales Representative 


with established following. Must be well 
known by Wholesale Hardwere Jobbers 
and Automotive Tool Jobbers throughout 
the 48 States. Our advertised line of hand 
tools and drills is offered to the trade 
now by monufacturers reps and your aim 
will be to coordinate their sales efforts. 
This job requires an energetic man with 
foresight and intelligence. Salery open. 
Send resume. 


Address Box 1203. care of HARDWARE AGE 
Chestnut & 56 Sts.. Philadeiphia 39. Pa. 




















HELP WANTED 


ASSISTANT SALES MANAGER 
Excellent opportunity afforded with chance for ad- 
vancement to man experienced in builders hardware 
field. We are Eastern manufacturers of a full line 
of door hardware and locksets and need capable 
sales executive for our expanding organization. State 
past experience. Ali replies confidential. 

address Box 1047, care of HARDWARE AGE 
Chestnut & 56th Sts.. Philadelphia 59. Pa. 














Business Opportunities 





CALIFORNIA: New modern Hardware 
for sale at less than 40¢ on the $. This store 
has made a profit for over 33 years and made 
owner independent. Owner retired then had to 
Health failed M ust Price 
A. J. Lillibridge, 441 San 
Bernardino, California 


sacrifice 
4th Street, 


“BUSINESS FOR SALE.’ Old established 
Hardware Store located in the Rich Dairy County 
of Northern Wisconsin, on Main Street in the 
busiest block in the City. Population 7500, good 
Schools, Churches. Stock, Fixtures, Bottled ‘as, 
Delivery Equipment, approx. $65,000.00 
for selling, llilness of owners. 
care of Hampwase Ace, 
Philadelphia 39, Pa 


Chestnut 





| care 


Store | 


>ts., 


Reason 
Address Box 1201, | adaptable 
& 56th Sts, | dress 





i nut & 
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HARDWARE — TOYS — BICYCLES. Cleas 
stock plus bike repair, Saw & Lawnmower Shar 
ening shop-——supports two families comfortably 
Brick building—3 stores—2-6 room apartments 
completely remodeled—wil!l sell separately. By 
owner leaving town. Grovehill Hardware, 3455 
W. 59th St., Chicago 29, Illinois 


oe — — 





——— 


FOUR SALE ESTABLISHED HARDWARE 
AND HEATING Store in Decatur, Llinois. A 
fast growing area with Industry. 80,000 city 
population. 1954 gross sale $75,000 Beautiful 
brick building 5,000 square feet floor space. Park 
ing area. Price on building equipment and stock 
$48,000. Write Henry Stone, 1114 E. Jehns 
Ave., Decatur, [llinois. 


ee —- 





ee 


RAILROAD PICKS, SEVEN POUNDS, 
POINT and Chisel, New or Used, wanted. Ad 
dress: Box 1046, care of Hanpware Aor, Chest 
mut & Séth Sts., Philadelphia 39, Pa. 








I HAVE CONFIDENTIAL INFORMATION 
ON several well established and profitably operated 
hardware stores, hardware and appliance, etc., lo 
cated in the middle west which can be purchased 
at very reasonable prices. For information write 
William ]. Maresh, Suite 702, 100 West Monree 
Street, Chicago 3, Lilineis. 





rr 


ATTENTION MANUFACTURERS 
WHOLESALERS, RETAILERS. WE ARE 
INTERESTED IN PURCHASING SECONDS, 
closeouts, slow-moving and discontinued items ia 
the lines of Hardware, Tools, Housewares, Toys, 
Electrical and Novelty Items. Any quantity is of 








interest Write to SONNY NEIMAN, 155 N 
ird St., Philadelphia 6, Penna 
ese 
Positions Wanted 
WOULD YOU PAY $75.00 A WEEK FOR 


a mature, experienced, reliable, wholesale hard 
ware man who can handle entire office or any por- 
tion’ I can reliewe you of any important duties 
or details. Have learned plenty im over twenty 
years in the hardware line. Willing to discuss any 
proposition——What have you? Address: Box 1128 
of Harnpware Acer, Chestnut & 56th Ste., 
Philadelphia 39, Pa. 


POSITION WANTED WHOLESALE 
HARDWARE MANAGER available January 
First—Fully experienced in all phases of operation 


Aggressive, personable with knowledge of mod 
ern merchandising methods. Have the necessary 
jualifications to do a real job. Address: Box 
1127. care of Haspwarne Ace, Chestnut & 56tb 
Philadelphia 39, Pa 


SALES MANAGER WANTS CHALLENG 
ING OPPORTUNITY with Manufacturer or Die 
tributor, in the New York area, of hardware, con 
tractors supplies or related lines. Will select, 
train, supervise sales force. Competent, readily 

Ad 
(bes 


34, married, presently employed. 
1200, care of Hampwaee Ace, 
Philadelphia 39, Pa 


Box 
Séth Stes.. 


129 





SEE THIS CONDENSED CATALOG § 


CASTERS 
and GLIDES 


on Pages 283, 284, 285, 286 
of July 21 issve 


HARDWARE AGE DIRECTORY 








Here's a Christmas present 
that means years of comfort 
and convenience to a whole 
family! 

Feature the Balanced-Flow 
—and the other dependable 
Goulds pumps — now! For 
you, it means— extra Christ- 
mas profits this year. 


Goulds Pumps inc. 
Seneca Falls, N.Y. 


[ coutos Batanced-Flow JET 
for Shallow Wells 


GOULDS Water Systems 


PLUMB TOOL HANDLES 
STAY TIGHT WITH 


PERMABOND " 


Now you can buy hand tools with the assurance that 
they will never come loose. Permabond, a revolution- 
ary new chemical weld, bonds the handle to head 
permanently. It increases the strength and lengthens 
the tool life. Only Plumb tools have Permabond. All 
tools asseml ‘ed with Permabond are identified. Look 
for Permabond on your hand tools. 


FAYETTE R. PLUMB, INC. PHILADELPHIA 37, PA. 














B&C "C” CLAMPS 
MOVE FAST! 


. .. priced low for quick profits. 
Put this B & C Metal "C" Clamp Disploy 


on your counter—watch the interest— 
watch the soles. 





Your Jobber has the Details 
SEE HIM TODAY! 











ove BRINK & COTTON mec co 


L * af 





Eagle Lock & Screw Co. 








Index to Advertisers 





A 


Aermoter Company 
American Chain & Cable Co. 
American Chain Div. 
American Grease Stick Com- 
pony 
American Thermos Bottle Co. 
16-17 


122 


American Toy & Furniture 


Co., Inc. 
American Window Glass Co. 


124 
27 
Animal Trap Company of 
America | 66 
Aristo-Mat Company 
Armstrong Bros. Tool Co. 
Atkins Saw Div., Borg-Warner 
Corp. 
Atlas Tack Corp. 


82 


87 
68 


B 
Basford Co., H. R. 
Bassick Co., The 
Bennett-ireland, Inc. 
Bevin Bros. Mfg. Co. 
Boker & Co., Inc., H. 


Bommer Spring Hinge Co.., 
Inc. 


Boonton Molding Co. 

Brink & Cotton Mfg. Co., The 
Brooks & Sons, Inc., M. S. 
Brownell & Co., Inc. 


Cc 
Cal-Dok Co., The 
Campbell Chain Co. 
Century Plastic Prod. Co. 


Champion DeArment Tool 
Co. 


Chevrolet Motor Div. 
Clemson Bros., Inc. 
Cleveland Twist Drill Co. 
Colorado Fue! & Iron Corp. 
Columbion Rope Co. 

inc. 


Corbin Cabinet Lock Div. 


American HMardware Corp. 


Comfort Lines. 


D 
Dietz Co., R. E. 


Domes of Silence 


Dykem Co., The 


E 
126 


Edwards Company, Inc. 
Empire Brushes, Inc. 
= 


Faultless Caster Corp. 


Fawsco Mfg. Div. 


Fuller Too! Co., Inc. 


G 


Gardner Wire Co. 
General Filters, Inc. 
General Metalware Co. 
Geuder, Poeschke & Frey Co. 


Gibson Good Tools, Inc. 


Graham John H. 
Bevin Bros. Div. 


G. W. Griffin Co. 
Ohio Machine 


inc. 
Goodrich Co 
Goulds Pumps 


Greenlee Tool 


Products 


B. F. 
Inc. 
Co. 
Gries Reproducer Corp. 
Griffin Co., G. W. 
Griffin Mfg. Co. 


4 


Co. 
Arthur 
W. C. 


Hall-Wesse! 

Harris & Co. 
Heller & Co. 
Hemp & Co 


Heppner Sales Company 


inc. 


Hindley Mfg. Company 
Hodell Chain Co. 
Div. National Screw & 
Mfg. Co. 


Hoffman Iron & Steel Co. 
Holthouse & Hartup, Inc. 
Hoppe, Inc., Frank A. 
Huenefeld Co., The 

Hyde Mfg. Co. 


Jenkins Bros. 


Johnson. Inc.. William 


Jones & Laughlin Steel Corp. 


K 
Kester Solder Co. 
Keuffe!l & Esser Co. 
Kimble Glass Div. 
Owens Illinois Glass Co 


Klein-Logan Company 77 
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Mr. NUTS’ N BOLTS says... 





Get a firmer grip on your SALES 


with GRIPSO-MATIC® "ss 
PIPE WRENCH 


A flick of the wrist. a tap of the hand and 
pipe turns instantly, pertcctly. Stream- 


Index to Advertisers 





L S 


Londers Frary & Clark (Uni- Samson Cordage Works 
vere Sharon Bolt & Screw Co. 
Sheffield Bronze Point Corp. 

Slaymaker Lock Co. 
Smith-Gates Corp. 
Southern Screw Co. 
Standard Horse Nai! Corp. 
Standard Products Co., The 


Lawn Boy, Div. Outboard 
Marine & Mfg. Co 


Lockwood Hdwe. Mfg. Co. 
Lubriplate Div 
Fiske 


lined, light weight, works easily in hard 


to get at places—does the WwW ork faster. 


See your jobber or write H. R. BASFORD co. 
235 1Sfh ‘/ . San branc 18C0 ; Dept. HAIl2 


Bros. Refining Co. 





WROUGHT IRON LEGS...BRACKETS 


M 


Macklanburg-Duncan Co. 
Marquart Mfg. Co. 
Marshalltown Trowel! Co. 
Marti 
Company 
Master Lock Co. 
M<Gill Metal Products Co 
Metallon Products, Inc. 
The Midland Company 
Miller & Co., Robert E. 
Mortell Co., J. W 
Musgrave Mfg. Company 


Stamping & Stove 


N 
National Cash Register Co 


National Housewares Mfg. 


Assn. 
National Mfg. Co. 


O 


Ohio Machine Products. Inc. 


p 
P. & C. Hand Forged Tool 
Company 
S. Parker Hordwore Mfg. 
Corp. 
Porker Mfg. Co. 
Pittsburgh Nipple Works, Inc. 
Pittsburgh Plate Glass Co. 


Pennvernon Div. 
Plastic Woven Products, Inc 
Plumb, Inc., Fayette R 
Plume & Atwood Mfg. Co. 


Portable Electric Tools. Inc. 


Red Devil Tools 

Ridge Tool Co., The 

Rocket Devices Corp 
Div. Star Expansion Bolt C 

Rockwood Mfg. Co. 


Royal Electric Co. 


= 
- 


Rubberset Company, The 


30 


123 
132 


70 
1] 


25 
19 


56 


133 
109 


13} 


95 


97 


Standard Tool Co. 
Stanley Works, The 


Star Expansion Bolt Co. 
Rocket Devices Div. 


Star Stainless Screw Co. 
Sterling Hardware Mfg. Co. 
Stratton & Terstegge Co.., 


Inc. 


Streater Industries 


T 


True Temper Corp. 
Turnbuckles, Inc. 


Turpentine & Rosin Factors 


Inc. 
Tyler Mfg. Co. 


U 


U-C Lite Mfg. Co. 
Union Stee! Chest Corp. 
United States Plywood Corp. 


United States Stee! Corp 
Cyclone Fence Div. 


Upson-Walten Company 
The 


Ww 


Washburn Co., The 


Waterbury Lock & Specialty 
Co., The 


Water Master Co. 
Werner Co., Inc., R. D. 
Wickwire Spencer Stee! Div 
Colorado Fuel & Iron Corp 
Wilcox Crittenden 
Witt Cornice Co. 
Wrap-On Company 
Wright Steel & Wire Co 
G. F. 


The 


Y 


Yale & Towne Mfg. Co 


HARDWARE AGE. DECEMBER 8, 1955 
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BRACKETS 





By Hoffman 


QUALITY PRODUCTS SOUGHT BY CUSTOMERS 
WHO WANT THE ULTIMATE IN WROUGHT IRON 


craftsmen best 
nd Legs by Hoffma 
ese OD eterred ‘ ’ ; 
nceaied weiding me?nh 
black finish 
stem and three-sten ugh? iron legs are Cesigned t 


juNn-meta 

meet and exceec manxir » strength eau 
tabD es e* Tw cterr eas nm Sie (ize 
Brackets are available ae range of ; 


ea 
GREATER UTILITY, BEAUTY AND SERVICE LIFE— QUALITY 
BUILT TO LAST WRITE DIRECT FOR FULL DETAKS 


HOFFMAN IRON AND STEEL CO. 
Grilles « Utility Benches + Removable Station Wagon Truck Beds 


P.O. BOX 246-H1t2 . 


VIENNA, OHIO 





Cyood! 
Kor 


one 





The B. F. Goodrich Company 


INDUSTRIAL PRODUCTS DIVISION ~-+ 


B. F. Goodrich 


tor tor 


AKRON, OHIO 














ocket 


= - SCREW ANCHORS 


WALLGRIPS 


SELF-SELLING 
“BLISTER CARDS" 


Division of Ster Expansion Bolt 


faats ’ 


——~ 142 Liberty St., New York 6, 4. Y. 


Compony 














Fam MARSHALLTOWN 


q(MARSHALLTOWN)§S 


TROWELS 





MARSHALLTOWN TROWEL COMPANY -« 


MARSHALLTOWN, IOWA 





SELL 


ARISTO-MATS 





oa. Tall -Saee «2 Wune Ver Vee a See 


WORLD’S FINEST STOVE and 
ALL-PURPOSE UTILITY MATS 


More Sales! 
Greater Volume! Bigger Profits! 


ARISTO-MAT CO., 1718 E. 75th Street, Chicago 49 














YOU'LL DO BETTER WITH HELLER) 








ALL THIS $ 00 
DELUXE EQUIPMENT NtY 738 


COMPLETE WITH DISPLAY C2ACKETS — PEG PANEL BACKS 
THESE BEAUTIFUL FIXTURES GIVE YOU EVERYTHING | | 
STYLE * QUALITY * BIG CAPACITY *® MODERN DESIGN | | 


ro.ben No. 1-paW. C. HELLER & CO. Snio | | 





* Bright nickel finish 











GIBSON 


GRIPPER CLIPS 


Keep Things in Place 


* Need no adjusting 
No jutting points * Retail for 10¢ im East 
* Double spring for greater holding power 

* Large size grips 4%" to 114” diameter 

* Small size grips 4" to 4%” diameter 


GIBSON GOOD TOOLS, INC, SIDNEY 3, W. Y. 

















SELL SMITH-GATES 
—= ELECTRIC —*— 


‘LINE: O:HEAT 


> ae) 4 


3 ft. $2.45 
i eee Yb 
12 ft. $3.95 
20 ft. $4.45 
$0 ft: $7.45 
| Ree > eb! 





| ee _ 









Backed By 


Line-O-Heat is the heating tape you can National 


sell with confidence as well as profit. 
Toughest and best. Can be abused and still 
used to prevent freeze-up of water pipes, 
pumps, roof valleys, eaves, house gutters. 
Keeps water running even at —50°. Easy to 
use. Shockproof, fireproof, waterproof. 


Advertising 
and 


FREE 


EE 
Line-O-Heat dealers are given a full range Dealer Aids 
of dealer aids in addition to national ad- 

vertising: leaflets, mats, window streamers j 
and die-cut easel display pieces like this 


cme: > _ 
ASK YOUR JOBBER OR WRITE... ond 


DEFT. K-66 PLAINVILLE, CONN. 























pOomes OF Sitence 
RUBELR CUSHION GLIDES 
~ 


Furmture Rest — Pintle Type 





RUBBER CUSHIONED 


One set on a }- 
color cord 12 





cards in ao amt 

Si zres—!' 4 

1 t/ie” ‘ %, 
Adjustable Rubber %"'. 


Cusmon Gide Bakelite Furniture Rest 








Bakelite Caster Cup 


Mosapo nt Gide 











132 


DOMES of SILENCE F FOR ALL WOOD AND METAL FURNITURE 





Ask your jobber. If he is not supplied, write 


ROBERT E. MILLER & CO.., 


35 PEARL ST.. NEW YORK 4, WN. Y. 
















REGULAR — One 
set in a box. 
12 boxes in oa 
corton. Sizes— 
if’, | ? 














INC. 


ich Tip 














HARDWARE AGE, DECEMBER 8, 1955 


Not a Lugury 








o rt # 
: 
; 
&s ‘* . e 
Tube System” Paints Absolutely Saf Guaranteed 
The new tube system makes o Red Red Dev s EXCLUSIVE ele}] Jai te . ; VeV ‘ ' ’ ‘ }UC feed 1 Trix 
or Jellali @ei, eli: oner aaletaiele DOsitive 9 
lela” The NEW ottset ‘@els a lelule tirmiy eh” thea ancd« a*hi as +> T . ‘ " 
‘ols The Red Dev ~ie cie eae 4a yy the ‘ 1 ec ° c : ‘ : ws : ” 
tle). system ele nmt< PERFECTLY : , ¢ -?* ‘ , 1k " ; . ; y £ ’ : ’ : ’ : P . * > elas 


"fs 
gal 
60 ecvele 


ron: 1350 per min 

tf: automatk integral 

1er— 30 sec. to 15 min 

Accessories Available: Ped 

estal base Pedestal base 

with feet, Counter base 
Square can adapter, F 


can a lapter 


Rad Devil NO. 33 
PAINT 
CONDITIONER 


i f 
Se ee 


) > 








wv 


ge For up to 5 gallon cans 


omes with adapter for shaking 
TOUR ONE GALLON CANS IN CARTON— 


peeds service ip to 4 times as fast 


Copacity Up to 5 gallons, U. S Standard 
Oscillation: Patented triple three-way action 
Motor: +, HP, 60 cycles, 100 volts AC (other 
currents and explosion proof motor available) 
Operating Space: 155,” x 39” 

Standard Attachment: 2 gallon. odd size adaptors 








Also Available: 
No. 31 Portable Paint Mixers 


3 models available to fit up to 5, 30 and 55 gallon drums 


“Red D evil Toots ° Call your jobber 


Irvington 11, N. J., U.S.A. TODAY! 
World’s Largest Manufacturer of Painters’ and Glaziers’ Tools Since 1872. 








/ 
- 4 
« 








GKoves and He 


FAMOUS 

A BOSS dealer is sure of sales because 
there’s a BOSS Kerosene Range or Stove BLU-H OT 
to suit every family. From sparkling porce- BURNER 
lain enamel glass door table-top Ranges to 
smaller Cook Stoves, BOSS a a nai FAST « CLEAN 
styling and carefree cooking at budget- ECONOMICAL 
balancing prices. f . 

Tele), m.1 2-044: Modern BOSS Ranges and Stoves cook 
better—look better—are better in every 
feature-packed detail of construction 
Be sure of sales .. . positive of profits with 
BOSS .. . the fastest-selling, most com- 
plete line in Kerosene cooking and heat- 
ing appliances. Write direct for full details 
on the complete line. 

Available in 10 Models 
for ANY need! 


ss!) Po THE HUENEFELD CO, 
ice be 32: | | CINCINNATI 25, OHIO 





